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M-62T Merchandiser panel and complete display stock of 13 Irwin 62T hand brace bits. 
One each of sizes 4, 3g, %, He, 4, He. %, “Ye. a. Me. Ye. Mg and 1”. Pay only $10.37 for 
display stock of 13 bits and free panel. Retail valve of display stock is $15.56. 


fit small space, step-up self-serve sales, build bigger volume 








Here is a timely offer that brings you the industry’s first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 
dress-up jacket costs nothing extra. 


Mount either panel with display stock in only 1434” of space 
—on wall, door, peg board, end of island table. And depend 
that the sturdy all-metal display panels with their handsome 
3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 


M-88 Merchandiser panel and complete stock of 20 Speedbor “88” 
electric drill bits. Two each of sizes 4, %, 44, 54, %, % and 1”. One 
each of sizes 4, X, Xe, "Ye, "Mg and 46”. Pay only $10.00 for display 
stock of 20 bits and free panel. Retail valve of display stock is $15.00. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 
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» §6Hand, Power and Precision Tools 
... by the maker of the World's Best! 


Craftsmen the world over — professional and = ship. The Millers Falls trademark is a stamp 
amateur alike — look to Millers Falls for of superiority on Hand Tools, Electric Tools, 
quality tools — to produce quality workman- Hacksaw Blades and Precision Tools. 


For further information write for free literature f 2 
MILLERS FALLS COMPANY “ 
Dept. HA-40, Greenfield, Mass. 


MILLERS FALLS 
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in Bicycle Tires... 


e NEW TREAD DESIGNS... 
New pedaling ease and road control Ss. 


e NEW RUBBER COMPOUNDS. ». Vo 
Extra Wear... Ds : 
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CYCLE TIRE DEPARTMENT «+ 549 East Georgia Str ¢ Indianapolis 6, India 
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handled for faster sales... Nicholson and Black 
Diamond files. It’s a Hi-Impact plastic handle. In 
addition, skin packaging assures factory fresh- 
ness... suggested uses are printed on a bright 
orange card. And the retail price is right. 48 popular 
files come in a display for pegboard or counter top...48 
effortless sales that bring you a profit of $12.10. Call 
your regular wholesaler now. Order these self-selling 
Nicholson and Black Diamond files. “ Nicholson S=: 


Nicholson File Company, Providence 1, Rhode Island. 
Files - Rotary Burs + Hacksaw and Band Saw Blades 
(Ground Flat Stock + Industrial Hammers. ets Mee cae 


Want more facts? Circle 102, p. 99 
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Acco Counter-Pak Chain Assortment 


Make big profits from small chain by offering cus- 
tomers a selection of sparkling small chain from the 
new acco Counter-Pak Chain Assortment.The No. 45 
Counter-Pak Assortment features four 100-foot reels 
of the most popular chain types—double jack chain, 
steel sash chain, solid brass safety chain and welded 
link chain. Assortment costs you just $23.12 from 
your distributor. But sold at suggested retail prices, 


it nets you a king-size $35.88 profit. « Designed to 
promote fast turn-over, the No. 45 carton opens into 
a compact, self-display unit to put chain reels in full 
view where they do the most good—on the counter! 
Bright red and white carton takes up only a mini- 
mum amount of counter space. Types of chain and 
a place for suggested retail prices are printed on the 
side of the carton. 








SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 








ELWEL MACHINE 


CHAIN — Twist link electric 
welded chain. Also in straight 
link. Extra bright zinc and hot 
galvanized finish. No. 5 to 7/0 
sizes. 50 and 100 ft. cartons. 





SAFETY PLUMBERS’ 
CHAIN— A light fiat chain 
in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 





PROOF COIL 
For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 








TENSO cow TIES 


In a varied range of styles and 
sizes. Bright finish. 





HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 


WELDED LINK CHAIN 


No. 14 welded link chain comes 
in the Counter-Pak Assortment 
or can be bought separately. 
100 feet on a reel. Extra bright 
zinc finish. 


DOG CHAIN 


ACCO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 





—— 
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TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 





For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16 to1% in. 








COTTER PINS 


Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 





ORDER FROM YOUR 
DISTRIBUTOR 


AMERICAN CHAIN ngse 


American Chain Division * American Chain & Cable Company, inc. 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston | 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco man 
*Indicates Warehouse Stocks 


Contact your American 
Chain distributor for com- 
plete information about 
these items or write York, 
Pa., office for free 
Catalogs DH-176B and DH-134 


Want more facts? Circle 103, p. 99 
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Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher | ( ] ] 
EDITORIAL STAFF ustomer Oya ly eee 
Willi A. Phair, edit ) . 4 . 9 
E. L. Barri : se | We often hear businessmen talk about “customer loyalty.” There 
esociate editor | seems to be a belief that this is an important part of the success of 
. any store, wholesale house, or manufacturing firm. 





‘ 4 = ker, odinaien aa | 
~) wr Aaa fom editor | Most of the folks who talk about customer loyalty apparently feel 


Ainent 3. Meneia | that their businesses have this loyalty to a very high degree. 
"Who Makes it" Directory editor 


Paul Woot Tae = 
Washiemtnn Inumbes adtheth tuiid I think we ought to look at this subject very carefully to be certain 


we are not misleading ourselves. Frequently I have the feeling that 
Robert Gunning Associates s 
Readability consultants some of us tend to lean on what we call customer loyalty without 


J. S$. Torr ever stopping to consider exactly what it is or how it helps us. 
Fe thtigy HE Service 


BUSINESS STAFF When you stop to think about customer loyalty, you realize that 


Ed Selleck, escne heeercl ban you can’t really measure it. You can’t put it in the bank. Yet, we 
Mary K. Dickinson, production manager know it is a factor to some degree in most businesses. Whether it 
ann = exists every place we think it does, and whether it is as important 
gone ©. Witeen, 10 Me St. as some folks believe, is something to think about. 


sy York 17, N. : , , : 

& A, Wardley—W. A. Roos It is quite likely that customer loyalty, in the sense that most of 
100 East 42nd St. ‘ . 4 . 9 ‘ 
Telephone: Oxford 7-3400 us have in mind, is not as strong a force today as it was 20, 30 or 


Philadelphia 39, Po. more years ago. 
Chestnut & Séth Sts. 
Telephone: Sherwood 8-2000 


Cleveland 15, Ohio The growth of good roads that makes it possible for people to 
930 8. F. Keith Bldg. | drive long distances to shop, and the increase in chains and mail 


Telephone: Superior 1-2860 order selling, have removed many of the opportunities for building 


Detroit 2, Mich. : customer loyalty. A customer has so many different firms competing 
?wcone 


714 Stephenson Bidg. for his patronage, offering much the same type of merchandise or 
6560 Cass Ave Caliien li at th to 20 : oom 
Telephone: Trinity 41616 service, that it is difficult for him to become attached to any one store. 


Chicago |. Hil. 
William E. Comiskey—James L. Phillips : : » far - . any of 
tan a. Michlome Ane. I think another factor is that so many merchants and other busi 


Telephone: Randolph 6-2166 nessmen try to imitate their competition that we reach a point where 
San Francisco 3, Cal. the customer is unable to detect a difference among them. This fetish 
Frank McKenzie . . . 

1355 Market St. | of conformity has probably done more than anything else to kill 


Telephone: Underhill 1-9737 the old concept of customer loyalty. 
Los Angeles 57, Cal. 

Jackson, 198 S. Alvarado St. 
Telephone: Dunkirk 7.4337 We must also recognize that people are on the move today more 
Atlanta 3, Ga. 


John W. Sese@ston, 32 Peachives St. Ni E than ever before. Many of them don’t stay put long enough to get 


Telephone: Jackson 3-679! attached to any one store. It is calculated that each year there is a 


Dallas 6, Texas turnover of about one-third the customers of the average retail store. 
Harold E. Mott 


Meadows Building 
ooh ote at Milton 


Telephone: Emerson 8-475! | All these changing patterns tend to reduce the amount of customer 
Address enti te: Chated 6 Sh On loyalty that a store ... or a wholesaler . . . can hope to gain. [f 
Philadelphia 39, Pa.; SHerwood 8-2000 this is true, and I think it is, then we should be certain that as 
businessmen we do not deceive ourselves into believing that this 
customer loyalty will pull us through rough spots. We should not 
use it as a crutch. 


Charter Member 


Believe me, it is no cynicism that gives rise to these comments. 
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Editorial 


continued 


Rather, it is the recognition that survival in these times rests in 
the practical realization that the success of a store, or a product, 
depends on what we do today to deserve patronage. 


If we all recognize this fact and direct our efforts to earning 
recognition on the practical basis of the value of our products or 
services, we can avoid the risk of learning too late that there is 
customer loyalty only to the extent that we earn it each day. 


What isa dealer... 


If you were to ask me, “What is a dealer?” I would probably reply 
that he is a businessman. He faces just about the same problems 
that you and I encounter. And, like any businessman, he never quite 
has enough time to do every thing he would like to do. 


This would be my thought. But I’ve noticed an inclination of some 
manufacturers to look upon a dealer as though he was in a category 
all his own, that he was something quite different from other men 
running a business. 


For example, I’ve heard it said that, “Dealers don’t know a good 
deal when they see one.” Or, “Dealers just won’t listen to a new 
idea.”” The implication here is that dealers react differently than 
other businessmen. I don’t think this is true. 


If you substitute the word “businessmen” for ‘dealers’ in the 
two sentences quoted above, you will notice that the statements imply 
that everybody is wrong, but the speaker. This approach is silly, of 
course, but I wonder how many of us are guilty of it every now 
and then. 


When a new product or a new promotion isn’t jumped on imme- 
diately by dealers, it is not because dealers are backward or blind. 
It could be that the promotion or product isn’t particularly good. 


Since dealers are businessmen, they want to make an extra dollar 
profit whenever they can. When they see a deal they know they can 
sell, they will take it up, believe me. If they don’t pick it up, the 
smart thing to do would be to take another long look at the deal being 
offered. It seems to me that the dealer is the best judge of what he 
can push and what he can’t. There are times when he makes a mis- 
take in judgment. But don’t we all, including wholesalers and manu- 
facturers? 


I’ve attended a great many meetings of dealers; I know many of 
them personally. I’ve also had the opportunity to observe businessmen 
in many other fields. It is my own strong conviction that hardware 
store merchants are just like any other group of businessmen. Some 
are very capable, some not so capable. But they succeed in moving 
a great deal of hardware merchandise every year, under some rather 
difficult conditions. Let’s not blame them for everything that goes 
wrong. The fault could be with ourselves. 
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Let’s talk toughne.. 


No ifs, ands, or buts. Samson Cords are far 
and away the toughest cords made. Because, 
we put far more material in the cover — where 
the wear takes place. More expensive for us. 
Not for you. You profit, in extra customer 


satisfaction and business. Why settle for less ? 


Samson Cordage Works « Boston 10, Mass. 


Quality Cordage Since 1888 


Be sure! Order Samson products by brand name! 


PHOENIX AETNA SACHEM TIGER CROCUS BEAVER 
Sash Cord Sash Cord Sash Cord Sash Cord Clothes Line Clothes Line 


Want more facts? Circle 104, p. 99 
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WASHINGTON 


News 


Controversy on taxing cooperatives 
spreads five bills now pending 


The current controversy over taxation of ¢co- 
operatives is spreading. 

Both the Eisenhower administration and 
Democratic congressional leaders favor some new 
tax on co-ops. They’re having trouble agreeing 
how to impose it. 

Five co-op tax bills are pending. 

Many views were expressed in the recent 
hearings before the House Ways and Means 
Committee. Fifty witnesses testified. One wit- 
ness: National Wholesale Hardware Association. 

The administration wants co-ops to either 
redeem all patronage certificates within three 
years, tax patrons on income, or to pay tax 
themselves. 

Congressional leaders would have all certifi- 
cates considered as cash payments and tax 
patrons whether or not the script was ever re- 
deemed. 


outlook 


The split between the administration and con- 
gressional leaders may be resolved by the Ways 
and Means Committee. The committee will go 
into executive session on co-op tax and probably 
write a compromise bill. 


Kefauver committee to investigate 
home building materials prices 


Senate investigators plan an inquiry into the 
alleged high prices of building materials. 

The probe will center on the pricing of glass, 
plumbing fixtures and asbestos. It will be con- 
ducted by the Senate Antitrust and Monopoly 
Subcommittee headed by Sen. Estes Kefauver 
(D., Tenn.). 

Sen. Kefauver claims anti-trust action has 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


not been successful in halting the “continuous 
upward movement” of prices. Relief obtained, 
he contends, has been limited to court injunc- 
tions against price fixing conspiracies. 


outlook 


Sen. Kefauver may try to blame the predicted 
decline in new housing starts on high prices of 
building materials. Chances are no legislation 
will stem from inquiry. But manufacturers and 
the housing industry are bound to suffer from 
bad publicity. 


Congressmen getting back of bill 
for explanation of credit charges 


Congressional backing is strong for legisla- 
tion to require stores to explain credit charges 
in writing to each customer. 

The bill would require dealers selling on 
credit to tell each purchaser the total amount of 
the finance charge and what percentage that is 
of the entire cost or unpaid balance. 

The bill stipulates that charges such as inter- 
est, fees, service charges, discounts, etc., must 
be expressed in terms of simple annual interest. 

Sen. Paul H. Douglas (D., Ill.) principal 
backer of the bill, claims it will assist economic 
stabilization. He says disclosure of finance 
charges will cut down excessive use of credit. 

Businessmen say the government is stepping 
into cost control through the back door. 


outlook 


In an election year, a bill which can be ballyhooed 
as good for the consumer can be steamrolled 
through Congress easily. The Senate Banking 
Committee is to hold hearings on the bill March 
15. 





With this fresh-water pump 


SUA RS 
SPLASH 


en 


WHEN YOU TURN ON THE SECOND TAP 


Goulds Balanced-Flow automatically 
adjusts capacity to varying needs 


It’s small. It’s compact. But don’t 
let size fool you... 


Here is more pump per square 
inch than any other you could sell! 


Goulds Balanced-F low is the per- 
fect “all-around” pump for your 
business. Easy to stock. Even easier 
to sell—suggested retail price is just 
$97.50. Loaded with features... 


Such as the self-adjusting feature 
you see demonstrated above. Turn 
on one faucet—get a smooth and 
steady stream. Turn on additional 
faucets simultaneously—still a 
steady stream! No shock, vibration 
or pounding. The more water you 
call for, the more this pump provides 
—automatically—up to 525 GHP! 


Plus . . . the Balanced-F low is tank- 
less—no storage tank is necessary! 


The Balanced-Flow delivers spar- 
kling, fresh water direct from the 
well every time! 

Plus .. . the Balanced-Flow’s self- 
priming feature—once it’s primed, 
forget it! Gas or air in the water 
won't air-bind it. Even if the water 
level drops below the suction pipe, 
all you have to do is re-submerge it, 
not re-prime the pump. Ideal for 
looped suction lines. 


Plus .. . the time-tested corrosion- 
resistant finish—all parts are pro- 
tected against rust and corrosion, to 
eliminate “red water.” 

What other water system—at any 
size or price—can match it, feature 
for feature? 

Send for all the details on the 
Goulds Balanced-Flow. Write for 
Section I of the Goulds Dealer Cata- 
log to Goulds Pumps, Inc., Dept. 
HA-20, Seneca Falls, N. Y. 


GOULDS © PUMPS 


Want more facts? Circle 105, p. 99 





Give this dramatic demonstration 

right in your store! 
This demonstration stand—for use 
right in your store—invites shoppers 
to see for themselves how the Bal- 
anced-Flow automatically adjusts ca- 
pacity, as shown above. it actually 
does the selling for you—you just 
take in the money! 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


1959: a good year for sales... 


Retail store sales in 1959-hit the record $215.6 billion mark, ac- 
cording to a government report. Retail hardware stores, although 
no record was set, increased their sales too. Total sales for hard- 
ware stores in 1959 were $2,751 million. This was 4 percent higher 
than in 1958, making it the third highest sales year. The best 
recent year was 1956, when sales were $2,893 million. Each month 
of 1959, except November, showed gains over the like months of 
1958. November sales dropped 3 percent. 


A good year for wholesalers too... 


Wholesalers sold more merchandise in 1959. Sales for all whole- 
salers totaled $128.5 billion, 11 percent above sales in 1958, re- 
ports the Commerce Dept. Hardware wholesalers followed the up- 
ward trend with a 9 percent rise in sales. Their sales totaled 
$2,386 million, as compared with $2,192 million in 1958. December 
sales for hardware wholesalers were $190 million, 2 percent above 
sales in December 1958. 


Inventories back to normal... 


Inventories depleted by the steel strike last year are almost back 
to normal. The Dept. of Commerce reports the book value of man- 
ufacturing and trade inventories at the end of December were 
$8814 billion. That’s a 5 percent gain on year-end 1958. Most of the 
increase occurred in manufacturing, where producers of durable 
goods reported a $700 million rise. Wholesalers reported a gain 
of about $100 million, also reflecting the larger supply of durable 
goods. Retailers’ inventories showed no change. 


FTC probes ‘‘push money"... 


The Federal Trade Commission is looking into a lot of sales pro- 
motion plans. One area being checked is “push money,” a bonus 
paid for pushing an item or line. FTC lawyers believe that as long 
as customers are unaware that a retailer is being paid push money 
to promote a specific product, there is a deception which is banned 
by the FTC. Buyers can also get into trouble with the FTC. A sec- 
tion of the Robinson-Patman Act states it is unlawful for a buyer, 
knowingly to induce or receive a discrimination in price. 


... turn to page 129 for more news of How’s the Hardware Business. 
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Products 
Famous For Quality and Performance 


I Pobatelahwalot-en (clavdcla @Rolae-\ilislelaba-te PINCOR Service Stations 


*& NEW COMPLETE LINE 
* NEW FEATURES 
* NEW LOW PRICES 


The new line of Pincor Mowers is the 
most complete and with the newest 
eatures: New more powerful Pincor 
Engines; New fingertip cutting height 
adjustments; New stop and go handle 
control. Prices are the lowest, profits 
for you are the highest. 

Other Pincor Products, portable 


electric power tools, gasoline engines, 
and electric generator plants are also 
quality and performance proved 
through years of service—and profit 
making too! 

Write, wire or phone for the New 
Pincor Plan for increased sales and 
more profits from them. 








MODEL 817-E 
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Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines « Electric Generating Plants 
Want more facts? Circle 106, p. 99 
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A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Watch your advertising. You're dealing with a hyper-sensitive 
public, angered by the hullabaloo over advertising deception, 
payola, etc. The slightest off-color in your promotions could 
bring down the wrath of your customers on your head. Don't over- 
rate or over-sell products. Don't advertise unless you have ample 
Stocks. Don't use comparison prices excepting those which are 


actual for your store. The public has become cynical of extra- 
ordinary claims. 























Another wholesaler backs dealer credit paper. Gamble-Skogmo, Inc., Minne- 
‘apolis, has organized Gamble-Skogmo Acceptance Corp. to handle consumer 
instalment receivables. Gamble's plan makes instalment buying available as 
a selling tool for some 1900 franchised dealers in 19 states. Several 
other wholesalers have similar financing arrangements, and it would 
appear that such plans are gaining momentum. It's probable that more 
dealers would promote credit sales if more wholesalers did the financing. 
About half of Gamble's 1959 retail sales were made via time payments. 

This figure is expected to increase. 























Cheap mowers can boomerang. Department stores, always a target for 
heavy returns by customers who abuse merchandise, are finding 
little or no profit in cheap power mowers. They have to sell them 
at $5 to $10 over cost to be competitive in their own ranks. Be- 
Sides the natural weaknesses in cheap mowers, still further re- 
turns pile up because the mowers can't take the abuses of careless 
handling. The result? A store may sell 100 mowers from an ad, only 
to have up to half of them come back in less than 6 months. Some 
Eastern department stores about to give up on mower merchandising. 

















Quality makes a comeback. During many recent dealer shows, exhibitors 
have sensed a swing to higher priced, better quality lines. This appears 
to apply across the board, from hand tools to power mowers. Whether deal- 
ers are fed up with shoddy imports and competitively cheapened domestic 
goods is not known. This is certain, customers have the money to buy 
better quality. Dealers find it easier to upgrade a sale when they have 
several different qualities in a line. Promotion numbers are still wanted, 
but dealers like to have the better numbers right alongside to show cus- 
tomers the difference in quality. 
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More Sales-Power 


for You from 


a 
by \? 
4ae a$$" 


Southern Screw! “NRHA APPROVED INFORMATIVE 


COLOR CODED LABEL” 


Now, the familiar NRHA insignia adds impact to the popularity and sales-power of Southern 
Screws. The approval of Southern’s EZ to Ce label means that Southern’s color-coded label 
system meets the recommendations of the Association. 


Another big plus in sales-power is Southern’s handsome new stand-out package which makes 
product identification easier and quicker than ever before — for you and your customers!... 
With NRHA’s label approval, and with Southern’s handsome new package, better standardize 
your entire screw line for profit. Put Southern Screws in your want book now! 


Stock ’em today — sell ’em by the box tomorrow — for faster turnover, quicker profits, and 
more satisfied customers who know and demand Southern quality screws! 


Sold Through Leading Wholesale Distributors in Your Area 


Wood Screws * Stove Bolts * Machine Screws & Nuts * Carriage 
Bolts *« Sheet Metal Screws * Wood Drive Screws « Dowel Screws 
SCREW COMPANY 


Warehouses: New York * Chicago * Los Angeles * Dallas STATESVILLE + WORTH CAROLINA 


Want more facts? Circle 107, p. 99 
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Start cooking bigger profits, boost your 
sales with the support of network TV... 
heaviest-in-history national magazine ad- 
vertising . . . an unsurpassed assortment 
of direct selling tools, merchandising and 
promotion .. . all focused on the symbol 
of things new and good: the famous red, 
blue and white ALCOA LABEL! Start 
now by reading about all the things 

icoa has in store to help you sell... 
and then send for your personal copy 
of the Alcoa 1960 Market-Maker Plan- 
ning Guide. 


SELL WITH NETWORK TV—Take a 
look at the network television programs 
Alcoa has scheduled to push aluminum 
cookware sales soaring! On Alcoa Thea- 
tre, every other week, millions of viewers 
will see and hear aluminum commercials 

. will be entertained and sold at the 
same time. On Alcoa Presents, each week, 
more millions of TV fans will be exposed 
to and influenced by other hard-hitting, 
selling commercials. 
Each of these popular 
programs has gained 
the attention and re- 
spect of customers all 
over America, cus- 
tomers who will come 
into your store to buy 
the Alcoa-labeled products they see on 
TV. Be sure you're ready for them by 
scheduling your own promotions, in- 








stalling in-store displays, window ban- 
ners and counter cards. 


SELL WITH NATIONAL MAGAZINE 

ADVERTISING—Take a look at the 

leading consumer magazines scheduled 

to tell and sell your customers the extra 

values found in every Alcoa® Aluminum 

cookware product! BRIDE’S MAGA- 

ZINE—where homemakers-to-be and 

their friends and relatives look to find 

new and exciting gifts for the bride. 

SEVENTEEN—the magazine that helps 

. gals with an eye to the 

future prepare for the 

future by urging them 

to buy quality cook- 

ware, made with Alcoa 

Aluminum. THE SAT- 

URDAY EVENING 

POST — outstanding 

consumer magazine with the “influen- 

tial” readers who not only read the 

advertisements, but tell their friends, 

too! A total of more than two million 

prospective customers will see attractive, 

full-color, two-page spreads. Reprints of 

these advertisements for your use are 
included in your Planning Guide. 


SELL WITH THE FAMOUS ALCOA 
LABEL—Remember the label your cus- 
tomers know and respect as a symbol of 
quality cookware products: the famous 
Alcoa label! This bright red, blue and 


white label is their guide to all that’s 
good in aluminum. Be sure every alu- 
minum cookware product you stock car- 
ries this label . . . and, if it doesn’t, ask 
your supplier “why not?” 


START NOW ... let your Alcoa 1960 
Market-Maker Planning Guide help 
MAKE BIGGER PROFITS FROM 
ALUMINUM COOKWARE—Climb 
to new profit heights! Here’s a promo- 
tion guide—completely filled with retail- 
proven sales and promotional tools: pro- 
motion suggestions . . . publicity ideas 

. selling features of the products them- 
selves that will really help your sales 
force go! Here’s a package that will help 
you earn bigger profits from aluminum 
cookware than ever before! 


Order your FREE copy of the Alcoa 
1960 Market-Maker Planning Guide to- 
day . . . and be ready to use the wealth 
of exciting material it contains—a new 

approach to cookware 
retailing. And remem- 
ber: the Market- 
Maker promotion is 
backed by one of the 
most famous symbols 
in America—the Alcoa 
label, consumers’ 
guide to the best in aluminum cookware. 
Order your Planning Guide right now 
with the handy coupon below. 


| MARKET-MAKER PROMOTIONS! 
Aaa 


ALU AAINU AA 
MILL PRODUCTS | 





Aluminum Company of America 
1626-P Alcoa Building, Pittsburgh 19, Pa. 


A|UMINUMS 


EVEN BETTER FOR 


EveN COOKING 





Please send me a copy of the brand-new, exciting Alcoa 1960 Market- 
Maker Planning Guide . . . so I can use it to help sell aluminum 
cookware in my store. 








Your Guide to the Best 


in Aluminum Value 
Store Name 


Address 


City__ ee 


Ordered by Title 
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Rugged arm with flashing light locks into 
horizontal position to serve as a Carrying 
handle. Arm can easily be moved upright 
independent of the adjustable head. In 
upright position, flashing red head is 
1514” high. 

ASTROlite can be used with any twin- 
pack 6-Volt battery. 


Delta POWERIite 
World famous 6-Volt electric 
lantern. Shoots 800-foot spot- 
light from side reflector—wide- 
spread floodlight from top. 
Made to last! 

Model A1530 
A1548,withflashingtop 6.19 


VOTO STITT TOTSTTNZ 
= STYLE SETTERS 
> OF THE INDUSTRY 
FOR NEARLY 


HALF A CENTURY 


} At ' UU 10) 
a6 - as 


9000000000000 


AY 








Delta ASTROlite’ 


SPACE-AGE STYLING 


Styled for the space age! Quality built to take hard knocks! The 
advanced style and solid Delta quality .. . plus the reasonable price 
... contribute to the appeal that belongs only to the ASTROlite. 
This newest Delta electric lantern features adjustable head with 
smart visor, Sealed Beam spotlite that shoots a piercing 800-ft. 
beam, red Fresnel-type lens that makes flashing light visible for a mile, 
dual finger-tip switch with signaling facility that operates lights inde- 
pendently or together, deluxe all-chrome finish on heavy gauge steel. 


The ASTROlite will “sell itself’ if displayed in a prominent lo- 
cation. Send your order in early. 
Model A3000 with Sealed Beam unit 


Delta POWER-KING fi - Delta POWERTOP 

A 12-Volt powerhouse. Shoots Lim, Compact all-purpose 6-Volt 
a brilliant far reaching beam. ies lantern. Bright 800-foot spot 
Adjustable head. Unbreakable ’ beam. Head swivels 180°. Tog- 
lens. Space for 2 spare bulbs. ee es = gle type switch has Morse Code 
Uses 2 standard 6-Volt lantern oust signaling facility. 

batteries. Model A2505 

Model A2250 / A2548, with red flasher 6.25 


MADE In, 
Prices are list and do not include batteries. + “4 WE SERVICE WHAT WE SELL 


WA Y 


DELTA ELECTRIC COMPANY @ 207 West 33rd Street e MARION, INDIANA 
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in Shears,too, 
the basic line 


has the 
hot ones 


Now... you can please 
every customer with a 
garden shear line that is 
100% True Temper in sales 


appeal, value and quality. 





NEW for 1960 =— pure and simple perfection in a pruner 


The ROCKET— finest pruner ever made for ing position, flared cushion grips and gleaming 
cutting power, comfort, speed. Easy-to-sell good looks. Smart new plastic bubble pack 
features include head curved in natural prun- makes for easier display and faster selling. 














$3.25" 





A ' 
\ \ TRUE TEMPER 
+ ROCKET PRUNER 
& No. A35 


, i | 





One squeeze and the customer sells himself 


You can watch their faces light up when they “Floating” blade action cuts grass with less 
test the amazing action of these great grass effort than any other shear. Special feature: 
shears. A light squeeze cuts crisply, powerfully. blades lock closed with a twist of the wrist. 








TRUE TEMPER 


GRASS SHEAR 









No. 22 


23.25" 


When they ask for hedge shears — here’s the one they mean 


This all-time best seller performs for you steel blades are shock tested; lower blade 
because it performs for your customers. serrated with limb notch. “Dynamic” hinge 
Hardened, tempered and polished forged- nut and bolt adjust easily, won't loosen. 


* Suggested Retail 











TRUE TEMPER 


“DYNAMIC” HEDGE SHEAR 


No. TD 


$4.95° 


And in loppers=<—the one they need at the price they want 


It's the perfect home and garden lopper: 
low in price but large in size, and ruggedly 
built to give extra-long service. Hardened- 









TRUE TEMPER 


LOPPING SHEAR 


No. 122 


$4.25° 


steel blade and hook are precision ground 
for crisp, clean cutting. “Dynamic” hinge nut 
and bolt are easy to adjust for exact tension. 


* Suggested Retail 





gar 


DE 






No. S1€ 
FREE « 


Attractive 
sales. No. 


6 ea. 
6 ea. 
6 ea. 
Displa 
All packe 
shown are 


Order fro} 
1623 Eue 








66 





Low-priced 


H t re S | . squeeze-type 
“Dynamic” "Flint Edge’ Smaller Unique 


| best popular size blades, slicing 
, action 
TO) ck selier price low-priced 

















LOPPING 


best sellers ~ iri & 
trom | 


PRUNING 








A35 











D150 " Let” — ' , 
Rocket | 103 
All-purpose newest and | 
anvil-type finest Home and 
garden 



























blower 


(omer National advertising backs you up 


Powerful True Temper ads in famous national magazines 





( sordcning | 


will reach over half the families in your neighborhood through- 
out your peak selling season. This advertising builds even 
higher acceptance for the True Temper tools you stock, 
makes your selling job easier. Customers are quick to 
accept well-advertised merchandise. 






o. S18-1 merchandiser... 
XEE display stand with 18 shears 


a laut TemPer 


GARDEN SHEARS 






tractive stand hangs or sits any place in store for quick 
es. No. $18-1—includes these items: 


6 ea. No. TD Hedge Shears ........ $4.95 ea. 
6 ea. No. 22 Grass Shears ....... 3.25 ea. 
6 ea. No. A35 ‘Rocket’ Pruners .... 3.25 ea. 
ey CD od ss oe ee le cae eo 8 FREE 


| packed in one carton. Stand is pre-assembled. Prices 
own are suggested retail each, and include full markup. 
der from your True Temper wholesaler. True Temper, 
23 Euclid Avenue, Cleveland 15, Ohio. 


IRUE IEMPER 








your basic line...your money line 


Litho U.S.A. 





a, 28 
ees ween 


eet. Gurren 











(or rich) 


Dealer's Guide to B.F.Goodrich 
garden hose for 1960 


Here is the 1960 line of B.F.Goodrich garden Ask your distributor salesman how, with only 
hose. Use this guide to order your stock from a modest inventory, you can serve all of your 
your B.F.Goodrich distributor now. garden hose customers. For name of your distrib- 

B.F.Goodrich garden hose will be featured —_utor and free 8-page booklet giving complete 
in the NRHA’s Hardware Week promotion in _ specifications iad describing free promotional 
April. There are many other sales aids to help _— materials available to you, write B.F. Goodrich 
you sell more hose. Industrial Products Co., Akron 18, Ohio. 


PROFESSIONAL 


a 


Consumer price Consumer price ‘Quin iste 


— 


gr = se price Consumer price "eae price 


Ridbber 


GARDEN CLUB $675 GARDEN po $ 495 GARDEN CLUB $995 eee CLUB ” $69 


ieee F750 Mee $9395 | Se S795 (ONL ouase 1995 


Consumer price Consumer price Consumer price anew price 


B.EGoodrich garden hose 
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’4"’ Drill with Geared Chuck, 
Muiti-Ball Thrust Bearing. 2.9 
Amps. (Model SD- 2500) 


7’ Saw-with Auto- 
matic Safety Clutch. 
7.0 amps. (Model 
$C-7100) 


$3898 


Oscillating Sander 
with 25 Square Inches 
of Sanding Surface, 





4” Drill with Geared 
Chuck, 30% more Work- 
ing Torque. (Model 740- 
CG) 


Patented Locking 
Rollers, 9 Abrasive 
Sheets & Polishing 
Bonnet. (Model K- 
280-C) 
$ 12” Reversible Drill 
2498 with Ball Thrust Bear- 
. ing. 6.0 amps. (Model 
520 


\ 539% 


= 
a 


ee - 


(+ SHOPMATE 





Jig Saw with Jig-Lite, Blower, Rip 
and Circle Guide, Bevel Adjustment, 
Roller Bearings, 3 Blades. 2.5 amps. 
(Model 2100B 


$99 98 


Jig Saw with Chip Blower, Rip 
and Circle Guide, Bevel Adijust- 
ment, 3 Blades. 2.1 amps. (Model 
$J-581) 


Power Trimmer with 13°’ 
Swedish Blue Steel Cutter 
Bar, 3 way handle, free 
mounting bracket. (Model 
1360B) ; 
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THE COMPLETE LINE 


that outsells all others: 


feature for feature, 
dollar for dollar... 
no other line compares! 


What makes a line of power tools great is the way it sells 
at the store level year after year!  PPULAR 
That’s why SHOPMATE has become the greatest line testes 
of power tools for you to handle... because it outsells 
all others! 
The reason...simply that feature for feature, dollar 
for dollar, there just isn’t another line that compares to 
SHOPMATE’S COMPLETE LINE! 
Take the famous Shopmate Jig Saw for example. Where 
else can you find a perfectly designed quality jig saw with 
its own light, chip blower, 45° bevel adjustments, rip and gp erent pep ten pone ny 
circle guide and many other outstanding features, to retail Sed covers in two colors ond full pages in 
at just $29.98? Popular Science and Popular Mechanics 
Any way you look at it... any tool you care to in- plus powerful ads throughout the year in 


: Life, Saturday Evening Post and other po- 
vestigate... you'll find that you'll make more money tent magazines are pre-selling your cus- 


selling the COMPLETE SHOPMATE QUALITY LINE! a the COMPLETE SHOPMATE 


7” Saw (Model SC- 


— —— | 2-Speed 12" Drill 
A ig $49.98 ~ ‘ ! | a mit ae SD-122) 
ek anenat | és 36.98 Le = 


" ', } ‘ai , 4 § \ 
| ¥ : ‘* Power Trimmer 


39’ Drill (Model 33’ Drill (Model (Model 1301-B) 
SD- 238) $26.98 748 CG) $24.98 $29.98 


anh eacseea YN] Mees tite) mm (eo) sau 


$34.98 FOR COMPLETE INFORMATION INCLUDING PRICES! 


mail to: George Weatherby, Sales 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street ©* Chicago 20, IMinois 


[] The Complete Shopmate line 
[) $D-2500 %4" Drill $D-238 3%” Drill 
-7100 7” Saw 748-C 3%" Drill 
[} SC-700M 7” Saw 
[) 1301-8 mer 
|} UP-25 Radial Arm Saw 
(not illustrated) 
= yey a te y Tools 
- mmer not illustrat 
AMERICA’S FASTEST -  2-speed Drill OC) $C-600 6” Saw 
Ss E L L j N G P re) iv] iJ R ~ - 2-speed Drill (not illustrated) 


ife)e) 5) 








PORTABLE ELECTRIC TOOLS, INC. 


320 W. 83RD STREET, CHICAGO 20, ILLINOIS 
CANADA: 452 BIRCHMOUNT RD., TORONTO, 13, ONT. 
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2am JIG, COPING and 
wappare Bs: 





A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you'll have what your customers want. 
No. 50 Merchandiser contains 
5 packets each of the following 


ois | coving | toon |  "G. W. GRIFFIN COMPANY 
esos. | copne | rn | ow | et | cos | 7 | [ior oot io a 
_ 105 Duane Street, New York 8, N.Y. 
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how you can 
get your share ‘5% 
of the 1960 @ a 


housing 


boom... ¢ 
J 


ee 


J? 


gq 


». 
, is 


o 


before they even break ground! 


1,300,000 housing starts in 1960...every economic factor 
points to it. A lot of building materials and hardware 
business for you. And a big year for anyone selling the 
transits and levels a builder must use before he can turn 
over an inch of earth! 

Last year, thousands of building supply and hardware 
dealers capitalized on the housing boom by displaying 
Berger transits and levels. And they wrote extra sales 
with regular customers — builders, contractors, land- 
scapers — who came in for other tools and supplies. You 
can do the same this year. 

Berger instruments are so easy to sell! No technical 
knowledge is required. Your customers know them to be 
quality products — know how to use them... have seen 
them advertised month-after-month in their national 


MAIL COUPON FOR DETAILS 
—_ 


[ ] Model 200—SPEED-A- 
LINER Builders’ 
Transit-Level with 
tripod and case $112.50 


[] Model 320-"MASTER 
BUILDER Convertible 
Transit-Level with 
tripod and case $229.50 


C. L. BERGER & SONS, INC., 55 WILLIAMS STREET, BOSTON 19, MASS. 











Totatetahetateh latent 


[_] Model 143—Service 
Transit-Level with 
triped and case $99.95 


trade magazines. Every one is a “big ticket”—yet takes 
no longer to sell than many “penny profit” items. And 
they net the greatest dollar return per square foot of 
shelf and display space. 

Put a few on your counter and see how fast they move. 
Why not write today for information and dealer dis- 
counts. You'll like doing business with Berger — people 
have for 90 years. 


Te west ini) 
BERGER 


Engineering and Surveying instruments... Since 1871 


i 
i 
I 
' 
i 
! 
i 
i 
ol 


[_] Model 110—Service 
Dumpy Level with 
tripod and case $59.95 


(_) Medel 130—Dupiex 
Tilting Level with 
tripod and case $79.95 








PRICES RETAIL F.0.8. FACTORY 


Address 
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Hardware Week Special 


WOS-6-C Set 
Includes 6 heavy duty 
open end wrenches 


Ne - ¥e-%e- Y2-Vo-'%2 
Ve = Vig- Hy -'He- 7%e"’ 


6-piece set No. WOS-6-C 


Hje"’ to 7/,'' 


BRAND NEW! 


Made by Vichek especially for Hardware 
Week, the new WOS-6-C open end wrench 
set consists of 6 heavy-duty wrenches of the 
most popular sizes... V6” to %”. It's the 
biggest wrench value of the year... a sure 
best seller. 


COMPARE THESE FEATURES! 


® Drop forged of high quality select steel 
® Heat treated 

® Precision-milled openings 

® Maximum torque bar design 

® Bright plated finish, red holder 

® Fully guaranteed 


Important: these are heavy-duty wrenches 
that will win the approval of the hobbyist, 
handyman or most skilled craftsman. Sizes 
are plainly stamped on bar. 


This set can be easily incorporated into 
Vichek NRHA-approved displays. Ask for 
full data ... also, facts about the 152 Vichek 
tools listed in the NRHA Turnover Handbook. 





SPECIAL NEW PRICE! 


In offering the NEW WOS-6-C Set, Vichek 
recommends a genuine “Gold Key” true 
value price. This is bound to attract customer 
interest. On display, wrenches will sell them- 
selves! 


SPECIAL S 49 


HARDWARE WEEK 


We challenge you to compare at $2.98 
_.. Or more! 








Weight, per set, 1 Ib., 9 oz. Packed 3 sets 
to shelf carton. 50 shelf cartons to shipping 





Viehek Tool Co. cteveitand 4, Ohio 
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™ the only~ machine of its kind 
= in the whole, cockeyed, 
| do-it-yourself world! 





a =>..and all it takes is 1 6” 0 on , your counter! 
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UNIMAT 


Cash in on the one-and-only UNIMAT, the amaz- 
ing machine shop-in-miniature that operates 
TEN different tools off a single base! If you 
handle any power equipment heftier than a 
quarter-inch drill, YoU CAN SELL UNIMAT! Every- 
body’s a likely customer: the basement crafts- 
man, the local jeweler, the handy Andy who 
runs the TV & Appliance repair shop — all of 
them can use UNIMAT. Thousands of hobbyists 
the world over, and hundreds of companies, 
hospitals and government agencies are work- 
ing successfully with UNIMAT now. It can just as 
easily prove to be a solid profit-builder for you! 


WRITE FOR ILLUSTRATED LITERATURE AND PRICE LIST 


AMERICAN EDELSTAAL, INC. 
DEPT. PB, 350 BROADWAY, NEW YORK 13, N. Y. 


NATIONALLY ADVERTISED 


"$199 


(including a healthy mark-up for you) 
An engineering triumph in 16”, 
UNIMAT is a jewel of a tool that will 
perform every conceivable machin- 
ing operation with amazing preci- 
sion — tolerances to .0005” when 
turning between centers! It con- 
verts in seconds to any of 10 differ- 
ent machines — from lathe to 
vertical miller . . . indexer/divider 

.. drill press .. . jig saw... polisher/ 
grinder . . . tool and surface grind- 
ing machine... threader... circular 
saw ...and portable drill! 


PRICE includes basic lathe unit, 
motor and components for conver- 
sion to drill press, tool and surface 
grinding machine, vertical milling 


machine, and polisher/grinder. A\ ©, 


complete range of low-cost attach- 
ments and accesories is available. 





wae 


John 


UL LIC Ile 


| Jolmson — 


design stays a 
full year ahead 


of the field! 


Johnson is famous for 
“FIRSTS’’. First with ad- 
vanced ‘ ‘American type 
— to combi 
irect drive retrieve and spin- 
apriy.m pont cap first to 


odern etics to 
field. 


reel 


Johnson ads 


work for you! 
JEN 


IN-JUNN 
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- Jolmson — 
quality backs 


you up on 


every sale! 


Built better, sim 

When you sell Ml Jo valley, so 
you know quality control 
works for you. Rugged con- 
struction, —, capacity, 
compact design plus the 
fairest service policy in the 
industry. 


“6 ceca, ote RE oe 


Centennial 


Johnson 
advertising 
sells for you 


at every level! 

Trade and consumer print ad- 

vertising, movies, » point- 
of-sale, and display .. . you 
name it, Johnson has it work- 
ing for you. Item-for-item the 
biggest ad program in the 
tackle world is Johnson 
a across your counter. 


ero “i a ul 
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DRAPER-MAYNARD SPORTS EQUIPMENT 


‘ee 
s,s 
< bie. “Mee 
. 
s 


Just like “too many cooks spoil the broth” — the more sporting goods lines 
you have, the more headaches! More costs, too! You save when you stock and 
sell the one complete line of sports equipment your customers know... 
Draper-Maynard and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper work. In their 
place you get a complete line, with quality assured, quick delivery, faster 
turnover and higher profits. Get the full story. Write today for complete in- 
formation, catalogs, and name of your nearest Draper-Maynard wholesaler. 


wine DRAPER-MAYNARD SPORTS EQUIPMENT 


a division of. The MacGregor Co. 
(he Lathy Dog kira’ 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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NE a NATIONSL 
U.S, STEEL | ADVERTISI G 


SPRING TIOMGOE 7 Speal . 7 Nahe F 
PROMOTION fat teat Soke 

—L Me Gardens Celis 
- Will help you boost t. U.S. Steel Hour 


5 
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ee 
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Commercials 


HOME + March 3, April 6 
MODERNIZATION * ie I Love Lucy 


TV Commercials 








BUSINE . L “7 3, <y 8, 


Colorful 
Consumer Booklet 
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7 am MILLIONS 
: c. of 
Egat = CUSTOMERS 
MERCHANDISING will READ 
KIT and HEAR 


TO INCREASE YOUR SALES, WE’LL 
about home 


FURNISH YOU WITH A FREE 

COMPLETE MERCHANDISING KIT. modernisation with steel. 
They'll be urged to visit 

your store for all their 

home improvement 

needs. To tie in and gain 

the extra profits, fill 

out and mail the handy 

coupon below. Do it today! 


IT WILL INCLUDE: 


e Large colorful mobile 

e Window banner 

e Wall banners 

e Steelmark tags and stickers 


e Helpful booklet on how to sell 
products made of steel 


e Plan book 


TU 


Se eatnetieetl 


- Room No. 6050 
_ 525 William Penn Place 
sw > Pittsburgh 30, Pa. 


Bi Ty a —peenremea =—_ ‘ v : : 
° pes, \ 7 £ # HAL A A 7 ’ United States Steel Corporation 


Please send me the free Home Modernization Product 
Merchandising Kit. 


Store 


Address 





__ Zone State_ 
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GARDEN (including HOUSE & GARDEN’S BOOK OF 
BUILDING) —three of America’s top magazines, and Church 
ads appear this year in over 37 million copies of them! 
This kind of advertising support is another reason why three 





...they buy |\Church] seats! 








times as many people know the Church brand as all the 
other brands combined. Cash in on your share of this na- 
tional advertising support — and the fame of the Church 
brand name. Stock Church seats — available in a wide range 
of styles, color and price through your hardware wholesaler. 


Church] ‘the best seat in the house...” 








A Standard and Standard « are trademarks of 
American Radiator & Standard Sanitary Corporation. 


cS AMERICAN -Standard 
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Ti U leingham Co CLEVELAND 1, OHIO 


Corpus, Christi Hardware,@€o, Waa 
MILLER BROTHERS HARDWARE Co. Ze BOSTWICK-BRAUN Conlitey 


RICHMOND, IND. TOLEDO 1. OHIO 


Van Came Haroware & Iron Company Woodward Wight & 70, 


INCORPORATED 


MOORE- HANDLEY BirmincHam 2.ALA. * Seeeven FoR. yOu Sea TAS Pear ee 








Mr. Dealer: Ames, as hardware people since 1774, knows your problems. With this 
understanding of your business in mind we have designed a quality line for hardware, 
housewares dealers. Ames is your line. Even more proof of this is that the above qual- 
W ity distributors, with over 600 years of combined service to the hardware, housewores : CASUAL FURNITURE 
dealer, have recently joined “the big switch” to AMES. : METAL HOUSEWARES 


Since 
AMES : GARDEN TOOLS 


: SHOVELS 
1774 
O. AMES CoO. PARKERSBURG, WEST VIRGINIA 
Want more facts? Circle 121, p. 99 
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from derricks to doll buggies... 


Sheffield has the right bolts 


Sheffield bolts are vital parts of thousands of store is assured the reputation of “‘bolt head- 
manufactured products. They range from quarters.”” Get in touch with your Sheffield 
automobiles to zipper-making machines. From distributor, who will help you plan a money- 
oil field rigs to toys for tots. The list is next making bolt department. 

to endless. 


In all their many applications, one thing is 
uniformly true of every Sheffield bolt: it’s the 
best that modern metallurgy, engineering 
minds and advanced machinery can produce. SH ERE. a LO 
It’s Sheffield-made and quality-controlled — 
from furnace to finished bolt. Vi 


With Sheffield bolts, your customer is as- 
sured top-level precision, ease of installation 
and holding power. And when you stock a 


widely varied line of Sheffield bolts, your BOLT PRODUCTS 








SHEFFIELD DIVISION 





ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation « Union Wire Rope Corporation + Southwest Steel Products 
Want more facts? Circle 122, p. 99 
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Now from General Electric... 


new sales-maker 


i ae for G-E surface 
Zé SURFACE EXTENSION WIRING 


og oes extension wiring 
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You get a compact “department” of pop- 
ular G-E Surface Extension Wiring mate- 
rials in this new merchandising package. 
Here is everything your customer needs 
to add new electric outlets—anywhere in 
his home. 

Each item is individually and attrac- 
tively packaged for self-selection buying 
... with complete instructions. The cable 
is pre-cut, conveniently stripped, and 
neatly banded in handy, use-tested 
lengths of 2 and 6 feet. For longer runs, 
bulk cable is offered in 20 foot coils. 

Boost your sales with this profitable 
new surface wiring package! All of your 
customers need more electric outlets, and 
versatile G-E Surface Extension Wiring 
offers a fast, easy, economical way to get 
them. General Electric Company, Wiring 
Device Department, Providence 7, R. I. 





GE7550-7 Merchandiser Package 
with FREE display rack 


item Quantity 
Attachment Piug 10 
Single Outlet 20 
Double Outlet 10 
6 ft. cable 10 
2 ft. cable 20 
20 ft. cable 2 


Metal Merchandiser: 16” wide x 22” 
deep x 25” high (with sign) 


All devices feature Generali Electric’s new 
pressure-type terminals for speedier con- 
nections and disconnections ...no binding 
screws. 











Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


Want more facts? Circle 123, p. 99 
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with BEAR the quality’s there 


...and good merchandising moves it! 


C-52: NEW. 34" x 150". 
C-43: '/>'' x 200". Displays 12 plastic hand dispensers 


Display takes only '/3 sq. ft. of 
in 3 each of 4 colors — red, green, blue and grey. 


counter space, 
C-46: | >''x 400'. Remember: plastic dispensers have 
no rough edges to cut fingers or tear clothes. C-55: 34,'' x 300"'. Carton is 8!/2"' wide and only 


C-37: Streamlined 
hand dispensers with '/2. x 800 
BEAR tape. Colorful carton 
of 12, containing 4 colors — red 
green, blue and grey. 
Smooth plastic. 
ee 
C-41: Handy |5¢-suggested-retai!l size. '/2'' x 100 
Maximum sale in minimum Space. Carton holds 


12 dispensers. 


C-32: Contains 12 rolls Ca. 
No. 300 BEAR cellophane tape <..... 


in popular '/2'' x 800" size 
to fit most hand > 
dispensers. "9 Ce ns 


D-35: Executive Dispenser 


k 


a 


> os Beautifully designed, metal 
ee 


weighted for desk use. In 3 colors 


grey, blue spruce or red. Takes 


/>"' by 800" or 1296" roll 


Quality . . . proved second to none. Packaging . . . 
smartly-designed, best in the field. Bright dispenser colors. 
Eye-catching displays. And the right price. That’s why 
BEAR Brand Cellophane Tape moves fast. Day in, day out. 


ve 
BEHR-MANNING CO. reov, new vorx <u 


A DIVISION OF NORTON COMPANY (QHORTOND 


BEHR-MANNING PRODUCTS: Coated Abrasives « Sharpening Stones « Pressure-Sensitive Tapes « Floor Maintenance Products 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools «+ Refractories +  Electro-Chemicals 


Want more facts? Circle 124, p. 99 
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Narrow Webbed Group 


Attractive grouping in 1%" mylar webbing with silver thread. 
Chair has unique “‘short-fold” feature that reduces the chair to 
Y the space of any large chair. Chaise adjusts from straight to 
perfectly fiat with finger tip concealed Comfort-Selector that 
adjusts to any one of 5 positions. 





Turquoise & White Charcoal & White All White 





MODEL 456 CHAISE—extra large 74” x 28"; MODEL 256 CHAIR — opens to 38” x 29”; 
COLOR COMBINATIONS 22” seat—11% Ibs. each—1I! per carton. 


21%" seat—6' Ibs. each—2 per carton. 


Elegantly Hew tn 
Aluminum & Redwood 


Folding lightweight patio set of slatted red- 
wood on glistening aluminum frames. Table 
opens and closes with new and easy “two-flip” 
motion that eliminates spinning of unit. Chair 
with attractive simulated redwood vinyl arms. 
MODEL BT-8016 TABLE— 

36” square top—724 Ibs. 


MODEL 260 CHAIR— 
Packed 2 per carton—24 Ibs. 


Yes- AAgatu\this year... 
Baker’s Dozen Deal from All-Luminum Products 
Buy 12 Chairs from your Jobber-Get One FREE! 


Be sure you make your jobber show you the outstanding qual- 
ity-merchandise and reasonably-priced line of All-Luminum out- 
door furniture for 1960. Again the “Baker’s Dozen” Deal is 
available to you. However, this year you have your choice of 
either a 256 webbed short-fold chair or a 260 aluminum and 


ALL-LUMINUM PRODUCTS 
WRITE FOR NEW CATALOG 


redwood chair for every 12 pieces of deluxe merchandise that 
you order, consisting of all merchandise pictured on this page 
plus the model 1026 chaise and 1126 chair. Be sure and see 
the complete line from your jobber and don’t hesitate since 
this offer expires March 31, 1960. 


36TH & REED STREETS + PHILADELPHIA 46, PENNA. 


World’s Largest Manufacturer of Folding Tables and Outdoor Aluminum Furniture 


WRITE TO US FOR NAME OF JOBBER IN YOUR TERRITORY 





Adjustable head rest cot with 100% Saran 
green plaid covered on gleaming 1” alum- 
inum frame. Perfect for sunning, reclining 
and reading. Opens to 732" x 27" x 1642”. 
MODEL 361 COT—9 Ibs. 











Gauguet “able 

Extra large banquet folding table with new Star-Lux 
Vinyl top permanently bonded to steel which is wear 
resistant. 

MODEL V-36 TABLE—36” x 72'’—35 ibs. Serves 12. 


Geauty-Fold Chacr 


Glistening lightweight aluminum chair with padded 
seat covered in stain resistant Star-Lux Vinyl. Folds 
compactly. 

MODEL BR-800 CHAIR—46 ibs. each—packed 4 per 
carton. 








DAZEY....Le Meilleur Du Monde’ 


Easy to Usel| 
Efficient!) | mn \ ii 
All Steell ' ) ‘wit ' } f , ws 
Safe! . 3 . | Wheel 


SP-65MSS —E OVER Z yoo ny use 


DAZEY. Products are Advertised in WG 


DAZEY... The World’s Finest 


HARDWARE WEEK SPECIAL—$1.00 off on each of 3 DAZEY Can ONCE-A-YEAR OFFER! 
Openers. . . retail price reduced from 3.95 to 2.95. Self-merchandising DAZE Y ORDER NOW! 


Display gets extra sales for you! Features sparkling new bubble pack cards. 





Each display holds: Be sure 


One 60WM (white baked-on enamel with magnet) it's a 
One 52CM (satin chrome finish with magnet) 
One 60YM (yellow baked-on enamel with magnet) 5S 
w 
’ 


When ordering, specify No. SP65MSS. Master Shipper contains two com- 
plete displays: total 6 can openers. Shipping Weight: 8 lbs. (Master Shipper). 
Suggested Dealer Cost: $11.80. THE DAZEY CORP., NEW BRITAIN, CONN. 
Want more facts? Circle 126, p. 99 A 
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NEW! 
Primrose 


Anchorwhite heat-resistant ovenware 


The delicate red, tan and grey tones of stylized 
flowers enhance this new gleaming white ovenware. 
It’s glamorous ...on the table...in the kitchen. 
It’s perfect for special occasions or everyday use 
... Just right for oven-to-table service, storing and 
reheating. Build more colorful displays with this 


eye-catching, traffic-stopping, Primrose Ovenware. 
It will sell on sight! Available in 8 and 11 piece 
sets in gift cartons... also in open stock. 


ANCHOR HOCKING GLASS CORPORATION 
Lancaster, Ohio, U. S. A. 








' 
; 


For brighter kitchens and bigger sales! 


Doz. . Doz. Lbs. 
Number Size item ’ ; Number Size item Ctn. Ctn. 


W424 /62 6 Oz. Dessert 4 15 W410/62 642” x 1042” Utility Baking Pan Ya 15 
W405 /62 1 Pt. Casserole, Cover l 16 W411/62 8”x 124%” Utility Baking Pan VY 23 
W406 /62 1 Qt. Casserole, Cover Vp 14 W469 /62 5” x 9” Baking Pan and Cover % 21 
W497 /62 1% Qt. Casserole, Cover l, 19 W400 /245* 8 Pc. Set 4Sets 34 
W467 /62 142 Qt. Oval Casserole, \, 19 W400 /246** 11 Pc. Set 4Sets 53 

Au Gratin Cover «Composition: 
W408 /62 2 Qt. Casserole, Cover Y2 21 One each 1 qt. Casserole, Cover, 1012” Utility Baking Pan, 8” Round 
W450 /62 3” Round Cake Pan VY 12 Cake Pan; four 6 oz. Desserts, Gift Ctn. 

**Composition: 

W452 /62 8” Square Cake Pan Vp 17 


One each 112 at. Casserole, Cover, 5” x 9” Deep Loaf Pan, 8” x 1242” 
W409 /62 5” x 9” Deep Loaf Pan \/ ll Utility Baking Pan, 8” Square Cake Pan; six 6 oz. Desserts, Gift Ctn. 


For more information, see your wholesale distributor or write us direct. 
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meme 1 \ouARCOAL 
AIR PURIFIER 


It’s the smash-hit sales maker in the new Wright line of portable evaporative The line includes 
coolers. The Activated Charcoal Air Purifier removes odors, smog, pollen and 
other disagreeable irritants from the air as it cools or ventilates. And only 
Wright has it! 


Imaginative, sales-minded engineering, sound manufacturing and economical 
operation make Wright the outstanding portable cooler line again in 1960. at $34.95 


five models. 


Retail prices start 


Write today for ; 2902 West Thomas Road, 
faith ahaa, VV FR IiCa FAT” Manufacturing Company Bou 11967, Phosalz, Arizona 


Makers of the world’s finest quality air coolers and refrigerated air conditioning 


REPRESENTATIVES: ATLANTA, Guy T. Gunter, Jr. e CHARLOTTE, Jim Turner e CHICAGO, Tilkin-Cagen @ CINCINNATI, Fred Eden e CLEVELAND, 
Jack Naumann @ DALLAS, Roger Ringley e DECATUR, GA., Garth Stine e DETROIT, Ed East @ FRESNO, Jim Allan @ INDIANAPOLIS, Jack Heiken 
@ LANSING, MICH., Vern Chumbley e LOS ANGELES, Tom Prenovost ¢ MINNEAPOLIS, Seymour Robinson @ NEW YORK CITY, Bernie Leinoff @ PHIL- 
ADELPHIA, Maguire-Flynn @ PITTSBURGH, Dave Levy @ PITTSFORD, N.Y., Stan Hory @ PROVIDENCE, Bill Payton @e ROCHESTER, Dick Zeusler @ ST. 
LOUIS, Meyer & Nackman @ ST. PETERSBURG, Tom Russell e VARIETY CHAINS, John Morrison Co., New York @e WICHITA, Andy Bryant @ WILLIAMS- 


VILLE, N.Y., Tom Hory Showing in Los Angeles Home Furnishings Mart Space 567 
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COMPLETE 
GARDEN TOOL 
DEPARTMENT 


Self-Serve Ames Merchandiser with 63 matched 
‘Chrome Line” tools Catalog #AS60. 


©. AMES CoO. 
Profit on your first turn $69.27. 


See your Ames distributor for details. Parkersburg, W. Va. 


Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
Want more facts? Circle 129, p. 99 


HARDWARE AGE, February 25, 1960 © 47 

















PAINTBRUSHES HAVE A HISTORY, T00! 


— @ BY 3000 B.C., ANCIENT GREEKS AND EGYPTIANS WERE 
ISTORIANS BELIEVE EXPERTS WITH PAINT AND BRUSH. THE PAINSTAKING 
THE FIRST MAN PREPARATION OF PIGMENTS FROM CLAYS AND VEGETABLE 
TO PAINT LIVED DYES BECAME AN ART IN ITSELF. HAND-CRAFTED BRUSHES 
30,000 YEARS AGO. | CONTAINING RARE ANIMAL HAIRS WERE OFTEN MORE 
CALLED CRO-MAGNON PRECIOUS THAN JEWELS. 
MAN, HE APPLIED 
COLOR TO THE 
WALLS OF HIS CAVE 
WITH A HANDFUL 
OF HAIRS. HIS 
PRIMITIVE 
PAINTINGS STILL 
SURVIVE, ARE SEEN 








Ya f,| WICHELANGELO, THE MOST FAMOUS INTERIOR PAINTBRUSHES HAVE MADE RECENT HISTORY, TOO. 
/ DECORATOR OF ALL TIME, PAINTED THE CEILING EARLY IN WORLD WAR TL, BRITISH GROUND CREWS 
OF THE VATICAN'S FAMED SISTINE CHAPELUSING | | MET LANDING RAF PLANES WITH PAINT AND BRUSHES. 
SPECIALLY MADE BRUSHES. WORKING ON HIS TO FOOL THE ENEMY, NOSES OF FIGHTING AIRCRAFT 
BACK MUCH OF THE TIME, HE COMPLETED THIS | | WERE BRUSHED A NEW COLOR AFTER EACH MISSION. 
MAJOR WORK OF ART IN4%2 YEARS. THE GERMANS THUS BELIEVED THE RAF HAD MANY 

: MORE FIGHTING PLANES THAN ACTUALLY EXISTED. 
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| 
[ ONLY A QUALITY BRUSH PROVIDES THE | | TODAYS PAINTBRUSHES ARE SCIENTIFICALLY 
DESIGNED TO DELIVER YEARS OF SERVICE. 


WHAT HAS MADE THE BRUSH SO 
PROTECTION AND PAINT BEALITY HOME 
AFTER PAINTING, A BRUSH SHOULD BE GIVEN 
PROPER CARE AND CLEANING— THE SAME 


POPULAR FOR SO LONG [S ITS ABILITY 
TO MAKE PAINT ADHERE. SCIENTISTS OWNERS WANT AND THE DURABILITY 
PROFESSIONAL PAINTERS REQUIRE. 
TREATMENT DUE EVERY CAREFULLY MADE, 


REVEAL THAT NATURAL BRUSHING 
ACTION FORCES PAINT INTO PROFESSIONALS KNOW A PAINT JOB IS 
A SURFACE. THIS KEEPS PAINT ONLY AS GOOD AS THE BRUSH THEY USE. QUALITy TOOL. 
ON LONGER, PROVIDES LASTING 
PROTECTION AND BEAUTY— NO 
MATTER WHAT PAINT IS USED. 
































This advertisement /s coe by 


The American Brush Manutacturess Association Point rsh Dison. 


I the interest of better brushes for better painting. 


MR. DEALER: CUT OUT AND POST THIS AD WHERE CUSTOMERS CAN SEE IT. 
Want more facts? Circle 130, p. 99 
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BECAUSE VALSPAR is a nationally known 
trademark recognized by generations of Ameri- 
can men and women as a symbol of highest 
quality and utmost reliability in varnish, enamel 
and paint. There is no finer. As a paint mer- 
chant you will be pleased to have your customers 
and prospects instantly associate your store with 
the hallmark of quality known to them for 
decades. 


BECAUSE VALSPAR—in spite of its superior 
quality—does not cost the consumer, or pdinter, 
or contractor, or maintenance man any more 
than other good paints. In many cases Valspar is 
quite a bit more economical both in terms of 
initial application and years of service. Your 
customer’s initial satisfaction with Valspar Prod- 
ucts plus’ your integrity in dealing with your 
customer secure his repeat business so essential 
to your success. 


BECAUSE VALSPAR offers your trade com- 
plete yet compact lines of paints, varnishes, and 
enamels for practically every inside or outside 
purpose—be it the home, maintenance, or indus- 
trial. Valspar Products are beautifully styled in 
modern colors. Color Cards, Counter and Win- 
dow Displays, Mailing Pieces are of original 
design and reflect Valspar’s atmosphere of qual- 
ity. Valspar Color Mixing Machines give your 
customer over 1200 Val-O-Matic Colors by Val- 
spar supported by an unbelievably rich array of 
outstanding merchandising helps including the 
most exclusive decorator’s guide. Women love to 
match their draperies, furniture, pillows and 
room accent pieces with Val-O-Matic Colors by 
Valspar. 


BECAUSE VALSPAR will work with you. Val- 
spar will constantly help you with new and novel 
merchandising ideas and campaigns designed to 
stimulate your established customers as well as 
attract new customers and additional volume— 
the very life blood of your business. Valspar 
welcomes your suggestions. Valspar will at all 
times weigh them carefully to be adopted dr to 
be tried out wherever feasible. Valspar believes 
the customer should be King and a Trusted 
Friend expecting him then to feel as such. 


BECAUSE VALSPAR offers you a better than 
average profit. You, as the Independent Mer. 
chant, deal with Valspar, the Independent manu- 
facturer. With Valspar’s help you will be able to 
meet competition, enjoy your profit, and feel so 
secure because of Valspar’s published Declara- 
tion of Merchandising Policy. 





— 
————— 
——— 


EEE 


T) 


nl 


Declaration of 
Merchandising Policy 


THE VALSPAR CORPORATION, century old 
manufacturers of fine paints, varnishes and 
enamels, has committed itself to a permanent 
policy of merchandising its products through 
independent, aggressive, and forward-looking 
merchants. 


THE VALSPAR CORPORATION has not in the 
past, does not at present, and will not in the 
future, own any factory stores either directly or 
indirectly or under any subterfuge whatsoever. 


THE VALSPAR CORPORATION does not and 
will not jeopardize the future success and se- 
curity of any Valspar merchant or distributor by 
opening such company-owned stores. 


THE VALSPAR CORPORATION stands ready 
—upon invitation—to help any independent 
Valspar merchant or Valspar distributor who has 
been a loyal, honest’ and sincere friend. Should 
such a friend encounter tragedy or trouble 
through no fault of his own, Valspar will assist 
in the recapture of independent financial se- 
curity to the benefit of the rightful owners or 
their heirs. There will be no cost. 


THE VALSPAR CORPORATION manufactures 
only the finest paints, varnishes and enamels. 
VALSPAR remains dedicated to the principle 
that through scientific advancement and labora- 
tory research products and lines must forever 
be improved and modernized to help indepen- 
dent merchants stay well abreast of competition. 
THE VALSPAR CORPORATION will con- 
stantly, with the help and advice of its loyal 
customers, develop new and novel merchandising 
ideas tailored to the independent merchant’s 
market and to provide him with an ever growing 
opportunity to fortify his security, increage his 
volume, and yield him considerably better than 
average profit. 


halen it: 


Witue wo L. Bruyn 
President 


THE VALSPAR CORPORATION Date: 
7 East Lancaster Avenue, Ardmore, Pa. 


Please have Valspar’s Representative call and present 
Valspar’s Full Line Plan. 





Name 
Street Address 
Town State 














Have the Valspar man ask for Mr. 
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ealer from Riuchmond, Va., reports on Du Pont’s new spinning line: 


Sales of | 


says dealer-fisherman Bill Rothert 
Sportsman's Shop, Inc., 
Richmond, Virginia 


“T had a chance to test STREN long and 
hard before it came on the market. I’m con- 
vinced it’s the finest monofilament I’ve ever 
fished with. My customers think so, too, be- 
cause sales have been truly amazing. And re- 
peat business has been very good. It’s obvi- 
ous that fishermen are willing to pay a little 
more for the best.”’ 


Want more facts? Circle 132, p. 99 
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— Stren are amazing 


The great family of STREN products is the most profita- 
ble one you can handle, because the premium perform- 
ance of STREN commands premium prices, which mean 
premium profits for you. And fishermen have already 
proved they’ll pay a little more for the best. 


eye-catching 
new rack 
available 


This attractive display rack 

is available to you free 

through your jobber. Size 

14’’x 15’’x 5”. It’s designed 

to hold any six-dozen assort- 

ment of the knotless, tapered 

leader or the level leader pack or a combination of both. 
This colorful, all-metal, eye-catching rack works hard 
not only at the point of purchase, but also as a tie-in 
with Du Pont’s strong consumer advertising campaign. 
Why not get the details from your jobber now on his 
offer of this free counter display? 

If you don’t already have a full stock of STREN prod- 
ucts, you’re missing premium profits. STREN monofila- 
ment spinning line comes in 100-yard spools, single, two 
or six spools connected, in pound tests from 2 to 30. 
STREN knotless tapered leaders come in 9- and 7 4-foot 
lengths and in a range of tippet sizes. STREN level leader 
is available in pound tests from 2 to 30, and in lengths 
from 8 to 20 yards. So order a supply of STREN products 
from your jobber or the representative of your author- 
ized agent today (see list)—and get the free display rack 
with your purchase of leaders. 

A new 14-minute, 16-mm, color-sound movie entitled 


REG. U.S. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING 
...| HROUGH CHEMISTRY 


“‘Hook, Line and What Knot?’’ is now available to you 
for showing to outdoor clubs, civic groups, service clubs, 
etc. Included in this instructive film are the vital points 
of tying knots with spinning line. If you would like to 
borrow the film (the only cost is the return postage), 
send your request, specifying when you want it, to: E. I. 
du Pont de Nemours & Co. (Inc.), Dept. P225, Room 
2507S, Nemours Bldg., Wilmington 98, Delawar2. 





STREN is distributed 
by these authorized agents.. 


Ashaway Line & Twine Mfg. Co. 
Ashaway, Rhode Island 


Cortland Line Company, Inc. 
67 East Court Street, Cortland, New York 


xlen L. Evans, Inc. 
P. O. Box 691, Caldwell, Idaho 


Les Davis Fishing Tackle Co. 
1565 Center Street, Tacoma 2, Washington 


Newton Line Company 
South Main Street, Homer, New York 


Sunset Line & Twine Company 
Petaluma, California and Florence, Alabama 


The Weber Tackle Company 
113 West Ellis Street, Stevens Point, Wisconsin 


The Woodstock Line Company 
144 Providence Street, Putnam, Connecticut 
Mason Tackle Company 
Route M-15, Otisville, Michigan 


Wright & McGill Company 
1463 York Street, Denver 6, Colorado 











Stren 


SPINNING LINE & LEADERS 


The greatest advance in spinning line since spin fishing began! 
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“owes STRIP-SHIELD 


MASKING PAPER and ADHESIVE TAPE combined 








Another profit-making item 
to sell whenever you sell paint 


Leaves sharp, clean paint line — speeds 

up painting of mouldings, windows, 

screens, doors, frames of all kinds. For 

all paint separation jobs. Box size 8!2° x | 

244” x 24%" — 12 in display as shown. i Sly #8 

oe sficedhgen: oie" NY 2. Fogg : The LEONARD COMPANY 
Strip-Shield measures 8’ x 30° — LPO P it. 2 

sells for 98¢ Neel iti . > $06 3rd St., Des Moines, lowa 

In the usual “SUPER” displays that sell— a LY, - Makers of: Roller-Trim, Crak- 

. Seal, Painter’s-Pal, Trim-Guard. 

Screen- Painter, Plaster - Stik. 

: Pipe-Seal, Paste-Bak, Smoothy. 

FOR BARGAIN -HUNTING CUSTOMERS FREIGHT ALLOWANCE 


Three times the 98c size for $] 98 An order of any one, or combi- 

; nation of any of Leonard's 10 
Box size 812" x 4° x 4° contains large roll : Profit Items totalling 100 
of Strip-Shield measuring 8" x 90° — ; pounds or more, will be shipped 
three times the value — sells for $1.98 ; freight prepaid. 
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Silicone Treated Scorch Resistant 


IRONING BOARD COVER 


with every purchase of 


AIR LIET FATIGUE MAT 


e Fibre Face 
‘ein with big Air Li : 
i Mhewitx Renee Tie-in with big Air Lift Bonus Offer 


_eLi Act Now... ask your local jobber or write us. for full details 
° Non-Skid Safety + somotion and samples of “SELL ON SIGHT’ AIR LIFT 





FOAM RUBBER FIBRE FACE FATIGUE MATS offered in a 


variety of decorative designs . . . multi-colors, Available in 1. SHAPIRO, Reg’d. 
4 sizes, 101 uses assure “year round sales” &-Dulath St. West 





» Que. 
WRITE US FOR SAMPLES AND COLOR CHART. 


WANTED: 
Representatives 
for protected 


territories oration TRENTON DIVISION 


1980 EAST STATE STREET, TRENTON 1, NEW JERSEY 
Want more facts? Circle 134, p. 99 
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.. . the EXTRA profit line 


422 EASIEST ACTING TOUCH SWITCH ON THE MARKET 


The Touchette designed for luxury minded homeowners, sells 
for. only ninety cents. Combines feather-light operation with 
easy installation. No special wiring needed . . . fits standard 
outlet boxes and toggle wall plates. Attractive ‘blister’ package 
guarantees impulse sales. UL Approved. 


Eee 


(908 FLIP SEAL FOR WEATHER PROOF CONNECTIONS 


Fast moving Flip Seal connectors appeal to the do-it-yourselfer. 
Assures waterproof, dustproof connections so important for 
workshops and outdoor use. Rugged all neoprene construction 
assures ‘on-sight’ sales. A must have item. Available in standard 
two wire, 3 wire grounding and all other blade arrangements. 
UL Approved. 








90 VERTICAL .. PLUG IN NIGHT LIGHTS 


Choice of four colors—ivory, brown, blue and pink—from a high 
impulse, fast turnover display. Only Rodale has the exclusive 
vertical mounting, the appearance of a miniature fixture. Ex- 
tends a scant 1%” from the wall to eliminate accidental bump- 
ing. UL Approved. 





483 NEW CUBE TAPS DON'T BLOCK RECEPTACLES .. . 


Convert any non-grounded outlet into three 3-wire grounded 
outlets quickly and safely. In workshops, kitchens or anywhere 
that power equipment is being used the confidence of grounding 
can be obtained simply by attaching lead wire to wall plate 
screw. Result more outlets ... safer outlets. UL Approved. 


ask your distributor or write 


@eedesie manufacturing company emmaus, pennsylvania 


Want more facts? Circle 135, p. 99 
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Order direct from The Wood Shovel & Tool Co. 


Drop shipped, freight paid 


. Billed through your regular hardware wholesaler. 


WBP 15 PROMOTION GROUP: 


12 310RSP garden barrows. 20 ga., rolled 
edge, round nose tray, 10x 1.75 rubber 
tire wheel. | 


HANDY KD CARTON 


PLUS (at N/C) 


3 deluxe wheels: Ball brg. 10 x 2.75 semi-pneumatic. 
Replacement . . . fit most all garden barrows. 


: Sealed 
Carton holds 
all (except tray). 





Cost, laid in (zone 1) 
(Zone 2— EI Paso and 11 Western States: $85.70 del.) 
12 barrows with 10 x 1.75 wheel @ $10.52. Total: 


$126.24; PLUS 3 deluxe replacement wheels @ $]39.74 
$4.50. Total: $13.50 





. make over 41% on 
Selling Price 


SELL 





9 barrows with 10 x 1.75 wheel @ $10.52. Total: 
$94.68; 3 deluxe barrows with 10 x 2.75 wheel @ 
$13.92. Total $41.76. PLUS 3 replacement 10 x 
1.75 wheels @ $2.28. Total: $6.84 


OR 


SELL — 








More selection, with less inventory ... 
and at more profit! That’s what every 
merchandising-minded retailer looks 
for! That’s what you get in Wood’s 
WBP 15 Garden Barrow Group. In one 
stock you have either 12 promotional 


units, or 9 promotional and 3 deluxe 
barrows... plus 3 replacement wheels 
to fit most any garden barrow. In one 
stock you have two price ranges, just 
by switching wheels. And you clear up 
to 43%. Obviously a good idea!* 


“Note: Tell us your jobber when you order direct. He handles billing. 


\ The Wood Shovel & Tool I Co., Piqua, Ohio 


Want more facts? Circle 136, p. 99 
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TEAMWORK PAYS OFF! 


...When you order 
your pipe through the 


WHEAILAND PRODUCER-JOBBER TEAM 


You can be sure this winning combination will supply 

you with steel pipe of unvarying high quality, job after 

job. And your Wheatland distributor sees to it that you 
MADE get the pipe you need .. . on time! 

IN U.S.A. 


INSIST 
ON PIPE 


See your Wheatland Pipe Distributor for black or galvanized 
Wheatland Steel Pipe. 


wa RZ . ° 
aN .- foffee wile The yeaah / 
‘WY WHEATLAND STEEL PIPE 


M\ 


g ira 7 '¥ 


WHEATLAND TUBE COMPANY 


Bankers Securities Bidg., Phita. 7, Pa. 
MILLS: Wheatiand, Pa. © Detlair, N. J. 


Want more facts? Circle 137, p. 99 
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BIG SPRING HARD 


SPECIAL LOW PRICES FOR SPRING PROMOTION 
PS. aOR 


4 











‘dil Every item a volume seller 


¥ 
Every item guaranteed 


Every item beautifully packaged 





Promotion Geared for Spring 
“Fix-up”’ Season 


. cae zgele) COMPANY LTD. 
928 BROADWAY, NEW YORK 10, N. Y. 







Want more facts? Circle 138, p. 99 
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NO. 8041 
60 pc. Rubber Grip Handle Screw- 
driver Assortment in brilliant 
counter display box. The out- 
standing value of the year featur- 
ing new, revolutionary rubber grip 
handle screwdrivers in a free dem- 
onstrator counter display. These 
handles give greater turning power 
and more hand comfort. Blades 
are nickel plated and of hardened 
and tempered too! steel. 
Consists of: 
12-3/16x4 
Cabinet 
12-3/16x6 
Cabinet 


12-14x6 
Mechanic 
6-3/16x 3) 
=1 Recess 
12-14x4 6-1/,4x4 
Mechanic +2 Recess 
Each deal in self-shipper; 8 car- 
tons to master; weight of deal 
121, Ibs. 
Reg. Ret. Price 
Up to .89 ea. 


Spec. Ret. Price 


Made in U.S.A 49 ea. 


NO. 1210 


10 Pc. Twist Drill Set with metal 

index Stand. A fine item for mul- 

tiple Spring Sales. 10 precision 

ground twist drills in sizes 1/16 

to 1/4° and in standard jobber 

lengths. Special gun metal finish; 

sand blasted, degreased. Features 

free metal index stand and sizer, 

all in brilliant display box. Pk. wt. 

1 doz. 4% Ibs. 


Reg. 
Ret. Pr. 


Of import Origin 1.49 


index Stand. Super Speed drills 
of precision ground steel. 29 sizes 
from 1/16” to 1/2", graduated 
by 64ths. Drills sandblasted, de- 
greased and of special gun metal 
finish. Standard jobber lengths. 
Handsomely boxed with free metal 
index Stand and sizer. 

No. 1229 — 29 Pc. Set with 1/2” 
Shanks. 

No. 1227—29 Pc. Set with shanks 
cut down for 1/4” drill. 


Reg. Spec. 


Pk. . Ret, Pr. Ret. Pr. 


1229 
1227 


lea. 214 
lea. 2% 


9.98 7.49 
10.98 8.98 


Of import Origin 


NO. 3939 


8 Pc. Socket Wrench Set in See- 
Through Plastic Covered Display 
Box. A top seller all year round, 
this set contains accurately 
broached sockets of special analy- 
sis tool steel, hardened and tem- 
pered for extra strength and nickel 
plated. U/L approved plastic han- 
die. Sockets in sizes: 3/16, 7,32, 
1/4, 9/32, 5/16, 11/32, 3/8, 7/16. 
Reg. Spec. 
Ret. Pr. Ret. Pr. 
1.29 1.00 
Made in U.S.A 


Pk. Wt. 
1 doz. 3% Ibs. 


NO. 1182, 1183, 1185 


Drop Forged Stillson Type Pipe 
Wrenches. These heavy duty 
wrenches are normally staple sell- 
ers and have been specially re- 
duced in price to yield high volume 
sales. All pipe wrenches are of 
drop forged steel, with fully pol- 
ished finishes and red enamel! 


handles. 
Reg. Spec. 
Pk. Wt. Ret. Ret. 
Size (ea.) ibs. Pr. Pr. 


- 1 & 14 119 
10" 1 1% 1.79 1.39 
14° 1 2% 289 2.29 

Of import Origin 


Reg. Spec. 
Pk. Wt. Ret. Pr. Ret. Pr. 
1 doz. 33%4 Ibs. 1.49 1.19 


Made in U.S.A. 


NO. 3959 

13 Pc. Handy Tool Kit in Plastic 
Pouch. A terrific number for ail- 
purpose sales, drastically reduced 
for big turnover! Contains 8 open 
and box end wrenches of alloy tool 
steel with 5 pc. inter-changeable 
screwdriver set, containing amber 
plastic handle with aluminum 
screw chuck and 4 inter-change- 
able blades, mechanic, cabinet, 
recess +1 and recess +2. Of hard- 
ened and tempered steel. 

Reg. Spec. 
Ret. Pr. Ret. Pr. 
1.98 1.39 

Made in U.S.A. 


Pk. wt. 
1 doz. 5%, Ibs. 


NO. 3927 

5 pc. Interchangeable Nut Driver 
Set in open face plastic kit. A fan- 
tastic value offered for the first 
time on this versatile set. All nut 
drivers are of hardened and tem- 
pered nickel plated tool steel; each 
size precision made with extra 
heavy walls. Amber plastic, shock- 
proof, unbreakable, non-inflam- 
mable handle. Nut Drivers in sizes: 
1/4, 5/16, 11/32, 3/8. 

Reg. Spec. 
Ret. Pr. Ret. Pr. 
1.49 1.19 

Made in U.S.A. 


Pk. wt. 
1 doz. 


4 Ibs. 


NO. 3995 


5 pc. Interchangeable Ratchet 
Screwdriver Set in open face pilas- 
tic kit. This is a quality item that 
will give you top volume at this 
specially reduced price. Housed in 
a beautifully screened plastic kit, 
this set features 3-way one hand 
operation with heavy duty left- 
right rigid eze-turn ratchet action. 
Precision one piece cast ratchet 
with brass gear mechanism. Am- 
ber plastic handle with steel screw 
chuck. Screwdriver blades: 1/8, 
3/16, #0 Recess and #1 Recess 
of hardened, tempered tool steel. 


Want more facts? Circle 138, p. 99 
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K-V Drawer Slides 
always operate smoothly, never sag! 





Here in daily use is where K-V drawer slides pass their most severe 
tests and prove their indisputable quality. 

e They keep drawers from sagging, sticking. 

e They operate smoothly, quietly, effortlessly. 

e They give years of trouble-free service. 

e And they are quickly, easily installed. 


There’s a K-V drawer slide for every type installation — from 
lightweight to heavy duty. Isn’t it time you handled them? 


DRAWER SLIDES 


KNAPE & VOGT MANUFACTURING COMPANY 
Grand Rapids, Michigan 


Manufacturers of adjustable shelf hardware, sliding and folding door hardware, closet and kitchen fixtures, Tite-Joint Fasteners and Handy Hooks for perforated board. 
Want more facts? Circle 139, p. 99 Want more facts? Circle 140, p. 99 > 
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WITH THE WORLD'S 


FINEST 100% TAPER 
TYNEX BRUSHES 


THE BIGGEST NEWS FOR ‘60 


LINZER INTRODUCED IN ‘39 


Undoubtedly will be copied 
but never duplicated 











Flatting 
4” to 1” 


LANE Fe 
Wallbrushes GOLDEN AGE Leatherbound Stucco 


100% TAPER TYNEX —~ 
G2 CONTROLLED PICK-UPsettona ‘pe tex wastes , 
4] NATURAL TAPE R—orovides for accurate cutting-in. PRE-SOLD trough 
2) PERFECT PERFORMANCE= 2 eee 


2 SAVES LABOR COSTS a Praven Resi 


fc 2 IDE AY —tor all paints—all surfaces—all weather. 
























































we a quarter of a century, 
millions of Americans have been 
guided by the Duncan Hines 
name. The dining places, food 
products and products for the 
home bearing this famous name 


for my pipe service 
department ...it threads '’’ to 2’’ pipe 
with just 1 Universal Die Head have brought pleasure and 


and 2 Sets of Dies. satisfaction time and time again. 


Looks good, does better. Perfect cutting, reaming, : Satisfied customers mean 
threading oe and easy! Three tools operate | business. They are responsible 
independently . . . swing up out of the way for | 

short pipe chucking from front. Slip-proof Speed | for the r epeat pur chases and 


Chuck is a great per- | increased turnover that add to 
former. Concealed oil | 


system, automatic shut- | your volume of sales. 
off nozzle. Quick-opening : You can create customer 


die head sets to size right satisfaction with Duncan Hines 
in machine. Power?... 


RiIReAiD>-built motor products, and customer satisfaction 
handles 2” pipe, conduit, means business . . . for you. 
bolt, rod—and 12” geared . | § 

tools easily. Try it, com- 
pare it... and you'll 
understand why it’s so 
handy for pipe service! 
Leg and wheel stands 
available. At your Hard- 
ware Wholesalers. 











H 408 East State St. 
SAAAAAAAS Hines-Park Foods, Inc. af, New York 


Peeettde 


The Ridge Tool Company iA Elyria, Ohio, U.S.A. 





THREADED PIPE... it’s Tight...it’s Best... Costs Less! 
Want more facts? Circle 141, p. 99 Want more facts? Circle 142, p. 99 
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You'll say it’s the most profitable 
4% square feet in your store! 


Your Rust-Oleum return per square foot is 
nearly twice that of most lines you handle! And 
you can merchandise your Rust-Oleum depart- 
ment in just 4% — feet of space in this hand- 
some metal display—featuring both brush and 
spray containers. Place it UP FRONT where 
powerful Rust-Oleum national and local adver- 
tising will tie up with this colorful display for 
fast turnover and high profit! 


Rust-Oleum is completely different! Specially- 
processed fish oil vehicle enables Rust-Oleum’s 
famous 769 Damp-Proof Red Primer to be ap- 
plied right over sound rusted surfaces! Attrac- 
tive top coats in sixteen colors, including pleas- 
ing pastels, provide maximum rust prevention 
in a wide array of smart colors. And remember 
— Rust-Oleum has over 35 years of industry 
proof behind it. Get the facts, voday! 


RUST-OLEUM. 


There are imitations, 
but only one Rust-Oleum. 
It is distinctive as 
your own fingerprint. 


Want more facts? Circle 143, p. 99 


yuo oe ATTACH TO YOUR LETTERHEAD = ee me mg 


Rust-Oleum Corporation 
2568 Oakton St., Evanston, Illinois 


Gentlemen: 


Please send me complete details on 
how my store can profit from a long- 
margin Rust-Oleum dealership. 


_— - 
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for the first time 
a new 10-cup 


roo (Mowat for only 


Limited Quantity Special! Now for the first time you 
can offer a 10-cup, chrome-on-copper Universal Coffeematic at the 
price of an eight! Never before has such a quality coffeemaker 
been available at such a value! Precision-made to the exacting 
Coffeematic standards with the famous Flavor-Selector, it’s the best 
buy of 1960. The supply of this model is limited, so get your order 
in now while they last. It’s a sure way to boost your Spring sales of 
America’s fastest selling coffeemaker. 





with the 
FLAVOR-SELECTOR 


- CHROME-ON-COPPER + HEAT SENTINEL + NON-DRIP SPOUT - SPEED PERKING 


Want more facts? Circle more facts? Circle 145, p. 
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Rubberset’s 
exciting, new 


? 


RAINBO 
HOMEOWNER 
LINE 














RAINBOW NO. 113— 
All pure bristle . . . a qual- 
ity selection of brushes, 
seven sizes from 1” to 4”, 
for homeowners who want 
a finer-working brush. 
Priced 59c to $2.89. 





RAINBOW NO. 114— 
Outstanding pure bristle 
brushes for the craftsman 
homeowner . . . longer 
bristle, heavier stock. 
Seven sizes from 1” to 4”; 
retail from 65c to $3.60. 








RAINBOW NO. 121— 
Top-quality Tynex nylon 


RAINBOW NO. [12— 
moving, good quality for 
a variety of homeowner 
paint jobs. Seven sizes 
from 1” to 4”. Line retails 
from 45c to $2. 








RAINBOW NO. 120— 
100% Tynex* nylon. 





line of Homeowner 
brushes. 100% Tynex 
with exclusive Velvatized- 





Made with Rubberset’s 
exclusive Velvatized- 





tip for professional-like 
finishes. Seven sizes 1” to 
4”; 79c to $3.89. 


as professional “Old 
Pro’’™ brushes. Sells 


* Sone a. ; oe oa J 
j 59c to " 
: : Ba ac She un eae se 
+ " - Whe at >. 
7; ty + . - 
as a 


Now boost paint-brush sales 29% or more with Rubberset’s colorful, all-new 


Here is the most revolutionary new idea in paint brush merchandising 
in 25 years! It’s Rubberset’s all-new Rainbow 1 to 4 Line. . . offering 
you these profitable advantages— 


e Reduced inventory investment 
e Fewer items to stock 
Simplified numbering system 
One supply source for every brush requirement 
Widest variety of brushes ever offered...a price for every market 


Eye-catching, sales-stimulating attractively colored handles 


SALES TESTED... 
RESEARCH PROVEN! 


In just 4 years, Rubberset dealers 
sold more than 4 million No. 7F 
brushes. Proof positive of the sales 
effectiveness of brush lines sized 
Soe OY 

Six-month actual store test research 
program proved addition of Rubber- 
set lines boosts paint brush sales 29 © ! 





THE INSPECTO-PAK 
Rainbow No. 7F — 
Blended Tynex* and 
bristle in seven sizes 


THE IMPERIAL 
(BLACK) Rainbow No. 
115 — Finest of pure 
bristle Homeowner 
brushes. Attractively 
packaged on distincitive 
volume and profit-build- 
ing card; plastic blister 
protects brush. Pre- 
priced from 75c to $4.98; 
seven sizes, 1” to 4”. 
(Plus No. 616 114” an- 
gular trim.) 


Me. 


Rubberset offers eight new 1 to 4 lines. 
Each line features seven sizes from 1” 
to 4”. Each is a complete line with dif- 
ferent handle colors and price range. 


¢ lifithiteer 


Ask your Rubberset man today about these amazingly fast-selling, highly 
profitable new lines of top-quality Rainbow Homeowner brushes. Ask him, 
too, about progressive merchandising aids, and display deals. 


Now more than ever... your best bet is 


ubberset 


THE RUBBERSET COMPANY, 900 Passaic Ave., East Newark, NJ. 





ten i F 


ANY OF THESE VALUABLE 
HOMEOWNER BRUSH DISPLAYS CAN BE YOURS FREE! 


se 


SLIM JIM—Gleaming brass display unit turns 10” 


of counter space into highly profitable selling area 
containing 4 dozen high-profit brushes... yet is only 
10” by 9” by 19%”. A $5 value. Perfect in stores 
where every inch of selling space must pay! 


CHROME KING—Smart-looking chrome finish 
provides quality setting for Rainbow 1 to 4 brushes. 
Attractive modern design of this sturdy metal unit 
is certain to sell for you. Size 1644” by 1144” by 
114%”. Worth $7.50. Holds 5 dozen brushes. 


PAINTERS’ PARADISE —Attractive, sturdy, 
functional island or aisle fixture. Holds dozens of 
brushes, rollers and profitable sundries. Size 69” by 
38” by 20”; a $75 value. Perforated 24” by 36” top 
section holds 20 to 40 brushes; displays on both sides, 
can be removed for use separately. 


e ATTRACTIVE 
* COMPACT 

WELL BUILT 
« PROFITABLE 


Dadberset 
Serer eras 


GUARANTEED! 


sis aieiprs 5 i 
eee 5 ees 


GOLDEN V—Easy to see .. . easy to buy. That’s the key to the 
modern swept-wing design of Rubberset’s Golden V display of 
glittering brass. Worth $12. Size 2044” by 13%” by 11”—holds 
full 3 dozen brushes. 


| Ddubberset ” 


SETTER RESULTS 
GUARANTEED! 


i 
: 


fi O 4G _ Designed to display a complete 1 to 4-brush line in seven 
sizes from 1” to 4”. A $5 value. Well-built polished brass unit is 
13” by 9” by 191%”; displays any one of the eight 1 to 4 lines. 


Get full display deal information today 
from your Rubberset Representative 


Your best betis ty 


ubberset 


THE RUBBERSET COMPANY 
900 Passaic Ave., East Newark, NJ. 





Hardware Age 


feature articles 


Feb. 25, 1960 Vol. 185, No. 4 


The method you use to value your inventory affects 
the amount of taxes you pay this year and in years to 


came. Check this article to find out... 


What is your inventory worth? 


Here is the first of two articles to help 
you file your 1959 income tax return 
properly. These articles are prepared for 
Hardware Age by J. K. Lasser & Co., 
well-known firm of tax advisors. The 
second article will take up methods of 
figuring depreciation. Authentic, easy-to- 
understand explanations of management 
problems that affect your federal income 
tax are a special service to readers of 


Hardware Age. 





by Howard F. Elin, partner 
J. K. Lasser & Co. 

and 

Sydney Prerau, director 

J. K. Lasser Tax Institute 


The most important item of gross income in your 
business is your gross profit from operations. If you 
have inventories, you determine this by deducting 
your cost of goods sold from your sales. 

The cost of goods sold is found by adding the cost 
of purchases of merchandise, materials and supplies, 
freight, and other costs to the inventory at the be- 











HARDWARE AGE, February 25, 1960 © 67 





What is your inventory worth? 


(Continued ) 


ginning of the year, and then subtracting the inven- 
tory at the end of the year. 
Example: 
Sales $75,000 
Less: Cost of goods sold— 
Inventory at beginning of year $20,000 
Merchandise bought for sale 35,000 
Freight-in and other costs 5,000 


Total $60,000 

Less: Inventory at end of year 20,000 
Cost of goods sold $40,000 
Gross profit from sales $35,000 

Your purchases include the cost of all items that 
go into your inventory, such as freight or express 
charges. As for trade discounts, deduct them when 
you enter the purchases on your books. Figure cash 
discounts only when you actually take them; that is, 
when you pay the bill. Then you can either deduct 
them from purchases and so reduce the cost of goods 
sold or report them as a separate item of other 
income. 

Salaries, wages, supplies, and overhead charges 
for preparing the merchandise for sale are also in- 
cluded in your cost of goods sold. The actual selling 
and office overhead expenses are not included here but 
are deducted elsewhere as other expenses to find your 
net income. 

Your gross profit depends very much on the way 
you treat your inventory. You must know what goes 
into your inventory and what does not. 


Some basic facts about inventory 


Your stock must be inventoried at the beginning 
and end of each year. Only one physical count of 
your inventory is necessary. The closing inventory 
of the preceding year is the same as the opening in- 
ventory of the current year. 

Inventory taking involves two distinct phases. One 
phase is determining what items are included in your 
inventory. The second phase is setting values on 
the goods so included. 

The first phase is substantially a physical problem 
of tallying your goods. The second phase is often a 
complex and more important problem of weighing 
the various market and other cost factors that affect 
their values. The method which you use to value 
your inventory not only influences the amount of tax 
you pay in one year but also the taxes of later years. 


How to Value Your Inventory 


There is no uniform inventory method that can 
be applied to every business. However, you should 
use an inventory method based on trade customs 
which reflect the best accounting practices in your 
field of business. 

Whatever method you elect, use it consistently. In 
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any Treasury examination of your business, more 
weight will be given to your consistent use of an 
inventory method than to the method itself. 

Fundamental to inventory methods of most busi- 
nesses is one of the following two methods of valua- 
tion: 


(1) Cost, or 
(2) Cost or market, whichever is lower. 


Common to both methods is the problem of finding 
costs. Depending on your type of business and prac- 
tice, you can take one of two approaches: 

You can account for actual costs through a per- 
petual inventory method. You charge your inventory 
accounts with the actual cost of goods purchased or 
produced. You credit the accounts with the value of 
goods used or sold. The net value as shown by the 
inventory accounts is then treated as the cost of the 
inventory on hand. At reasonable intervals, these 
balances must be verified by a physical count of the 
inventory, at least at the end of a taxable year. 

You can account for costs by using either the 
first-in first-out method, “Fifo,” or the last-in first-out 
method, “Lifo.” Where your goods are intermingled 
so they cannot be properly identified with specific 
invoices, you must use one of these methods to find 
your costs. 

With “Fifo” and “Lifo” you do not have to identify 
your goods with specific invoices. Under both meth- 
ods, you approximate exact costs by making one of 
the following assumptions: 

Under the first-in, first-out “Fifo,” you assume 
that the first goods purchased were used or sold 
first. Thus, you value the closing inventory by as- 
suming that it includes at cost the most recently 
purchased stock and that any excess stock is part 
of the opening inventory. This method can be used 
when you value your inventories by either the cost 
or cost or market, whichever is lower. 

Under the last-in, first-out “Lifo,” you assume 
that goods purchased last were used first. Thus, 
you value your closing inventory by assuming that 
it covers at cost the opening inventory to the extent 
of comparable quantities remaining in the closing 
inventory. Any excess over the quantities in the 
opening inventory are then valued, at your election, 
at one of the following bases: The cost of the year’s 
first purchases, the average cost of the vear’s pur- 
chases, or the cost of last purchases. 


Note: “Lifo” can only be used when you are on 
the cost basis. It cannot be applied when you use 
cost or market, whichever is lower. 


Cost or market, whichever is lower, is an inven- 
tory method used by many businesses. In a falling 
market, it permits you to anticipate future losses. 
Where the market remains steady, or is rising, you 
must use cost as inventory gains are never antici- 
pated. 


In using this method the lower of cost or market 
is applied to each individual item, not to the aggre- 
gate total of cost or market value of the inventory. 
Your inventory records should show one column 
for the listing of costs, a second for market prices, 





and a third for the lower figure of the first two 
columns. 


Example: 
Market Lower of cost 
Units Costs price or market 
D $ 5,000 $ 4,500 $ 4,500 
E 6,500 6,800 6,500 
F 2,000 1,900 1,900 


eS 


$13,500 $13,200 $12,900 

The closing inventory here is $12,900, not $13,200. 
Note: Losses are fully anticipated without being 
offset by any gains. 

How do you find market prices? 

Check the following rules for your guide: 

In usual situations, market price is current bid 
price prevailing at the date of the inventory in the 
volume in which the items are usually purchased. 

Where there is not an open market or where quo- 
tations are nominal because of stagnant market 
conditions, use evidence of a fair market price at 
the dates nearest the inventory. For instance, specific 
purchases or sales by you or others in reasonable 
volume made in good faith, or compensation paid 
for cancellation of contracts for purchase commit- 
ments. 


If goods are held over for two inventory periods, 
their cost is their last inventory price. 

Example—The cost of goods “A” on Jan. 1, 1959, 
was $2, its market value $1.80. It is still on hand when 
inventory is taken on Dec. 31, 1959, when its market 
price is $1.90. Cost, for purposes of the present in- 
ventory, is $1.80—the price at which it was valued in 
the last inventory. 


The effect upon profits of the various methods of 
inventorying is outlined in the following example. 
Example—Assume that inventory at beginning of 
year was composed of 1000 units which cost $2 each 
and had a market value of $2 on that date. 
Purchases for the year—2000 units at $4 
Sales for the year—1500 units 
Inventory at end of year—1500 units (market value 


of $5). 


Therefore 
cost of goods 
sold in year 


Inventory at 
end of year 
Method is computed 
Cost 
First-In, First-Out 1500 at $4 1000 at $2 
500 at $4 
1000 at $2 1500 at $4 


500 at $4 


Last-In, First-Out 


Cost or market, 
whichever is lower 1500 at $4 at $2 


at $4 


How to treat inventory losses 


Do you have goods in your inventory which are 


unsaleable at normal prices, or unsaleable in your 


usual market because of damage, imperfections, shop 
wear, changes of style, odd or broken lots or other 
similar causes? 

If you do, you should value these goods at their 
estimated selling prices, less direct costs of disposi- 
tion whether you use the cost or the lower of cost 
or market. 

The Treasury says that selling price means the 
actual offering of the goods during a period ending 
not later than 30 days after the date of inventorying. 

When you claim a reduction in the value of your 
inventory because of shop or shelf wear, damage, 
or outmoded fashions the burden is upon you to 
prove its true market value because of these de- 
fects. You may not take an arbitrary or blanket 
markdown from cost. To get a proper markdown, 
you must establish: 

That the goods are in fact shop-worn, or damaged, 
or out-moded because of style changes. 

A true market value (the selling price, less the 
direct cost of disposition), and 

That this market value is less than their cost. 

An inventory loss due to a casualty, theft, or other 
involuntary conversion is reflected in cost of goods 
sold by omitting the destroyed items from the clos- 
ing inventory. Where you receive insurance proceeds 
for the loss, include the proceeds in gross income. 


How to Change to a New Inventory Method 


An inventory method must be used consistently in 
every year unless the Treasury allows you to change 
to another method. 

To change, you must apply for permission within 
90 days after the beginning of the year for which 
the change is to be made. With your application you 
must show the classes of items that will be treated 
differently under the two methods, the amounts that 
will be duplicated or omitted by the change. 

You will not get permission to change until you 
agree to terms that will be given you. That may 
involve adjustment of prior years’ returns and pay- 
ment of taxes for some prior years. 

State your case to the Treasury and it will advise 
you fully. 

To change to the last-in, first-out basis, “Lifo.” 
your application on Form 970 can be filed with the 
return for the year it is first to be used. You must 
also give detailed information of beginning and 
closing inventories for that first vear and the be- 
ginning inventory of the preceding year. 

Manufacturers converting to “Lifo” must show 
many details of their cost computations. They also 
may be required to make adjustments to inven- 
tories of prior years. 

Be sure you make a formal application on Form 
970. If you use “Lifo” without it, the Treasury can 
later come in and refigure your income by using 
first-in, first-out (“Fifo”’) if that gives a higher tax. 


The second article in this Lasser series will 
be published in an early issue. The second article 
will take up the methods of figuring depreciation. 
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you can use to make more sales 


Fred W. Kuester who owns four 
hardware stores in Evansville, Ind. 
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When a customer walks through the door of one of Fred Kuester’s four 
hardware stores in Evansville, Ind., it costs him 23 cents. That is the way 
he figures his overhead breaks down per customer. In other words, Mr. 
Kuester has to sell a customer merchandise that carries a gross margin 
of 23 cents just to break even. He has to sell the customer more merchan- 
dise than that, to make a profit. Here are four things Mr. Kuester is doing 
at one of his stores to help customers buy more hardware and housewares. 


These are things you may want to adapt to your store. 





INFORMATION 
CENTER 


Intormation-seeking customers are served at 
this center near middle of self serve store. 
Sign, on post, is high enough to be seen from 
entire sales floor. Customers ring bell, and 
clerk comes over to serve them. Customer may 
want information on location of merchandise 
in store, or product knowledge on a specific 
item. Information center also serves for plain 
and gift wrapping of merchandise. 


Pipe sales tripled when this machine was placed 
on the sales floor. The equipment paid for itself 
in three months, Mr. Kuester estimates. Charges 
for cutting and threading pipe are 10 to 30 
cents. Income from this work is substantiai. 
More important is the sale of pipe. Machine 
was located on the sale floor, near a service 
counter at the rear of the store, along a main 
traffic aisle. Customers are well aware that 
Kuester Hardware has a complete plumbing 
section. 


r 
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Four ideas you can use to make more sales 
(Continued ) 


Mass displays on sales floor give Kuester Hard 
ware extra display space. Merchandise in pack 
ing cartons are stacked on floor, three to six 
feet high. One or more items are removed 
placed on top of carton pile. This display idea 
is especially effective at Christmas, for massed 
displays of toys and of housewares promoted 
as giftwares. 


Fasteners in packages get mass display treat- 
ment. Vertical perforated pane! board pro- 
vides the backboard for the fixtures that hold 
the packages. Overstock is on the shelf below, 
for sales in larger quantities. 
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3 ideas 


for your checkout counter 


The modern checkout counter helps sell merchandise, besides providing 


space to wrap packages. Here are ideas you can use to set up your counter. 


The checkout counter is assigned extra duties in the modern hardware store. 
These are duties above and beyond the basic use of the counter for wrapping 
packages and for ringing up sales on the register. 

The counter can increase the amount on sales tickets. Customers have com- 
pleted their purchases when they reach the checkout counter. Yet, impulse mer- 
chandise displayed at the checkout counter suggests further needs. Customers 
see and feel the items, decide to buy, and another sale is added to the ticket. 

The checkout counter area also serves as the manager’s office in some stores. 
This location places the manager near the cashier. Decisions on checkout prob- 
lems can be given promptly. The manager also has a sweeping view of the sales 
floor, if the combination checkout-office is near the center of the store. 

Hardware Age has received letters from many dealers asking for ideas and 
plans for the checkout counter area. Three ideas for checkout counters are on the 
following pages. These plans were drawn by James Kiley, hardware store con- 
sultant, who has designed fixtures, laid out floor plans, and located stock on the 
sales floor for many hardware stores. 

These three plans can be changed to fit the special needs of any hardware store. 
The various elements are basic. Overall dimensions are not given, so the wrap 
counter and display units can be fixtures already in a store, or built special for 
the space available. 

The Fig. 1 plan includes a desk for the store manager. The desk is located on 
the side opposite the wrap counter so there is no interference with the cashier. 
This plan has display fixtures on two sides, plus a special impulse display on the 
wrap counter. The entire area is not taken from the store’s selling area. 

Fig. 2 uses floor space around a pillar. A pillar frequently gives a dealer a 
problem on arranging selling space. This checkout counter can be shifted to make 
the best use of space around the pillar. 

Fig. 3 shows how wall space can be used in a store where floor area cannot be 
set aside for a checkout counter. 


For three ideas for your checkout counter 
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3 ideas you can use for your checking counter 
(Continued) 


Here is a combination checkout unit and a small office for the store. A three-shelf 
display unit for seasonal and impulse merchandise is at the right, marked A, and 
also in front of the desk, marked B. This combination checkout-office can be located 
near the center of the store, as a good observation point to watch the entire sales 
floor, and to check out customers. Needed to build this unit: 2 x 4 in. framing 
5 in. plywood, perforated paneling, metal shelf supports. 
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You can build a checkout unit around a post. Counter 
tops and bins display impulse items. Supplies are kept 
under counter tops. An overhead sign directs traffic 
to checkout unit. Needed to build this unit: 8 in. glass 
bins, 2 x 4 in. framing 5% in. piywood. 
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Here is a checkout unit along a wall. Perforated panel 
background displays impulse merchandise. This unit is 
especially suited for store that has few peak hours, and 
where cashier works in other areas of store. Needed 
to build this unit: 2 x 4 in. framing, overhead or back- 


drop light, plywood. 
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Signs over the canopy identify this store, by its local 
name and as a member of the Pro Program. 


A dealer tells 


What I get from a 


wholesaler’s program 


How the management tools of better control of stock and 


reordering helped this dealer improve turnover and profit. 
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Dealer Frank Aldrich sets up stock ordering cards on some bins. 


What does a dealer expect to get from a whole- 
saler’s program? 

Does a dealer think the biggest benefit will be a 
modernization plan for his store? Or, does a dealer 
think management aid for his store is more impor- 
tant? 

Frank C. Aldrich is a hardware dealer around 
Providence, R. I., who joined in a wholesaler’s pro- 
gram. What Mr. Aldrich wanted most was manage- 
ment aid. He got what he was looking for: better 
turnover through stock control. 

Mr. Aldrich’s experience shows how a wholesaler’s 
program can give a dealer the management tools he 
needs to work out his particular problem. 

In Mr. Aldrich’s case the management problem had 
been pretty well set up. Mr. Aldrich had worked for 
several years with his figures. He knew what his 
sales were by departments, also his purchases and 
inventories. The figures pointed up the need for 
more sales. Yet, Mr. Aldrich knew that just selling 
more goods was not the answer. He saw that he 
needed to get his stock under control. 

Then along came his supplier, the wholesale firm 
of Decatur & Hopkins Co. out of Boston with the 


Sales off these shelves should come to $24 per square 


toot per year. 
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Pro Program. Mr. Aldrich grasped the importance 
of the program. He saw in it the tool he needed to 
work his stock around to a better turnover rate, thus 
increasing his net profit. 

“IT can see even more clearly now than I could then 
the importance of a good system of stock control.” 
These words were spoken recently by Mr. Aldrich. 

Mr. Aldrich began to glimpse the need for better 
management back in 1956. That was the year he 
began to gather complete figures, by departments. 
This he continued through 1957. 

The figures were worked up in tables on big sheets 
of brown wrapping paper. Then one day Mr. Aldrich 
took the men from his store out to dinner. He wanted 
to get them away from the store. He wanted to talk 
over the figures in a relaxed atmosphere. He wanted 
his people to have the full picture, so they could join 
with him in appreciating the need for a management 
approach to the problem. 

Mr. Aldrich dramatized his net profit problem by 
pointing out that each square foot of shelf space 
should account for $2 in sales each month. Yet, the 
figures over the two years showed that some areas 
of the store turned up sales of $6 a year per square 
foot of shelf space. That was too far from the $24 
per square foot goal. 

Meanwhile, Mr. Aldrich had taken on another store. 
This store was in a shopping center in Warwick, R. I. 
Here is where Mr. Aldrich made his move to use the 
Pro Program as a management tool for better turn- 
over. 
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Bargain counter helps keep goods moving. If an item 


stays too long on the shelf, it is placed on this table for 
clearance. 


The first step was to take a complete physical in- 
ventory of the store. Then the basic stock list of 
Decatur & Hopkins was used. The store’s inventory 
figures were transferred to the basic stock list. The 
comparisons showed clearly the stock level for each 
line. 

It might seem, at first glance, that such a compari- 
son would show up the need to cut back on the store’s 
total inventory. It did not. After the figures were 
put together, total inventory of the store went up. 

The second step was to set up reordering to main- 
tain stock levels. Maximum-minimum quantity tickets 
were set up for each item. 

The net result of these moves was to get stock 
under control, to set up reordering in relation to sales, 
to improve turnover. 

The Pro Program was devised by Paul Cosgrave & 
Associates, and another phase of the service which 
Decatur & Hopkins makes available to its dealers is 
store modernization. 

Store modernization, however, to Mr. Aldrich is not 
the most important part of the program. Mr. Aldrich 
is quick to point out that in his case he started with 
a rather modern store. A modern store, well laid out, 
with adequate lighting is important to success, he 
points out. Yet, in Mr. Aldrich’s opinion the biggest 
benefit in a wholesaler’s program is the management 
tool that helps a dealer control his stock and improve 
his turnover rate. That is what Mr. Aldrich wanted 
in his wholesaler’s program. That is what he got. 

@ End 





Brighter store, better profits when you... 


Merchandise artificial flowers 


A dealer finds an unusual traffic appeal in 


low-investment, high margin artificial flowers. 


Unusual merchandise often pays 
off in a hardware store. 

Popular, but still somewhat un- 
usual, artificial flowers and fruit 
have been a success as a specialty 
line in four southern stores. 

“We brighten our store, and our 
profits year ’round, with lifelike 
flower and fruit arrangements,” 
says Mrs. R. Watters. 

Mrs. Watters manages this 
section for the Watters Paint & 
Hardware Co., Birmingham, Ala. 
The firm also has three suburban 
stores. 

Profit from artificial fruit and 
flowers? A check of this market 
shows profit margins of 50 percent 
are common. 

Mrs. Watters builds flower ar- 
rangements on the spot, from open 
stock of various types, to suit the 
whims of customers. Unit sales 
may run from 50¢ to $10 and more. 

The Watters store has conducted 
an arranging contest among local 
garden clubs. Winning arrange- 
ments were put on sale in the 
store. 

Porcelana, plastic, wax and fibre 
flowers and fruit are available 
from many sources. They have 
grown greatly in popularity in re- 
cent years. 

These life-like imitations com- 


Mrs. Watters says “It looks like spring all year in my department.” 


plement gift and housewares de- 
partments. They add a _ bright 
touch to any corner of a hardware 
store. 

“The artificial flower market is 
growing,” Mrs. Watters says, “be- 
cause of the authenticity of the 
flowers. Discriminating customers 


once would buy nothing but real 
arrangements. 

“Now these customers are satis- 
fied with clever imitations.” 

The Watters stores have had 
several years of experience with 
this line, and foresee an increasing 
sales volume. @ End 
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How to 
sell more 
builders’ 


hardware 


Feature replacement sales to home 
owners, original equipment sales 

to builders of quality homes. Here 
is an &-point program you can use 


to sell more builders’ hardware. 


The homeowner replacing original equipment is 
the best retail market for builders’ hardware. 

J. Oviatt Bowers Co., Tuscaloosa, Ala., has suc- 
cessfully built a builders’ hardware department on 
this premise. 

A few small builders of quality homes, usually 
constructing no more than one or two houses at a 
time, are Bowers’ secondary source of sales. 

Seven factors have helped this firm reach more of 
its market: 


Only one broad line of low-priced stock 


J. Oviatt Bowers Co. started a builders’ hardware 
department at the end of World War II mainly with 
competitive brands. It soon found it was competing 
with the five-and-tens and drug stores at small profit. 
Also, price shoppers proved to be poor customers for 
other hardware and housewares. 

A single, broad line of competitive-priced builders’ 
hardware, with a few fill-ins, was installed. it satis- 
fies the needs of regular customers. Much of this 
hardware is prepackaged in sets to build the unit 
sale price. 


More inventory in better grades 


Replacements are usually needed for items that 
customers feel did not adequately stand up under 
usage. Most of these customers want something bet- 
ter and sturdier. 


Impulse buying in builders’ hardware was stepped up by placing department next to cashier's counter. 
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On the other hand, a small builder seeks hardware 
to match the quality of the house he is erecting. 
Visible quality of the hardware is a major talking 
point in the sales pitch. 

Nearly equal amounts of builders’ hardware are 
now stocked, in medium and top grades. 


Wide variety in the better grades 


Quality buyers are fussier. Some wish to duplicate 
the builder’s original design but in better quality. 
Others plan to blend new hardware into a new deco- 
rative scheme for a distinctive home. 

Encouraging decorative changes improves dealer 
chances to sell complete sets instead of single re- 
placement pieces. 

Bowers’ promotion of builders’ hardware is directed 
at decorative changes by displaying the full ranges 
of stock in better style lines. 

Wide variety also draws general contractors for 
minor purchases. These are replacements, or fill-ins, 
on bulk supplies bought elsewhere. Such sales main- 
tain contacts that result in purchases of other hard- 
ware not involving quantity prices. 

Occasionally a good bulk sale is made to con- 
tractors disappointed by non-delivery from another 
source. 


Display shows variety to good advantage 


Display impresses shoppers with the wide variety 


in this department by a continuous line along one 
side of a main aisle. The wall behind is filled with 
back-up stock. Samples of everything are in full 
view, below, above or on the counter. 

Part of the builders’ hardware used to be dis- 
played on gondolas near the counter. This detracted 
from the mass effect of the present unified display. 


Build traffic through department 


Builders’ hardware is shown along the main aisle 
leading to the warehouse. Salesmen take shoppers 
through to examine bulky items in the warehouse. 
The business office, the bookkeeper and the manag- 
er’s desk are all at the back of the store. 

Customers arranging for, or paying off, credit pur- 
chases must pass the builders’ hardware displays on 
their way to these locations. 


Position next to related departments 


Traffic is also attracted by the hand tool section 
located just beyond builders’ hardware from the 
entrance. Across the aisle from builders’ hardware 
are plumbing supplies first, and then power tools. 

Proximity to power tools has proved mutually 
stimulating. The bulky units are visible from the 
doorway. They have natural attraction for any un- 
hurried male. Though the firm carried power tools 
for a dozen years at the back of the store, many 

(Continued on page 108) 


Moving power tools across aisle from builders’ hardware stimulated sales in both departments. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 99, and mail 


Item I 
Shelf standard display 


turquoise. Anchor Hocking’s jars 
can be used around the home for 
decorative purposes or to hold hard 


This yellow and black display is 
free with each order for two dozen 
packaged sets of M-D adjustable 
shelf standards and brackets. The 
standard assortment comes with 
one dozen 6-in. bracket sets and one 
dozen 8-in. bracket sets. Display is 
also available with two dozen 6-in. 
bracket sets or with two dozen 8-in. 


bracket sets. Sets retail for $3. 
Macklanburg-Duncan Co., Dept. 
HA, Box 1197, Oklahoma City, 
Okla. 


Item 2 
Decorated apothecary jars 


These apothecary jars are deco- 
rated in 22 K gold and black, 22 K 
gold and white, and 22 K gold and 
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candy, bath salts or other items. 


They retail for about 49¢ each. 
Anchor Hocking Glass Corp., Dept. 
HA, Lancaster, Ohio. 


Item 3 
Polyethylene rope in colors 


Customers for marine or sporting 
goods are traffic for New Bedford 
Cordage’s Colorope. It is made of 
lightweight polyethylene in_ red, 
white, yellow, blue and green and 
five combinations. This rope is use- 
ful for water ski ropes, mooring 
lines, buoy lines and camping uses. 
A counter display rack is free with 
each original order of ten 50-ft and 
ten 100-ft coils. It also comes in 


standard 600-ft and 1200-ft coils. 
New Bedford Cordage Co., Dept. 
HA, New Bedford, Mass. 


Item 4 


Three-way magnesium ladder 


This lightweight, magnesium 
All-Way Ladder is safe on uneven 





Here is a quick Check 
List of items described 
in the following pages 


surfaces and easily converts into a 
stepladder or extension ladder. It 
is rustproof, shock-resistant and 
won’t scuff, warp or bend out of 
shape. These ladders come in 6, 7, 
8, 9 and 10 ft sizes with 3-in. 
wide steps and front rail sections. 
A locking device holds the ladder 
firmly at desired position. White 
Metal Rolling & Stamping Corp., 
Dept. HA, 443 4th Ave., New York 
16, N. Y. 


Item 5 


Repackaged cabinet hardware 


Ajax cabinet hardware is now 
packaged in black boxes with the 
company’s new trade-mark on top 
in red and white. Boxes are 6%% x 
334 x 2%4 in. On one side there 
are drawings of the firm’s prod- 
ucts and on the opposite side a 
product guarantee is printed. The 


front panel contains all order fill- 
ing information. Ajax Hardware 
Corp., Dept. HA, 825 S. Ajax Ave., 
City of Industry, Calif. 


Item 6 
Two metal cutting files 


American pattern and _ milled 
curved-tooth files have been added 
to Victor Saw’s line of metal cut- 
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Shelf standard display 
Decorated apothecary jars .. 
Polyethylene rope in colors .. 
Three-way magnesium ladder. . 
Repackaged cabinet hardware 
Two metal cutting files 

Paste form steel repairer ... 
Carded oyster-clam knife .... 
Aluminum ladder rolls up .... 
Line of decorated glasses ... 
Soil-care mower attachment .. 
Carded felt-tip markers 
Nozzle with spray dial 

Wall or table ice-crusher .... 
Lightweight coffee server .... 
Repackaged outdoor torch ... 
Special on three-way tool ... 
Low-cost gift ribbon line .... 
Low-cost hose end sprayers .. 
9-in power edger-trimmer ... 
Two outdoor cooking sets ... 
Hand tool assortment deal ... 
Rack for three rope spools ... 
Formal melamine dinnerware. . 
4s-hp riding rotary mower .. 
Double-bliaded cultivator 
Floor edger for rental use ... 
Inswinging door bracket 

Finish with plastic base 

Nine aluminum nail types .... 
Reversible switch drill 

89¢ revolving lawn sprinkler .. 
Carded lock, keys, screws .... 
Eight machinists’ vises 
Furniture leg sample kit 

Two vacuum bottle displays .. 
Rotary power mower line .... 
Repackaged table supports ... 
Lawn mower blade sharpener 
New slide action carbine .... 
Nozzle set in sprayer kit .... 
10-qt unbreakable dish pan... 
20-qt capacity step-on can .. 
New ratchet wrench grips ... 
Squeeze-bottie glue deal .... 
Furniture antiquing system .. 
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NEW EQUIPMENT FOR STORE 
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[] Two new electric staplers ... 





ting tools. American pattern files 
cut hard or soft materials. They 
are useful for lathe filing, sharpen- 
ing mill or circular saws and clean- 
ing rough castings. Milled curved- 
tooth files are handy in garages 
and machine shops. A self-clearing 
feature of the curved-tooth files 
enables each tooth to take a bite 
out of the work and clear itself 
of chips. Victor Saw Works, Inc., 
Dept. HA, Middletown, N. Y. 


Item 7 
Paste form steel repairer 


Quick permanent repairs to 
metals, wood, plastics, concrete and 
other materials can be made with 
Devcon Steel, a mending, caulking 
and bonding material. This paste 
form of steel comes in a squeeze 
tube package and can be applied 
directly without a hardener. It 
hardens in two hours to a steel-like 
metal. Metallic finishes can be pro- 
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duced by rubbing the hardened 
Devcon Steel with various metals. 
Retails at 98¢ per tube. Half pints, 
quarts, gallons and drums are 
available. Devcon Corp., Dept. HA, 
Danvers, Mass. 


Item 8 
Carded oyster-clam knife 


Goodell’s oyster and clam knives 
are now on blue and white cards 
with a nautical background. They 


come in three sizes and types in 
stainless steel and carbon steel. 
Instructions on how to open oysters 
and clams are printed on the back 
of the pre-priced cards. Goodell 
Co., Dept. HA, Antrim, N. H. 


Item 9 
Aluminum ladder rolls up 


Aladdin’s Ladder, available in 
12-ft and 16-ft lengths, rolls up 
into a compact bundle for easy 
carrying. The 16-ft size is 20 in. 
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in diameter when it is rolled up. 
It can be unrolled and locked into 
a rigid ladder in less than a min- 
ute. This aluminum ladder sup- 
ports more than a half ton in the 


Ps 


center at a ladder position of 75% 
deg. Aladdin’s Products, Inc., Dept. 
HA, 50 W. Broad St., Columbus 15, 
Ohio. 


Item 10 
Line of decorated glasses 


This checkerboard pattern in 
yellow is one of the new designs in 
Continental Can’s 1960 Hazelware 
decorated glass line. It comes in a 
juice glass, tall tumbler, Hi-Ball, 


three sizes of iced-tea glasses, juice 
decanter and an ice lip pitcher. 
This design comes individually 
packed, in bulk packages and in a 
7-pe set. The tumblers come in 4-pc 
and 6-pce sets. Retail prices for the 
items range from 10¢ to 79¢. Con- 
tinental Can Co., Dept. HA, 100 E. 
42nd St., New York 17, N. Y. 


Item 11 
Soil-care mower attachment 


Materials to seed, weed and feed 
lawns are dispensed during mowing 
with the Sunbeam Piggy-back 
Pow-R-Spreder. It attaches easily 
to Sunbeam gasoline model self- 
propelled rotary mowers. The unit 
distributes materials evenly and 
follows the cut of grass. Its accu- 
rate, easy-adjusting 10-position 


control automatically sets the 
amount to be spread. Sunbeam 
Corp., Dept. HA, 5600 Roosevelt 
Rd., Chicago 50, Ill. 


Item 12 
Carded felt-tip markers 
Draws-A-Lot, a new  felt-tip 
marker, is handy for use in homes, 
schools and offices where permanent 
marking is not needed. Carter’s 
handy pen-size marker draws and 
colors on most surfaces. It comes 
in eight ink colors that are easily 
removable from washable fabrics 
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and are also not toxic. The markers 
are carded and pre-priced at 39¢ 
each. Permanent wire display racks 
are available. Carter’s Ink Co., 
Dept. HA, Cambridge, Mass. 


Item 13 
Nozzle with spray dial 
Sherman’s Dial-A-Spray nozzle 
features thumb control dialing for 
any desired spray pattern from 
hard stream to gentle misting 
spray. This thumb control allows 
one hand operation. The nozzle 
operates well at high or low pres- 
sure. It is made of white Cycolac 


and is lightweight. Nozzles come 
carded and bulk packed. They re- 
tail for 68¢. H. B. Sherman Mfg. 
Co., Dept. HA, 22 Barney St., 
Battle Creek, Mich. 


Item 14 


Wall or table ice crusher 


Here is Rival’s Ice-O-Mat com- 
bination table and wall ice crusher. 


It comes with a chrome wall 
bracket. It has rubber feet and a 
removable cup which holds a tray 
of crushed ice. This doubles as a 
serving pitcher. A double-action 
handle adjusts to make coarse or 
fine ice. Blades are stainless steel. 
This model, retailing for $9.98, is 
available in five colors. A chrome 
model with a black cup retails for 
$11.95. Rival Mfg. Co., Dept. HA, 
86th and Bennington, Kansas City 
29, Mo. 


Item 15 
Lightweight coffee server 


This Thermos brand plastic-cased 
vacuum insulated coffee server is 
lightweight and comes in two-tone 
gray or two-tone brown colors. A 
Stronglas filler keeps drinks hot or 
cold for hours. It has a dripless 
pouring lip and a convenient flip 
cover aids filling. The two-cup 


model retails for $9.95 and the 
four-cup server for $10.95. Amer- 
ican Thermos Products Co., Dept. 
HA, Norwich, Conn. 


Item 16 
Repackaged outdoor torch 


Redi-Torch, a disposable outdoor 
torch, is now available in a new 
package and a self-display master 
carton. The package holds six fuel- 
containing torch heads, two 5-ft. 
sectional torch standards, two wire 
torch head holders and six wicks. 
Eight packages are shipped in a 


display carton that takes less than 
2 sq ft of floor space. Harrison Oil 
Specialties Co., Dept. HA, Miul- 
waukee, Wis. 


Item 17 
Special on three-way tool 


You can sell your customers three 
tools in one unit with Vaco’s 3-in-l 








| ON RINT C7 Cte. Coeags 











reversible screw and nut driver, 
shown. It consists of a Phillips 
screwdriver bit and a_ regular 
driver bit on a reversible blade plus 
a ¥4-in. hex nutdriver fitted on the 
handle’s dome. This carded tool, 
called Value #2, is priced at $1.25 
for Hardware Week. Vaco’s Crim- 
cut Tool in a special package with 
an assortment of solderless ter- 
minals, regularly a $4.64 value, 
is specially priced at $3.69 and 
called Value #1. Vaco Products Co., 
Dept. HA, 317 E. Ontario St., Chi- 
cago 11, Ill. 


Item 18 
Low-cost gift ribbon line 


You can use this low-cost gift 
ribbon line, called Chiprene, to 
wrap packages for your customers. 
This laminated ribbon comes in 14 
lustrous colors and in four widths, 
from 7/16 to 1% in. It comes in 
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100 yd bolts and accommodates bow 
making machines. A wrought iron 
ribbon dispenser is free with every 
12 bolts ordered. This portable dis- 
penser can be permanently installed 
and holds 8 to 12 bolts. Rippl-Tie 
Products Co., Division of Chicago 
Printed String Co., Dept. HA, 2725 
Armitage Ave., Chicago 47, Ill. 


Item 19 


Low-cost hose end sprayers 


Automatic blending, push-button 
shut-off valve and a shatterproof 
polyethylene jar are features of 


two Universal low cost hose end 
sprayers. Model 506 has 6-gal 
capacity and Model 520, shown, 
has a 20-gal capacity. Both sizes 
have an adjustable nozzle for any 
angle of spray. The translucent 
jar is marked for easy measuring 
of spray concentrate. A _ third 
sprayer, Economy Model 110, has 
a 10-gal capacity and is flat- 
shaped. Universal Metal Products 
Co., Div. of Air Control Products, 
Inc., Dept. HA, Saranac, Mich. 
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Item 20 
9-in. power edger-trimmer 


Here’s an edger-trimmer that is 
easy to maneuver when edging 
curved walks or trimming around 
trees, shrubs and flower beds. This 
Moto-Mower unit has a 2-hp en- 
gine, a 9-in. shatterproof, steel 
blade and three wheels. A flip-over 
foot control converts the unit from 
trimmer to edger. A locking con- 
trol handle adjusts the blade angle. 


Throttle, depth and edging con- 
trols are on the handle. Retails for 
$89.95. Moto-Mower, Inc., Dept. 
HA, Richmond, Ind. 


Item 21 
Two outdoor cooking sets 


Your camping and boating cus- 
tomers will be traffic for Mirro’s 


12 and 14-pe camp sets now offered 
at a special promotion price. The 
12-pe set has a 4 and 8-qt kettle, 
2-qt coffee pot, 10-in. fry pan, four 
plates and cups, and a fry pan 
handle. The 14-pc set includes these 
items plus a 2-qt kettle, 9-in.. fry 
pan and extra fry pan handle. The 


12-ps set, regularly $9.95, is spe- 
cially-priced through May 31 at 
$8.88. The 14-pc set, regularly 
$12.95, is $10.98. Mirro Aluminum 
Co., Dept. HA, Manitowoc, Wis. 


Item 22 
Hand tool assortment deal 


Fuller’s Magic No. P-69 tool 
merchandiser holds four each of 


eight tools and tool sets. Each of 
the tools is valued at $1 and retails 
for 69¢ during Hardware Week. 
The assortment includes: hex key 
sets, mallets, tool sets, utility 
knives, files, keyhole saw sets, and 
screwdriver sets. The merchan- 
diser’s stock retails for $22.08 and 
your cost is $14.72. Open stock re- 
fills are available. Fuller Tool Co., 
Dept. HA, 3522 Webster Ave., New 
York 67, N. Y. 


Item 23 
Rack for three rope spools 

This Senior Servi-Rak holds 
three spools of Hooven & Allison 
rope in 18 x 23 in. of floor area. 
Rope spools are available in manila, 
sisal, nylon or polyethylene in se- 
lected sizes from 3/16 to ™% in. 
The unit dispenses up to 440 con- 
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“STANDARD” carded hardware 
attracts customers... 
boosts impulse sales 


“Standard” carded household hardware, on counter or 
peg board, sells itself! It commands attention, presents a 
forceful visual sales message . . . permits the customer to 
try all moving parts. 


Besides saving valuable personal sales time, “Standard” 
hardware is easy to price . . . simple to stock. All parts and 
screws are packaged securely on an attractive 3-color card. 


It will pay you to “Standardize” on 
the original line of carded hardware 
complete with screws—the “Standard” 
line. A-1186A 





“Standard” Roto-Rack holds 
41 fast turnover items 


S828 Sneiby Metal Products Company 
——— Shelby, Ohio 


facts? Circle 146, p. 99 




















“WE'RE ON ‘EASY STREET" NOW THAT WE'RE SUGGESTING 
MASKING TAPE WITH EVERY PAINT SALE!” 





“SCOTCH” and the plaid design ore registered trademorks of 3M Co., St. Poul 6, Minn. 
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Flush-Mounted, 
"Can't-Slip" Nut 
Securely Anchors 
Bolts in Wood! 


‘* ae ee. a ere eI oe 
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*T. M. Reg. U. S. Pat. Off, 


Build-it-yourself fans will be asking 

for DOT TEENUTS because they'll 

use them as specified in famous 

EASI-BILD PATTERNS for making 

many useful and wanted projects 

around the home. Handymen will 

5 want ‘em for repairs. Stock up now 

SELF-SERVE on TEENUTS and other items in the 
DISPLAY PAK DOT LINE. 


ORDER FROM YOUR WHOLESALER 
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tinuous feet of %-in rope or 2200 
continuous feet of 3/16-in. rope. 
This rack is free with the purchase 
of three spools of rope. Hooven & 
Allison Co., Dept. HA, Xenia, 
Ohio. 


Item 24 
Formal melamine dinnerware 


Homemakers who want melamine 
dinnerware for formal entertaining 
will be traffic for Watertown’s 
Granada pattern. The rim-shaped 


plates are decorated with gracefully 
interlaced lines and curves inspired 
by Moorish design. The background 
is translucent white. A set of 45 
pieces sells for $49.95. Watertown 
Mfg. Co., Dept. HA, 175 Porter St., 
Watertown, Conn. 


Item 25 

4'/2-hp riding rotary mower 
This 414-hp riding rotary mower 

has been added to Great Lakes 

Tractor’s 1960 Premium line. Model 

240-R features impulse starting, 
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meshed gear transmission, foot 
pedal operation and rear axle dif- 
ferential. Other features are pneu- 
matic rear wheels and an _ up- 
holstered seat and back rest. A 24- 
in. cutting blade can be raised in- 
stantly while machine is operating 
and it returns automatically to the 
originally set height. Retails for 
$244. Great Lakes Tractor Co., 
Dept. HA, 510 Hanna Bldg., Cleve- 
land 15, Ohio. 


Item 26 
Double bladed cultivator 


This Hickox Hoe-Boy long-han- 
dled multi-purpose garden tool aids 
weeding and cultivating jobs. Two 
steel blades act as a double-edged 
knife to cut off weeds at their 
roots. A push/pull action deeply 
cultivates the soil and eliminates 
raking. It’s handy for under low 
hanging trees, thorny bushes and 


other hard to reach places. This 
light tool retails for $3.95. Merritt 
Engineering Co., Dept. HA, 674 
23rd St., Oakland 12, Calif. 


Item 27 
Floor edger for rental use 

If you are looking for additional 
rental machines for your depart- 
ment, here’s a Nedco floor edger 
that achieves professional results. 
It can be easily serviced with ordi- 
nary shop tools. The unit is light- 
weight and reduces dust to a mini- 
mum with an oversized fan and 
convenient bag. A special timing- 


belt drive reduces noise and vibra- 
tion. Sanding discs can be easily 
changed with a disc-locking device. 
Three sanding discs, 25 ft of non- 
marking cord and a wrench are 
included. Nedco Co., Dept. HA, 27 
Jones Rd., Waltham 54, Mass. 


Item 28 
Inswinging door bracket 


With this special bracket, instal- 
lations can be made of Ideal's 
heavy duty door closer to inswing- 
ing combination and jalousie doors. 
Other Ideal door closers for in- 
swinging doors can be adapted with 
this bracket. An inswinging latch 
for inswinging combination and 
jalousie doors is also available. 
Ideal Brass Works, Inc., Dept. HA, 
250 E. 5th St., St. Paul, Minn. 


Item 29 
Finish with plastic base 


Gay-Lon, Seaboard Lacquer’s new 
plastic base finish, provides a fast- 
drying, stain resistant satin finish 
on all wood surfaces, linoleum and 
printed sheet rock. Normal cover- 
age is 400 sq ft per gallon. Brushes, 
rollers or spray equipment may be 
used for applications. Comes in 





Here's a new idea in electric hand saws 


the new 


WELLSAW 


4O0O 


designed to sell because 
it answers a need 


One of the basic principles of marketing is to 
find out what the customer wants and then 
provide it for him. 

Here’s a product that meets this requirement 
—the Wellsaw Model 400 electric hand saw— 
a completely new idea. 

For regular cutting, the Model 400 handles 
much like the good old hand saw, except you 
apply a firm guiding pressure only—the motor 
carries the work load. Anyone who can cut 
accurately with a hand saw can become equally 
proficient with the Wellsaw 400. 

The unmatched versatility, the convenience 
and ease of handling—the capacity to weight 
ratio—the special patented blade, guided full 
length by rigid support—and operator safety 
are big sales features. 

Demonstrated and used on many job applica- 
tions, the Wellsaw Model 400 has been greeted 
with enthusiasm. You can capitalize on this 
enthusiasm by asking for complete dealer infor- 
mation, including dealer’s demonstrator plan. 
Make your move to cash in on this new, profit- 
able power tool right away—write today! 
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WELLS MANUFACTURING CORPORATION 
503 FOURTH AVENUE 
THREE RIVERS, MICHIGAN 
Want more facts? Circle 148, p. 99 


HARDWARE AGE, February 25, 1960 © 89 





PROFIT TIPS 
FROM 


“BAIT OF CHAMPIONS” 








TIP NO. 1... BOTTOM BUMPER® NEW! 
A jig designed to sink properly so it won’t 
hang up. Choice of floating 6 in. worm or 
8 in. eel tail. Both give life-like action. 
5, 4, oz., black or red. Packed 12 to a 
display card. Retail $.75. 


TIP NO. 2... JITTERBUG® 


Erratic surface action calls in the biggest 
ones. Fishermen swear by it. %, %, %4 
oz., 8 colors. Packed 6 to display box. 
Retail $1.35. 


TIP NO. 3... HULA POPPER® 


Can be plunked, popped, twitched or 
jerked. A killer for bass. 5, 14 0z., 8 colors. 
Packed 6 to display box. Retail $1.35. 


Every year, more and more fishermen are 
filling their tackle boxes with these proven 
Arbogast “Bait of Champions” lures. Be 
sure you have a complete selection. Every 
lure in new, sell-on-sight bubble package. 


Powerful national CONSUMER AD- 
VERTISING CAMPAIGN in leading 
Outdoor Magazines stimulates sales, pre- 
sells Arbogast lures, helps make greater 
profits for you. 


SEE YOUR JOBBER TODAY! 


Write for FREE COLOR CATALOG on 
“BAIT OF CHAMPIONS” 


FRED ARBOGAST COMPANY, INC. 
Dept. HA-1,313 W. North St., Akron 3, Ohio 
Want more facts? Circle 149, p. 99 
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1-qt, l-gal or 5-gal cans and 12-oz 
aerosol containers. Seaboard Lac- 
quer Co., Dept. HA, 3105 W. Cold 
Springs Lane, Baltimore, Md. 


Item 30 
Nine aluminum nail types 


Nine types of aluminum nails for 
exterior construction have been 
added to the Kaiser Aluminum line. 
The nails are designed to meet new 


FHA requirements for nonstaining 
and noncorrosive fasteners. The 
nails come in red and black foil 
labeled containers. Kaiser Alumi- 
num & Chemical Corp., Dept. HA, 
Kaiser Bldg., 1924 Broadway, Oak- 
land 12, Calif. 


Item 31 
Reversible switch drill 


Ram Tool’s Model R550-3 is a 
14-in. reversible switch drill with 


a Universal AC-DC motor. It is 
encased in a mirror finish housing 
with 3-conductor cord, rated in- 


dustrial heavy duty. Other features 
are a Jacobs geared key chuck, 
multiple thrust bearings and helical 
gears. Comes in a counter display 
package. Ram Tool Corp., Dept. 
HA, 411 N. Claremont Ave., Chi- 
cago 12, Il. 


Item 32 
89¢ revolving lawn sprinkler 


More than 1,000 sq ft can be wa- 
tered with Lafayette’s Model No. 
100 retailing for 89¢. This revolv- 
ing sprinkler has a turbine action 
clog-proof spinner head and an un- 
breakable base. The sprinkler head 
is red and the white base has metal- 
lized inserts. Each unit is on a dis- 


; 


play card. Twelve units come as- 
sembled in a display box. Lafayette 
Brass Mfg. Co. Dept. HA, 409 La- 
fayette St., New York 3, N. Y. 


Item 33 
Carded lock, keys, screws 


Loxem’s Safety Lock now comes 
with two individually-fitted keys 


PREVENT BURGLARIES 





and tamper-proof screws on a blis- 
ter pack. The card is pre-punched 
and lists features of the lock. It 
retails for $3.75. Lorem Mfg. Co., 
Dept. HA, 481 Main St., New 
Rochelle, N. Y. 


Item 34 
Eight machinist's vises 


Wilton’s new series of machinist 
vises range in jaw width size from 
214 to 8 in. Maximum openings in 


the series range from 3 to 12 in. 
and throat depth range is 2 to 51 
in. These vises feature permanent 
grease pack for life-time lubri- 
cation, vibration-proof mounting 
screws, malleable castings and a 
side selection of interchangeable 
jaw faces. Illustrated instructions 
and a guarantee certificate are in- 
cluded. Wilton Tool Mfg. Co., Dept. 
HA, Schiller Park, Ill. 


Item 35 
Furniture leg sample kit 


This free sample Wilkenson Leg 
Kit counter display can help in- 











crease sales to do-it-yourself cus- 
tomers. The kit contains two ta- 
pered metal seamless legs, one 
with a brass finish and one in cop- 
pertone plus one square leg in 
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attracts customers 
speeds sales 
prevents damage 





OPAL makes selling 

screening easy! No 

more heavy, hidden 

inventories . . . no 

more snarling wire, clerks 

and customers. Opal’s new com- 
bination rack and screening offers 
help you these five important ways... 





DISPLAY 
Speed Turnover—Point-of-purchase display sells more 
merchandise. 
Save Time—OPAL’S ‘‘Marked and Measured”’ speeds dis- 
pensing right from the rack. 
Reduce Inventory—Through more efficient control of stock. 
Improve Service—Customers aren't kept waiting . . . you 
save time. 
Save Floorspace—Arttractive, compact takes only 6-sq. ft. 
of floor space. 





Choose your Opal Screening Department now— 


Offer No. 1—Display Rack plus 10 100’ rolls of Opal Galvanized 
Screening (2534 sa. ft.) 


Offer No. 2—Display Rack plus 5 100’ rolls of Opal Aluminum 
Screening (1267 sq. ft.) 

Offer No. 3—Display Rack plus 5 100’ rolls of Opal Vinalume 
Screening (1267 sq. ft.) 

Offer No. 4—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Aluminum Screening (2534 sq. ft.) 

Offer No. 5—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Vinalume Screening (2534 sq. ft.) 


NEW YORK WIRE CLOTH COMPANY 
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pewter finish and one unfinished 
natural hardwood leg. The display 
is only 10 in. high. Complete leg 
kits have four legs, 16 wood screws 
and four mounting brackets. Wil- 
kenson Mfg. Co., Dept. HA, 2916 
W. Lake St., Chicago 12, Ill. 


Item 36 
Two vacuum bottle displays 


Less than two sq ft of counter 
space is needed to display 16 Uni- 
versal vacuum bottles in the cor- 


rugated counter display shown. 
The colorful display highlights 
features of the bottle and is free 
with the assortment retailing for 
$37.36. A free standing floor dis- 
play made of metal with three 
tiers is available with a choice of 
two color assortments of 60 vac- 
uum bottles retailing for $134. 
Landers, Frary & Clark, Dept. HA, 
New Britain, Conn. 


Item 37 
Rotary power mower line 


This new line of four Pennsyl- 
vania heavy-duty rotary power 
mowers features low silhouette 
styling. Includes a 24-in., 22-in. 
self-propelled, 22-in. and the 20-in., 
shown. The 20-in. model has a 2-hp 
engine and the throttle control is 
on the handle. It has 7-in. semi- 
pneumatic tires, automatic recoil 
starter and a cutting height adjust- 
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ment from 1 to 3 in. A leaf mulcher 
kit is included. Pennsylvania Power 
Mower Div., American Chain & 
Cable Co., Dept. HA, Exeter, Pa. 


Item 38 


Repackaged table supports 


Dennix Leg Bracers, attachable 
table leg stabilizers, are now pack- 
aged four to a set in transparent 
plastic envelopes. These envelopes 
can be hung from the hole in the 
header, that prices and describes 
the item. The table leg stabilizers 
are made of brass and retail at 
$1.98 per set. A new low price for 


you is $12.24 for 12 packages. Den- 
nix Products Co., Dept. HA, 33-04 
Downing St., Flushing 54, N. Y. 


Item 39 
Lawn mower blade sharpener 


Any %-in. power drill can be 
turned into a sharpener for rotary 
lawn mower blades with Mower- 


Mate’s Sharpee drill attachment. 
Both sides of this aluminum oxide 
grinding wheel can be used. All 
metal parts are made of cadmium- 
plated steel. It can also be used to 
sharpen shovels, hoes, axes and 
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other edged tools. Comes carded 
and retails for $2.98. Mower-Mate 
Tool Co., Dept. HA, Box 100, Riv- 
erton, Kan. 


Item 40 
New slide action carbine 

A new high power, slide action, 
center-fire carbine, built for hard 
going in heavy brush country, has 
been added to the Remington line. 
This lightweight gun has an 184- 
in. free floating barrel and an en- 
eased bolt head. This carbine is 
chambered for high power car- 


tridges and has a new style fore- 
end for good gripping. Other fea- 
tures are double action bars, gold 
bead front sight and cross bolt 
safety. This carbine will be offered 
in 280 Remington, 30-06 and 270 
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Win. calibers. The 280 Remington 
will be ready in July and the others 
will be available earlier. Model 760C 
retails for $115.85. Remington 
Arms Co., Dept. HA, Bridgeport, 
Conn. 


Item 41 

Nozzle set in sprayer kit 
Here’s a deluxe paint sprayer 

kit that includes the BVI Electric 

Sprayer and an accessory sapphire 

nozzle set. This Burgess Vibro- 


crafter unit, called the VS-820, sells 
for $17.95. The nozzle set comes 
in a storage case and consists of a 
fan-spray nozzle, a fogging nozzle 
and ae circular spray nozzle. 
Burgess Vibrocrafters, Inc., Dept. 
HA, Grayslake, Ill. 


Item 42 
10-qt unbreakable dish pan 


Federal’s unbreakable dish pan 
with a 10-qt capacity handies 10- 


in. plates and has a special silver- 
ware soak compartment. A handle 
rim runs around the top of the 141% 
x 12 in. pan. The soak compartment 
has 1-in. openings and this 34g x 
3142 in. compartment can be col- 
lapsed. Comes in red, yellow, pink, 
turquoise and white retailing for 
about $1.98. Federal Tool Corp., 
Dept. HA, 3600 W. Pratt Bivd., 
Chicago 45, Ill. 


Item 43 
20-qt capacity step-on can 
Lincoln’s Beautyware square 
step-on can holds more than 20 
quarts. It is made of steel and has 
a wide recessed foot pedal that 
opens the cover. The cover has a 
built-in odor killing device. It’s 
available in enamel with a gal- 
vanized insert; chrome; chrome 
and enamel; copper and enamel 
with aluminum inserts; or stain- 
less steel with stainless steel inner 





pail. Enameled models come in four 
colors. Prices range from $8.98 
to $18.98. Lincoln Metal Products 
Corp., Dept. HA, 225 42nd St., 
Brooklyn 32, N. Y. 


Item 44 
New ratchet wrench grips 


New oilproof rubber grips have 
been added as features of Wright’s 
%¥g-in. drive and ‘%-in. drive 
ratchet wrenches. These new 
Wright-grips allow a harder pull 
without discomfort and more 


torque can be obtained without 
using a long handle. The handle 
of the %-in. drive also has been 
redesigned in an oval shape. 
Wright Tool and Forge Co., Dept. 
HA, Barberton, Ohio. 


item 45 
Squeeze-bottle glue deal 


Six bottles of Ad-A-Grip Glue, 
retailing for $1 each, are included 
free with one carton each of 2, 4 


and 6-oz size bottles. These sizes 
retail for 35¢, 60¢ and $1 respec- 
tively. Your net cost for Ad-A- 
Luster’s 6-Buck Bonus Deal NA-1l 
is $16.56 and it contains products 
retailing for $33.60. The unbreak- 
able squeeze bottles come in counter 
display cartons. Ad-A-Luster Prod- 
ucts, Dept. HA, 167 E. Third St., 
Mount Vernon 45, N. Y. 


Item 46 
Furniture antiquing system 


Your customers can get a num- 
ber of popular finishes with ACM’s 
furniture antiquing system. ACM 
Antique Plastic Finish comes in 
White Gold, Copper Tone, Coin Sil- 
ver, Green Gold and Bronze Tone. 
The antiquing job can be done in 
three simple steps without remov- 
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Deluxe 


POWER SLIDE 


Measuring Tape with 
“Slide Control” action* 


#\ 


*Hold finger tip 
on slide for full 
retraction. 


*Release finger 
tip to stop retrac- 
tion at any point. 


The only “Siide Control” tape on the market! 
Red and black ft. and in. markings, white 
faced; inside and outside measuring clip; 


available in 6’, 8’, 10’, 12’ lengths, 4%” blade. 





Deluxe 


LEATHERETTE CASE 


Precision Measuring Tapes 


50 and 100 ft. lengths, 3/8” blade, red & 
black ft. and in. markings, engineer’s hook. 


all-purpose scraping and cut- 
ting tool for every home 


SAFETY 
HAND SCRAPER 


Single, extra long cutting edge. With 3 blades. 


Deluxe, Standard and Thin Tapes (more 
than 20 models and sizes) from your 
Local Hardware Distributor, or write for 
new low price lists to: 


ATLANTIC 


INDUSTRIAL CORPORATION 
91-97 W. Runyon St. ¢ Newark 8, N.J. © Bigelow 3-5000 
Atlantic products also available in Canada 


Want more facts? Circle 151, p. 95 
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kL Order the complete Atlantic line of 





| hill St., 











BUYING CHECK LIST 


Want more details? Just circle item number on p. 99 


ing the old finish from the furni- 
ture. A colorful counter display, 
shown, window banners, brochures 
and dealer broadsides come with 
each assortment. Arthur C. Mangels 
Industries, Dept. HA, 410 Callow- 
Philadelphia 23, Pa. 


Item 47 
Redesigned screw packages 
Southern Screw’s consumer pack- 


| ages now have a diagonal repeat de- 


_ sign of its signature emblem. The 
_ boxes retain their dark green color 
| and Southern’s color-coded EZ to C 
| label system. Southern Screw Co., 
| Dept. 


HA, Box 1360, Statesville, 
N. CG. 


Item 48 
Mobile picnic supply cart 

A mobile supply cart called the 
Hi-Lo Grill Caddy is a handy unit 
for saving time and work at out- 
door barbecues. It stores 30 lb of 
charcoal in an automatic dispenser 





system. Separate compartments 
hold utensils, aprons and dishes. 
A utility table and slip-proof leg, 
spice rack, tool hooks and con- 
venience handle are included. Unit 
has 7-in. balloon tire wheels. It’s 
finished in Hammertone Copper 
and is 24 x 10 x 30 in. Union Steel 
Products Co., Dept. HA, Albion, 
Mich. 


Item 49 
Power rake with 33 tines 
Moto-Rake, a new power rake, 
removes thatch and opens up the 
turf to air and sunlight. It is pow- 
ered by a 3-hp, 4-cycle engine and 
it rakes an 18-in. swatch. The re- 
volving, belt-driven raking shaft 
has 33 replaceable tines. Other fea- 
tures are adjustable shaft, handle- 
bar grips, remote throttle control 


and a 12-gauge steel housing. It 
lists for $179.95. F. D. Kees Mfg. 
Co., Dept. HA, 700 Park Ave., 
Beatrice, Neb. 


Item 50 
Submersible coffee maker 


Cory’s Submers-amatic percola- 
tor for 4 to 18 cups of coffee can 
be submerged for easy washing. A 
Flavor-Selector lights up when the 
coffee has been brewed. A decan- 
ter-like pouring spout is stain-re- 
sistant and odorless. The chrome 
body of the appliance has a silver- 
tone metal collar and an attached 
cover that swings backward. The 
heatproof handle and base are 





American. Made 





@ 
; 


made of black plastic. Model DPS | 

comes in its own gift carton and STANDARD 
retails for $37.50. Cory Corp., H22-DA 
Dept. HA, 3200 W. Peterson Ave., | Drill 


Chicago 45, Ill. | Assortment 


Item 51 
Rust-inhibitive spray paint 
Moore’s Retardo rust-inhibitive 
paint is available in 16-0z aerosol 
spray cans. Wrought iron furni- 
ture and other exterior metal ob- 
jects can be effectively protected 
by Retardo spray finishing. Ben- 
jamin Moore & Co., Dept. HA, 
511 Canal St., New York 13, N. Y. 


Item 52 
Autographed baseball mitts 
Three autographed mitts are 


available from Draper-May nards . . . Twist Drills for the Hardware trade are made 
line. DG822 with Ed Bouchee | in America by American craftsmen. They are exactly 
autograph, shown, is for junior | the same quality as those furnished industrial users. 
players. It is made of heavy weight | Your customers, who include mechanics and other 
mitt leather with leather-lined palm tradesmen, recognize and require quality Name Brand 
and fingers, diagonal break felt pad | Twist Drills. Make your store quality headquarters. 
and loops for little fingers and Satisfy them—Sell them STANDARD 
thumb. It also has a two-piece web, | Display the H22-DA Assortment—it’s the smallest, 
adjustable wrist straps and inner most compact drill and drill set dispenser on the mar- 
processed greased pocket. The | ket! Occupies only 67 square inches of counter space. 
| Show STANDARD Quality Tools, like the pro- 
fessionals use. 
Size: 9 x 7% x 12%”. Two No. HS-45 and four 
Green hammerline finish. No. HS-6 Drill Sets. 


Holds 34 high speed Clear, Non-Breakable 

steel drills. plexiglas cover protects 
8 popular sizes all above from dirt and pilferage. 
\4%"’ diameter. All drills fit 4’’ Chuck. 


Ask your Hardware Wholesaler about 
STANDARD’S merchandising aids. 


STANDARD 


for beginning players and the 
Moose Skowron autographed model 
is a full size mitt. Mitts in this 


we ' : is 
Frank Toree autographed model is ST AN 1) A R }) | ( )( )] y ( ). : 
7 ab ‘ 7 | 


CHESTER AVENUE é 





BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 


Want more facts? Circle 152, p. 99 
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STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware line! 


-, STAR'S * 


“ner 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper, 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 


518 
t Type in %" 
DRAWER SLIDES 


#652 
All-stee!l 
sturdy drawer 
slide, mounted 
under drawer 
in center with 
only four nails 


SEMI- 
CONCEALED 
HINGE 
416 
r overlaid 


doors up to 4%," 
thick ‘ 





ALWAY MAGNET 
ATCH 


#232 

Only catch in Its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


aL PRODUCTS Co. 


STAR He 
1 Street Brookly" 
tier ‘ 


380 Bu 


Seld through wholesalers only 
Want more facts? Circie 153, p. 99 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 99 


Big Dipper series are not oiled. 
Draper-Maynard Co., Dept. HA, 
4861 Spring Grove Ave., Cincinnati 
82, Ohio. 


Item 53 
Screwdriver with rubber grip 


Oxwall’s new rubber grip handle 
screwdriver has a_ nickel-plated 


blade with face and side cross- 
ground. This new driver offers ex- 
tra turning power and absorbs 
shock. It is priced for impulse 
sales. Seventeen standard open 
stock sizes are available. Colorful 
fact-tags are mounted on these 
drivers. Oxwall Tool Co., Dept. HA, 
928 Broadway, New York 10, N. Y. 


Item 54 
Children's play tent kit 

Boys and girls will beg their 
parents to buy Wenzel’s Deputy 
Saddle Pack tent outfit. This outfit 
comes with a saddle-colored cloth 
tent, poles, pegs and ropes. In- 


cluded are a deputy sheriff’s badge, 
a compass and “wanted” posters. 
The carton has a pop-up lid for 
counter display. H. Wenzel Tent & 
Duck Co., Dept. HA, 2200 S. Hanley 
Rd., St. Louis 17, Mo. 


Item 55 
Fast-sinking fishing lure 
Arbogast’s 5/8-oz fast-sinking 
Scooter lure gets down to fishing 
depth quickly without the use of 
sinkers. This device is useful for 
salt or fresh water game fish in- 
cluding snook, tarpon, trout and 
redfish. The lure comes in assorted 
colors and is fitted with two No. 3 
tinned 2X treble hooks. The lures 


are packed 12 in a display carton. 
Fred Arbogast Co., Dept. HA, 
Akron, Ohto. 


Item 56 
Target rifie for beginners 


Winchester’s Junior Target 
Shooters Special Model 69 features 
Lyman 57 receiver sights combined 
with Marine Corps-type post sights. 
The rifle is a bolt-action model with 
a five-shot clip magazine for 22-cal 
rim fire short, long or long rifle. 
A finely rifled and lapped 25-in 
barrel is threaded in its machined 
receiver. The stock is made for four 
position shooting and can readily 
be cut down to fit junior shooters. 
A 1%,-in. fore-end sling swivel is 
included. Rifle retails for $44.75. 
Winchester - Western Div., Olin 
Mathieson Chemical Corp., Dept. 
HA, New Haven, Conn. 





Item 57 
Lamp with special clamp 


Here’s a lamp that clamps any- 
where for use as a study, reading 


or bed light. Drop-Lite’s Spot-A- 
Lite can be used with insect-repel- 
lent, spot, flood, regular or special 
bulbs. It comes in four bright 
colors and retails for $2.49. Drop- 
Lite Electric Mfg. Corp., Dept. HA, 
119 Avenue D, New York 9, N. Y. 


Item 58 
Rear-loading stapler 


This Arrow No. 210 stapler fea- 
tures a rear-loading staple feed 
bar that locks staples in place on 
top and on the sides. All parts of 


this stapler are precision-locked in 
place to control the flow of staples 
from loading to ejection time. Ar- 
row Fastener Co., Dept. HA, 1 
Junius St., Brooklyn 12, N. Y. 


Item 59 
Convertible roller skates 


Here are roller skates that can 
be converted from steel sidewalk 
skates to noiseless indoor skates 
with attachable neoprene tires. 
Model No. 300 Ram-Jet skates 
won’t mark linoleum or wood floors 








Anchor Brand Top Values 
quality-wise, price-wise 


WM Check and see if your stock is low on 


these 10 dealer-tested Anchor Brand profit-makers. 


























| | No. 327 Wire Rope 
Clamps 


QUICK AND EASY fastening for 
tiller lines, guy wires, etc., 5 sizes 
rope diameter, Ve” through %”. 


| No. 421 Standard 
Oarlock 
REGULAR SOCKET oarlock is gal- 


vanized. Comes in six sizes. 


| | No. 340 Utility Snap 


STURDY cast malleable iron 
spring snap is available in six 
eye sizes, from 2” through 2”. 



































— ° 
__| No. 1 Display Box 

SILENT SALESMAN, features snap 
ossoriment — spring and bolt 
snaps which sell quickly from 
counter position ..72 snaps 


| | No. 5025 Snap 


ALL PURPOSE swivel snap, 4 
sizes, in cast malleable iron from 
3p” to 34”, solid brass in 3” size. 


| | No. 45 Pulley 
Display Box 


SWIVEL EYE PULLEYS, single and 
double, cadmium-plated for rust 
resistance are in container show- 
ing pulley uses. 





























|_| No. 102 Calf Weaner 


HUMANE PATTERN WEANER has 
adjustable ball tip nose ring — 
medium size. Also available in 
small size, No, 101; large size, 


|_| No. 5319 Cattle 
Leader 


STRONG CAST MALLEABLE IRON 
leader with hook, 8” in length, 
has two holes in handle to permit 
threading of rope. 


| | No. 15 Curry Comb 


CIRCULAR PATTERN COMB is 
spring steel, reversible so both 
sets of teeth may be used. Also 
comes in solid brass. Handle is 
red enameled wood. 








Rugged construction, smooth finish—these are just 
two of the reasons why Anchor Brand and WC 
“Dependable” products attract hardware customers. 
Popular prices clinch the sale. 

Your North & Judd wholesaler can help you keep 
your stock up to the minute—and your sales up to 
the mark—with Archor Brand and WC “Depend- 
able” items, packaged to appeal and priced to sell. 











| | No. 20 Display Box 
FOR HOME, FARM, FACTORY, en 


<a aes Sees cee NORTH VJUDD 
Manufacturing Company 


proof gravity operated locking 
New Britain 





device. 


Connecticut 


New York @ Boston © Philadelphia © Atlanta ¢ Jackson (Miss.) © Buffalo © Detroit © Chicago 
Minneapolis ¢ St.Louis ¢ Dallas © tLosAngeles © Sanfrancisco «© Seattle © Montreal 


Want more facts? Circle 154, p. 99 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 99 


with these tires. Other features 
are jumbo hockey skate clamps, 
double row ball bearing wheels, 
high steel backs and adjustable ex- 
tension 8 to 11 in. The skate has 
an extra large heel plate and top 
grain leather strap with sponge 
rubber protector. D. P. Harris 
Hdw. & Mfg. Co., Dept. HA, Roll- 
fast Bldg., 99 Chambers St., New 
York 7, N. Y. 


Item 60 
Folding table leg bracket 


Here’s a new E-Z folding leg 
bracket for standard 2 x 2 in. or 


2 x 4 in. stock. Ardor’s No. 400 
bracket features spring-loaded lock- 
ing in extended and closed posi- 
tions. This bracket is handy for 
banquet tables, ping-pong tables or 
benches. It is made in one piece, 
mounts quickly and can be oper- 
ated with one hand. They are 
packaged in sets of four and retail 
for $3.95. Ardor Mfg. Inc., Dept. 
HA, 611 S. Washington St., Royal 
Oak, Mich. 


Item 61 
Plastic cover display rack 


In only 2 sq ft of floor space 
you can set up a self-service dis- 
play rack of Durethene products 
including drop cloths, dust-covers 
and tarpaulins. This colorful Kop- 
pers display is set up by unfolding 
it. It is 42% in. high and a sign 
on top illustrates uses. Customers 
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& Plastic 


can select the size, color and gauge 
of polyethylene film that they need. 
Plastics Div., Koppers Co., Dept. 
HA, Koppers Bldg., Pittsburgh 19, 
Pa. 


Item 62 


Car cooling system cleaner 


Flush Master, an automotive 
chemical for cleaning out the en- 
tire cooling system, has been added 


to the Rust Master line. This chem- 
ical contains Penetrene, a cleansing 
agent that removes rust, grease, 
dirt and loose scale. It cleans the 
system in 30 minutes and works 
while the car is being driven. Rust 
Master Chemical Corp., Dept. HA, 
175 Union St., Worcester 8, Mass. 


Item 63 
Electric shaver with case 
Lady Ronson Superbe electric 


shaver features a single head with 
two cutters: one for long hairs and 


the other for close shaving. It 
comes in pink or blue, with a white 
pearl head and a gold butterfly 
decoration. An evening bag in black 
velvet with gold trim and a silken, 
carrying cord is included. This case 
has a mirror-lined lid. Retails for 
$16.50. Ronson Corp., Dept. HA, 
One Ronson Rd., Woodbridge, N. J. 


Item 64 
Nine aluminum closet rods 


Architects, interior decorators 
and homeowners are traffic for 
Grant’s Golden Closet Rod. It is 
installed easily in any closet and 
includes black nylon carriers that 
snap into the track. Additional 
carriers can be added. These gold 
anodized aluminum rods are avail- 
able in nine sizes from 8 to 8 ft. 
The closet rod can be bought in 
packages including rod, track, car- 
riers, end brackets, center supports 
and screws and also in the economy 


Econo-Pak package with track and 
parts packed in bulk. Grant Pulley 
& Hardware Corp., Dept. HA, High 
St., West Nyack, N. Y. 


Turn to p. 102 for new cost saving 
store and warehouse equipment. 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deo!ls and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 


for you to keep posted by using this Free Quick Check 
Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 


Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


WS 


| HARDWARE AGE: I want details on items circled: 
, 2 3 45 6 7 8 $ WW 12 «13 «14 «15 «16 «17 
| 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 38 


a 38 33) 4 41 42 43 & © 47 4 50 61 6&2 63 
65 66 67 58 60 61 63 } 68 69 71 
73 «74 81 89 
81 92 99 107 
109 
127 143 
145 161 
163 
181 
199 


FIRST CLASS 
PERMIT NO. 3% 
New York. N. Y 








235 
253 
271 
289 


in the United States 


325 

343 

361 

379 392 

397 

415 420 427 428 431 


if mailed 


POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 


NEW YORK 14, N. Y. 


Front cover adv. Second cover adv. 
Third cover adv. Back cover adv. 


BUSINESS REPLY MAIL 


No postage necessary 








Street 


My wholesaler 
Wholesaler's address 


Card is valid 8 weeks only 





vevcon’ PHFD |) 


tHe epoxy "“GSUPER GLUE” 


the dual-purpose material — 
provides tremendous bonding 
power for any repair — also, ideal 
for all porcelain and appliance 
repairs — hardens to a 

glossy white finish. 


Plastic Steel 


the original epoxy repair 
material with over 
1,000,000 uses for permanent real rubber in semi-paste 
home, farm, auto, boat repairs. form for all kinds of 
Available in box or blister package. flexible repairs. 
Recommended where great 
strength is required. 


j ° * “ 
DEVCON § LIQUID | Seo. DEVCON STEEI 
4 ; : 


aluminum 


for quick, easy repairs to 


real aluminum in paste form — a ya 2 furniture, toys or any damaged 


immediate repairs right from the | “Gay a - metal, wood, concrete or glass 
tube. Seals, fills, caulks — nt materials. Can be finished to any 
will not rust. | metallic coloring. 


Why stock a multitude of different types and 
NOW AVAILABLE! 


Here’s the new compact, 
revolving Devcon Repair Center 

| offered FREE to you in 

single source of supply for proven quality : « » combination with 24 packages of 


products. Devcon backs your sales efforts ia, ale _ famous Devcon repair materials. 
with extensive national advertising and < | Get in touch with your wholesaler 


publicity — LIFE, READER'S DIGEST, etc. — R my oF the factory for all the facts on 
| -@ this self-service merchandiser 


that spurs impulse buying. 


makes of repair materials when the 5 Devcon 
Repair Materials will complete every home, 


auto, farm and boat repair job. Here is your 


as well as a wide variety of free sales aids. 


Want more facts? Circle 155, p. 99 


Contact your wholesaler or write {% 
the factory direct for full details Mf D E V es O N GC O R O RAT I © N 
on the Devcon profit package... |f 
every item gives you a full 
40% profit! 


TOR EE aaloliae) i: Street, Danvers, Mass 


TF POURED PILLAR OF STEEL TRADE MARK 





Serving Trays with a Flair! The new- 

est in “‘Lustre-Bright”’ brass plated 

serving trays, with stain-proof wood- 
- grain inset. 


Yes, Artistic always leads the way, 
always ready with housewares and 
giftwares your customers want, year 
after year—season after season. 


A complete Hi-Fi library at a glance! 
Up to 100 LP records protected, 
easily found or filed with this com- 
bination, portable floor or tabie 
Browser Caddy. — 


REMEMBER: Artistic leads the- way 
with newer creations... better sales 
... bigger profits! 


Oo 


WIRE PRODUCTS CO., INC. 
Dept. HA, East Hampton, Conn. 
Want more facts? Circle 156, p. 99 
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| wire, 
| stainless steel and steel braid hose 
_ to 144 in. dia. It mounts on all wire 











BUYING CHECK LIST 


Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 
and warehouse. For more details circle number, p. 99 


Item 65 
Foil price markers for wire 
North Shore Nameplate’s Speedy- 


_ Marx pressure-sensitive aluminum 
| foil wire markers are now available 


on quick-dispensing cards for easy 
application. These markers can be 
stripped off without distorton. They 
come in two sizes, one for wire 
under 1, in. dia and one for wire 
1, in. in dia and above. When these 
markers are on Red Rocket cards 
they have an unlimited shelf life. 
North Shore Nameplate, Inc., Dept. 
HA, 214 Northern Blivd., Bayside, 
N.Y. 


Item 66 
Heavy gauge material shear 


This Marvel Flex shear cuts all 
Greenfield and BX eable, 


machines and is available for coun- 
ter mounting in only 6 in. of space. 
The unit has a cast base, heat- 
treated rack and pinion, and tool 
steel blade. It is priced at $49. 
Marvel Rack Mfg. Co., Dept. HA, 
4230 Main St. Northeast, Minne- 
apolis 21, Minn. 


Item 67 
Gondolas and wall shelving 


Basic gondola and wall units are 
in 3-ft sections of knock-down, pre- 
cut, ready-to-assemble parts in 
Mercury’s Kwiklok system of mer- 
chandise shelves and display racks. 
Kwiklok’s preformed parts and 
joinings enable the units to couple 
together. No tools or experience are 
needed to assemble. High carbon 
steel main supports and_ shelf 
brackets are used. A compositon 
boarding, called Tuffply, is used in 
the system for shelving applica- 
tions. Mercury Automatic Check- 
stands, Inc., Dept. HA, 119 W. Jef- 
ferson Blvd, Los Angeles 7, Calif. 


Item 68 
Theft prevention device 


You can scare off potential shop- 
lifters with the See-All Tele-Tector. 


- 
The unit imitates a “live’’ closed 
circuit television camera that ro- 
tates horizontally on a motorized 
swivel-base. A glaring red light 





warns that actions may be photo- 
graphed. Unit costs less than one 
cent per day to operate. It is avail- 
able with or without motorized 
swivel-action. It has a fractional 
horsepower motor and plugs into 
110-volt AC or DC current. Warn- 
ing signs advertise the store is pro- 
tected by Tele-Tectors. Norman In- 
dustries, Inc., Dept. HA, 814 Diver- 
sey, Chicago, Ill. 


Item 69 
Display-storage fixture 

M & D’s highly flexible display 
and storage fixture is made of steel 
except for doors and rub rail. The 
basic unit comes in 30 or 36-in. 
models and in 60 or 72-in. sections. 
Counter-end and over-counter ac- 
cessories are available. Features 
include adjustable shelves that are 
removable and adjustable over- 
counter posts. M & D Store Fiz- 
tures, Inc., Dept. HA, City of In- 
dustry, Calif. 


Item 70 
Two new electric staplers 


The new electric staplers, models 
B5E2 and B5E3 Bostomatic, have 
been added to the Bostitch line. 
Model B5E2, shown, is for auto- 
matic electric stapling. Model 
B5E3 is a semi-automatic electric 
stapler. Bostomatic staplers handle 
items up to %-in. thick with no 
adjustment required for different 
thicknesses. An adjustable stapling 
gauge can. be set to depths up to 
41, in. The low-cost stapling head 


is replaceable as a unit. They plug 
into any 115-volt AC electric out- 


let. Bostitch, Inc., Dept. HA, 2012 
Briggs Dr., East Greenwich, R. I. 


Turn to p. 104 for a listing of 
new aids to help you sell better. 


the | aan } 
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hardware (Li Lyle 


LOWEST PRICE: 


# 410 PULL COLONIAL, HAND FINISHED, ANTIQUE COPPER EMBOSSED, 
also available in: BLACK, ANTIQUE COPPER, SMOOTH 
and ANTIQUE BRASS 





a complete line of 
HINGES - PULLS + CATCHES i COLONIAL 
MODERN - CONTEMPORARY - PERIOD 


Send for 
latest 
literature 
to 


DEPT. HA 








LLISON CO., INC. 


ROOSEVELT, NEW YORK 


Want more facts? Circle 157, p. 99 








H you dont land em...you cant FRY em! 


Be Sure With 
NORLUND 
Landing Devices 


LION® Gaffs 3 sizes: No. 1 for HOOK Gaff 312” deep. 
muskie-size fish; No. 2 fo= medium- 
size game fish; No. 3 fr frogs; 
positive spring action is instan- 
taneous on contact with the fish. 
36” ash handle is optional at 50c 
extra. Retail about $3.25 (No. 1) 
and $3.00 (others). 


HAN-D-GAF® Light (6 oz.), Rust- 
less (aluminum), and GUARANTEED. 3” wide, 5/16” steel rod 
Flips open with wrist action for —zinc plated to prevent 
instant readiness; hand-powered rust. Hook is sharp 
closing for accurate control; fits pointed and barbiess. 
tackle box, hip pocket and large 36” ash handle is op- 
shirt pocket (6” x 4142”). Retail tional. Retail about 
about $3.25. $3.00. 


ee a 


- 


See your sporting goods or hardware = 
dealer. If your dealer can’t supply you, = ay 
order direct. Above prices are ppd. U.S.A. . Div. of 


ba NORLU ee co,| = 


Tool Company 
Lewistown 1 , 
Weal wave a 2 Circle 158, p. 99 
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Pennsylvania 





SMALL 


UR ITEMS 
sce You BIG 


EASY-T0-SELL 
PROFITS 
GRIES 


|= WINGED 
| SHOULDER HOOKS 








| 
| 
| 
| 


Self-screw one-plece hook | 


for draperies and cur- 
tains in nickel or brass 
finish. Integral win dg 
eosy hand install * 
sizes ('2" to me" 
Packed 100 to oa 


z GUP HOOKS 


One-Piece Durable 


GRIES 
E-Z 


Bras 


popular colors 
plus Nickel and 
Brass. 


|S UTILITY HOOKS 


Hondy self-screw all purpose hoot In 
\ bright aoe a 2-to-o-card or 


| ery COAT HOOKS 


Lacquered Bras, Nickel 
Chrome or Bright iridite 
Finish in boxes of 25 with 
2 die rng stee! screws 


) GRIES 


WN + CAP NUTS 


Bright rustproof finish . . . 4 popu- 
lar sizes of each. type 
boxed in attractive, ane 
counter display 
Also ovallable in bulk or 
ed '00 


to a x In 
@ complete 
range of 
thread sizes. 


JOBBERS: Write new for 
catalogue sheets on GRC's full line of meney-mak- 
Ing hardware items, including DRAP- 

ERY RINGS, SCREEN & WINDOW HARDWARE, 
DRAIN COCK KEYS. 

DEALERS: See your jebber 

solesman for — de. 

livery on these ether 

GRC hardware any 


World's foremost ucer of small die casti 
161 Beechwood Avenue, New Rochelle, N. 
NEw Rochelle 3-8600 


Want more facts? Circle 159, p. 99 
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prices and 


| Pipe Co., 


| Charles St., 

















NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 99 for your copy 


ITEM 79 LAWN  EDGER-TRIMMER 
BROCHURE—lIllustrates features and 
lists 10 advantages. Operation in- 
formation is included on this True 
Trimmer gasoline - powered unit. 
True Trimmer Div., Emsco Screen 
Dept. HA, Box 14446, 
Houston 21, Texas. 


ITEM 80 STEEL EQUIPMENT CATALOG 
—Contains product views, specifi- 
cations and installation views of 
Lyon products. New products, in- 
cluding bookcases, tables and 
benches, are illustrated in Catalog 
No. 100-H. Lyon Metal Products, 
Inc., Dept. HA, 1 Plant Ave., Auro- 


| ra, Ill. 
b sizes ('h" to 144") in Nickel_and | 


ITEM 81 FARM EQUIPMENT CATALOG 
—Describes the Star line of fitted 
and bolted plow shares, lister and 
middleburster shares and furrower 
shares. Plow and lister share re- 
pair parts are also included. List- 
ing sheets are available. Star Mfg. 
Co., Dept. HA, Carpentersville, Ill. 


ITEM 82 1960 OILER AND CAN CATA- 
LoG—lIllustrates and describes the 
entire Eagle line in two editions. 
No. 60 is the general catalog and 
No. 60-C is a condensed version. 
Oilers, safety cans, and oil and 
gasoline containers are included. 
Eagle Mfg. Co., Dept. HA, 2502 
Wellsburg, W. Va. 


ITEM 83 ANNUAL BOOK ON MOWERS 
—Contains 24 pages of specifica- 
tions and descriptions of the Turf- 
master line plus consumer research 
information, selling aids, policy in- 


| formation and promotional plans. 


Designed for wholesale and retail 
hardware salesmen. Dille & Mce- 
Guire Mfg. Co., Dept. HA, Rich- 
mond, Ind. 


ITEM 84 TOILET SEAT CATALOG PAGE 
—Enumerates features of the Pur- 
itan 600A Deluxe model and illus- 
trates the product in L-1158A. 
Century Products, Inc., 
8510 Chatham Ave., 
Ohio. 


Dept. HA, 
Cleveland 13, 


ITEM 85 FISHING LINE CATALOG FOR 
1960—Sunset’s fishing lines are 
covered. The 12-pager, in color, 
devotes complete sections to mono- 
filament, casting, surf-squidding, 
trolling and fly lines plus acces- 
sories. Braided polyethylene rope 
is also covered. Sunset Fishing 
Lines, Dept. HA, Box 691, Peta- 
luma, Calif. 


ITEM 86 PROMOTIONAL ITEM CATA- 
LoG—Shows over 100 Carlisle pro- 
motional sellers in garden supplies, 
housewares and giftwares. The 
1960 Carlco catalog includes every- 
thing from flower boxes to window 
ventilators. Carlisle Mfg. Co., Dept. 
HA, 109 Meeker Ave., Newark 12, 
N. J. 


ITEM 87 SIX LOCK AND HARDWARE 
CATALOGS—Cover Yale & Towne’s 
miscellaneous hardware for institu- 
tions, locks and hardware for nar- 
row stile doors, and screen and 
storm door hardware. The other 
three catalogs deal with three dif- 
ferent series of Yale panic exit 
devices. Lock and Hardware Div., 
Yale & Towne Mfg. Co., Dept. HA, 
Chrysler Bldg., New York, N. Y. 


ITEM 88 INSULATING MATERIALS 
GUIDE—Is a 10-pager for buyers 
and sellers in the heating, ventilat- 
ing, air-conditioning and plumbing 
fields. Details and prices of five 
new products are listed plus Grant 
Wilson’s regular line. Grant Wil- 
son, Inc., Dept. HA, 141 W. Jackson 
Blvd., Chicago 4, Ill. 


ITEM 89 ILLUSTRATED BAIT PAM- 
PHLET—In color presents the Arbo- 
gast line in eight pages. Descrip- 
tions and prices are covered. Fred 
Arbogast Co., Dept. HA, 313 W. 
North St., Akron 3, Ohio. 


ITEM 90 FAST-DRYING FINISHES 
SHEET — Describes Rust-Oleum’s 
Speedy-Dry products for metal and 
wood surfaces. Colors are given on 
Form No. 259. Rust-Oleum Corp., 
Dept. HA, 2799 Oakton St., Evans- 
ton, Ill. 





ITEM 91 PUMP, WATER SYSTEM 
CATALOG — Describes the 1960 
Barnes line of pumps and water 
systems. This new, expandable 
catalog features the color styling of 
the new line and is tabbed in dif- 
ferent colors under 10 products and 
subject headings. Domestic pumps 
and systems are available from 300 
to 9700 gph. Other pumps range 
up to 90,000 gph. Catalog is avail- 
able with or without laminated 
cover. Barnes Mfg. Co., Dept. HA, 
Mansfield, Ohio. 


ITEM 92 GARDEN PRODUCTS PROGRAM 
—An instruction sheet describes 
Universal’s new merchandising pre- 
gram and points up its selling fea- 
tures. The program, called R.P.R., 
is based on customer satisfaction 
principle. This 4-page sheet dis- 
cusses the merchandising kit avail- 
able to Stroll’n Spray dealers. 
Universal Metal Products Co., Div. 
Air Control Products, Dept. HA, 
Saranac, Mich. 


ITEM 93 MARINE LAMP CATALOG— 
Describes 1960 line of K-S Marine 
lamps and accessories. K-S Marine 
Products, Dept. HA, Oakville, Conn. 


ITEM 94 1960 AIR PISTOL CATALOG 
—Marksman’s new repeater pistol 
is featured. Dart games and acces- 
sories are also covered. Marksman 
Products, Dept. HA, 2101 S. Bar- 
rington, Los Angeles 25, Calif. 


ITEM 95 KARTING ENGINE BROCHURE 
—Specifications, photographs and 
charts describe West Bend’s 580 
and 700 series of Karting engines. 
The 2-color folder charts horse- 
power and torque curves for the 
4-hp deluxe and standard 580 mod- 
els and also for the 5-hp deluxe 700 
engines. Mounting dimensions are 
also given. West Bend Aluminum 
Co., Dept. HA, West Bend, Wis. 


ITEM 96 SPRING HOUSEWARES CATA- 
LoG—Lustro-Ware’s 1960 house- 
wares merchandising guide covers 
its line of 200 plastic items. Co- 
lumbus Plastic Products, Dept. HA, 
Columbus, Ohio. 


ITEM 97 MASKING TAPE LITERATURE 
—Provides information on Strip- 
Shield, a product useful where 
paint separation jobs are necessary. 
Leonard Co., Dept. HA, 506 Third 
St., Des Moines, lowa. 
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No. P-69 Merchandiser 


. Steen rey packaged tools 
All $1.00 values; retail, 6%¢. rite en 
, hex key sets, screwdrivers, files, mal 
of each... 32 pieces attractively 
ofit-making self-service display carton. 
lled Ly near your register—then just 


ORDER or RE-ORDER TODAY! 
}| FULLER TOOL CO., INC. 


3522 Webster Avenue, New York 67 
Fuller Products are made in U.S.A., oe a er oe © ye 
craftsmen . .. designed for service... and rigidly inspected to pra Fale “aity md 
Want more facts? Circle 160, | p. 











ALUMINUM 
HARDWARE 


RUST-PROOF 
Tim -1.0: 0 


BRONZE 
or ALUMINUM 
FINISHES 





PADLOCK iil HARDWARE | CO. 


LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 
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Better service to dealers through faster 


handling of orders is aim of new... 


Fries, Beall & Sharp warehouse 


Here is a wholesaler who relocated his warehouse on a bypass 


highway around the city to reap the benefits of easier access. 


Highway planning to carry traffic around major 
cities is setting up some choice industrial sites. Busi- 
nesses can get out of congested downtown locations. 
These businesses can locate where there is easy access 
for will call customers, inshipment and delivery trucks. 

There is such a highway gradually circling Wash- 
ington, D. C. On the southern side, near the main 
highway from Washington to Richmond, Va., and 
the South, there is a modern warehouse of a hardware 
wholesaler. This warehouse is further evidence of 
the wholesale part of the hardware industry planning 
to improve facilities to serve the dealer and the manu- 
facturer. 

The warehouse is the new Fries, Beall & Sharp 
Co. plant. A one-story building replaces three build- 
ings in the nation’s capital. Several of these buildings 
were in the main business district. One was in the 
northeast section of the city, for storage of bulk 
merchandise. Another building was for the garage. 


How management clips expenses 


Now, all Fries, Beall & Sharp operations are under 
one roof. Merchandise is brought in at one corner 
of the building, flows through storage, to the shipping 
dock on the opposite side of the building. There is 
office space, plus a merchandise display room. When 
the company held a dealer show last fall, there was 
space for the displays plus ample parking facilities 
right by the warehouse. Just a few hundred feet 
away is a divided highway to downtown Washington. 
Also, there is the divided highway that eventually 
will circle Washington with easy access to cities in 
Virginia and Maryland. 

The consolidation of facilities let the company set 
up operating policies to clip expenses and to speed 
shipments to dealers. 

For instance, there is a plan for locating merchan- 
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dise in the warehouse storage area. When a new 
line is taken on the buyer and a company executive 
decide its warehouse location. Responsibility for 
management of storage rests at the company’s execu- 
tive level. 

The shipping dock is fenced off. Wire cages are 
set up, based on truck runs. Shipments are assem- 
bled in the cages. Drivers know what shipments 
comprise their load. 

The receiving department is cut off at 4 p. m., so 
the day’s work can be cleaned up by the time the 
warehouse closes. But there is an enclosed area at 
the receiving dock. Loaded trucks can be left over 
night, in a locked up area. 


inshipments are checked off 


The receiving department is in one corner of the 
warehouse. On one side there are three truck docks. 
Right around the corner there are four doors for 
railroad inshipments. 

Merchandise coming into the warehouse is checked 
against the purchase order. The receiving clerk checks 
in goods against the purchase order copy from the 
office and also with a receiving form. The receiving 
form shows the name of the supplier, the transporta- 
tion company, the quantity of merchandise received 
and its description. If a shipment is not complete, the 
papers are held in the warehouse. When a shipment 
is complete, all the papers go to the office, to get in- 
shipments into the records. 

The receiving department is responsible for putting 
all merchandise into the storage area. 

The shipping department goes into action from 
orders coming out from the office. Clip boards are 
used, set up in rotation of picking in relation to de- 
livery trucks leaving the warehouse. 

Usually four orders are on a board. This depends 





et 
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Display room at new Fries, Beall & Sharp Co. warehouse at main entrance to offices 
is impressive introduction for visitors, and also shows off lines to visiting customers. 


on the number of lines on an order. Also, on the 
items being in the shelf or bulk storage area. 

The completed order is put in a cage, at the ship- 
ping dock, ready for the next delivery run. The truck 
driver gets his trip book, checks out the orders, and 
loads his truck in relation to the stops. 

Fries, Beall & Sharp operate 14 trucks. All trucks 
operate on regular routes. Routes are planned for 
one-day runs. Trucks do not lay over at night out 
in the territory. The Washington area is laid out 
for two deliveries each day. 

Will call orders are handled at the order desk. A 
four-part order form is filled in. A copy goes to the 
warehouse for immediate picking. When the order 
is filled, the order desk is notified. The paper work 
is completed, and the customer is sent to a warehouse 
door to receive his merchandise. 


Plenty of room for expansion 


The Fries, Beall & Sharp plant has 47,000 sq ft 
for warehouse facilities. There are 6000 sq ft for 
the office and display room. The warehouse is heated 
with 34 gas units. The office area has air conditioning. 

The warehouse has a 16 ft ceiling. The cubic space 
is used by fork lift trucks that hoist pallet loads to 
ceiling height. The entire warehouse has fluorescent 
lighting. 

Communications are maintained between the office 
and various spots in the warehouse with a loud speak- 
er system. 

The site has 100,000 sq ft available for expansion. 

The warehouse is in the Shirley Industrial Center, 
Shirley Highway at Edsall Road, and the postoffice 
is Springfield, Va. @ End 


Receiving form used by receiving clerk to check incoming 
merchandise and to alert office when a shipment is com- 


pleted. 
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How to sell more builders’ hardware: how dealer 


features sales for replacement to home owners 


regular customers commented on 
the “new” line when it was brought 
out front by the builders’ hard- 
ware. 

Joint appeal of these two depart- 
ments to do-it-yourself trade ap- 
pears to pay off. It is helped by 
publicizing reasonable credit terms 
on both power tools and builders’ 


(Continued from page 81) 


hardware. Credit is handled most- 
ly through the bank, except on 
regular open accounts. 

Closest to the cashier’s counter 
on the hardware side of the store 
is builders’ hardware. Women shop- 
ping the housewares-giftwares side 
often browse in builders’ hardware 
after settling with the cashier. 





ELLER 
YOU IT- — 


NYLON-Reinforced 
BRAIDED COTTON 


Has 25% more tensile strength! 


PLANET 


CLOTHESLINE 


3 


Highest quality made in the low price line 


Less stretch, longer life 


Customer-attracting, self-selling packages 
40% Profits Plus 100% Customer Satisfaction! 


PURITAN CORDAGE MILLS, INC. 


Louisville, Kentucky 


“World’s most complete line of cordage products”. 








They buy only moderately from 
this section and usually single 
pieces only, such as door bolts, etc. 
But they strongly influence their 
husbands’ purchases of ornamental 
hardware sets here. 

Men waiting to make payments 
are likely to look at builders’ hard- 
ware. Prominently by the cashier’s 
stand is a mass display of prepack- 
aged competitively-priced items 
such as hinge and doorpull sets, 
grouped brackets or braces, etc. 
Most of this prepackaged merchan- 
dise goes out on impulse sales. 


Knowledgeable clerks needed 


Greatest handicap to this build- 
ers’ hardware department has been 
employee turnover due to strong 
industrial competition for labor. 
Training in builders’ hardware is 
sometimes wasted. 

New clerks don’t know what re- 
lated items to push or how to sell 
them. They aren’t competent to ad- 
vise customers properly. Builders 
shy away from them because the 
new clerks can’t understand what 
builders are asking for. 

Experienced clerks are spread 
thin. They’re apt to be in the 
midst of another sale when needed 
as advisors. The store manager has 
attacked this problem by placing 
his desk just beyond the builders’ 
hardware. There new clerks can 
refer to him quickly. 

Another step has been to plunge 
new clerks first into the builders’ 
hardware department. This edu- 
cates beginners faster, especially 
while they are fresh and most 
receptive. It also stresses that de- 
partment’s importance in the eyes 
of the older employees. @ End 
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Zinsser shellac finishes for 
a convenience-minded public... 


3 Urpose BIN | 
PRIMER 
| SEALER 


B-I- N PRIMER- TRIMLAC® —the all- 


SEALER® — primes, 
seals and kills 
stains all in one 
coat, saves hours 
of painting time, 
dries ready for fin- 
ish coat in 45 min- 
utes. 


in-one-day finish 
that gives natural 
or stained wood 
a a waxed, 

nd-rubbed look 
— without rubbing 
or waxing. 


ais EYE@SPRAY 


SHELLAC — the all- 
purpose clear 
spray. Use for 
worn floor areas, 
stair treads, arts 
and crafts. Ideal 
for sealing plaster 
patches. 


carta EY E® 


READY-TO-USE 
SHELLAC—in wide- 
mouth cans. No 
Full in- 
structions for 
e user on the 
container. 


en soe oe 


"ages hn el it % : 


Raa 
' fr ER yy ree i 





Le oe a oh ‘ ny, ” 
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purpose interior 


drying, tough, flex- 
ible. Ideal for hard. 


ware, wrought- 
iron furniture, grill 
work, base boards. 


LAC — standard 
weight in easy 
pouring oblong 
can, the first 


choice of crafts- 


men and top pro- 
fessional floor fin- 
ishers. 


. AND FOR PROFIT-MINDED DEALERS: sold only through paint and hardware stores. 
Three items fair-traded for your protection. Superior shelf life . . . reduces inventory 
problems. * BACKED by national advertising in AMERICAN HomMeE, PoPULAR SCIENCE and 
AMERICAN PAINTER AND Decorator «+ FREE “How-To-Do-It” Folders available for 
your consumer trade. » FULL INSTRUCTIONS on containers . . . save your selling time. 


WM. ZINSSER & CO. 


Offices and Factories at 

516 West 69th Street, New York 19, New York 
319 N. Western Avenue, Chicago 12, Illinois 

Want more facts? 
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Buy CABINET HARDWARE {| wobERN 
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\ STYLES / | FF aan 
‘ The adjustable 
“runged™ back of 


: 4 a Te ec 2foot 
The Best Value and The Consumer’s Choic~---~ ; the ALL-WAY feeme 


~ jadder can be lifted 
_withone finger” </ Sh ALLWAY 
BETTER SELF SELLING DISPLAYS __[f | canbe ued an aa 


even surfaces such as 
stairs, or tips upward 

to make an 
“extension.” 


PATENTED 


CARDED DISPLAY BOX DISPLAY RACK DISPLAY KIT DISPLAY BOARD 


Increase Sales... Reduce Selling Costs 


oA QUALITY 
he ] de 


KNOBS, PULLS & HINGES IN CROME OR BLACK @ BACK PLATES IN CHROME, BRASS OR COPPER 


New contemporary styles add charm, beauty and new life to natural finish 
woods or painted cabinets in kitchen, hall, family room, etc 

Extra features in design, utility, finish. material. and workmanship. 

Super tough zinc alloy—die cast— assures Strength and durability 

Full size comfortable grip ze screws—perfect threads. 


 Outlast - ++ Outperform other ladders. 


Write for full information, catalog and prices 
on complete line and other household prodacts. 


[HITE METAL ROLLING « STAMPING CORP. 
443 FOURTH AVENUE, NEW YORK 16, N. Y. 


PLANTS: Warsaw, Ind. and Brooklyn, N. Y. 
World's Largest Producers of Magnesium Products. 


Want more facts? Circle 165, p. 99 
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BETTER PRICE 


Retail Price Provides 30% Saving to Consumer 


MADE IN U.S.A. WRITE FOR CATALOG AND PRICE LIST 


YODER MANUFACTURING 


1623 €. 


COMPAN Y¥ 
'7eh STREET @ LITTLE ROCK, ARKANSAS 


Want more facts? Circle 164, p. 99 
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SOLID HARDWARE STORE SUCCESS! NEW 








“Westinghouse 
, nasa 
sure winner!” 


J / f 7 y 
/ j SA j q . 
/ ee ey Ee. F Of ee a 
VW parr WL 
says WOODROW WILSON, 
Vice-President in Charge of Sales, 
wi toleld ial lalell S'mial-idel 21g Ofelia lel lal me 
Birmingham, Alabama 
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¢¢ Westinghouse’s New Shape— New Light bulb has greatly in- 
creased our dealers’ lamp business. Enthusiastic advertising by 
Westinghouse pointing out the new ‘What can it do for me?’ 
features to dealers and consumers has greatly helped the ‘New 
Shape’ to become the ‘Only Shape.’ Westinghouse has a sure 
winner! 99 


224 7%S> 


NEW SALES-TESTED ASSORTMENTS! 


Cash in on the demand for New Shape Westinghouse with this attractive 
FREE, sales-inducing floor merchandiser. Compact—only 20” x 16”! 
Easy to set up—it’s done in 5 minutes! 


ASSORTMENT #41 CONTAINS: ASSORTMENT #2 CONTAINS: 
60- 60 watt LIST VALUE—$52.20 60- 60 watt 24-40 watt LIST VALUE—$83.64 
60- 75 watt *YOU PAY — 36.54 60- 75 watt 24-150 watt *YOU PAY — 58.55 
60-100 watt *YOU MAKE — 15.66 60-100 watt 24-50/150 watt *YOU MAKE — 25.09 
*Based on 30% Discoun* 


Want more facts? Circle 166, p. 99 
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WESTINGHOUSE EYE SAVING WHITE BULB! 


New 
>) ats] els. 


New 


prada 


NEW SALES RECORDS! Now customers can see the 
difference in light bulbs—New Shape Westing- 
house looks better—it lights better—than old- 
style bulbs. Popular demand for New Shape West- 
inghouse continues to amaze the trade—1959 fig- 
ures indicate New Shape Westinghouse outsells 
all old-style white bulbs by at least 4 to 1! 


NEW COMPLETE LINE! New Shape Westinghouse 
in all popular sizes—60, 75, 100, 150, 3-Lite—and 
now—new 40 watt, too! 


NEW AWARDS! 5000 retailers coast-to-coast vote 
New Shape Westinghouse the winner of Food 
Topics’ PROMOTION OF THE YEAR award— 
first light bulb ever to win this coveted honor! 


NEW PACK! Bright 

new green-and-black 
Picture Window 

Pack holds 2 New 

Shape Westinghouse 

Bulbs. Easy to recog- 
nize—easy to sell! Stim- 
ulates double purchases 
—doubles your profits, too! 


NEW PROFITS! No matter what bean you now 
carry—you can cash in on at least 16% extra 
profit with New Shape Westinghouse! There’s a 
sales plan for you! Contact your local authorized 
Westinghouse Lamp Agent — your nearest Westing- 
house Lamp Division Sales Office — or WESTING- 
HOUSE LAMP DIVISION, Westinghouse Electric 
Corporation, Bloomfield, N. J. Do it today! 


YOU CAN BE SURE...1F ITS Westinghouse 


Want more facts? Circle 166, p. 99 
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DO-IT-YOURSELF 
CASTER DISPLAY 





Attracts impulse buyers by giving them 
ideas they can carry out themselves. 
Casters make dozens of things around 
the house easier to use. From toy boxes 
to laundry hampers—Bassick Casters 
make work lighter, easier. 

You can set up this simple peg board 
display from your own stock in a few 
minutes. Profit from the power of 
casters to attract the eye and arouse 
interest ... particularly with do-it- 
yourselfers ! 

THE BASSICK COMPANY, Bridgeport 
5, Conn. Jn Canada; Belleville, Ont. 


Bassick 


STEWART-WARNER CORPORATION 
Want more facts? Circle 167, p. 99 
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Here is sales staff that picks 
new merchandise lines it sells 


Steinman Hardware makes operating changes 


to increase sales through improved service 


New merchandise lines that 
Steinman Hardware Co. will offer 
its accounts this year will be se- 
lected by the sales staff. 

This is one of the major changes 
in the operation of this Lancaster, 
Pa., wholesaler whose records go 
back to 1744. The people responsi- 
ble for sales now will be respon- 
sible for selecting what they sell. 

Other changes also are being 
made in the operation of this 
wholesaler. It is adding more sales- 
men to call on dealers and indus- 
trial accounts. The company also 
is starting a profit-sharing plan 
to funnel some company profits to 
a retirement fund. 

The changes are being made to 
increase sales by offering better 
service. The company’s plans were 
announced by J. Robert Moore, 
president. 

David H. Trout, a former dealer, 


has been named to the newjy-cre- 
ated position of dealer service man- 
ager. 

He will be the liaison between 
the company, its field salesmen and 
its 1100 retail dealer accounts. He 
will clear all complaints, returns, 
and credits. He will supervise dis- 
tribution of promotional aids. He 
will function, in an emergency, as 
the salesman on an account. 

Another responsibility has been 
assigned to Mr. Trout, to provide 
greater efficiency in the company’s 
service to its dealers. Frederick 
Shand, vice president of Steinman 
Hardware, explains this new re- 
sponsibility this way: 

“Heretofore all decisions for se- 
lecting new suppliers and stocking 
new items have been made by the 
purchasing department. Now Mr. 
Trout will also meet all supplier 
salesmen who call on the company 


Steinman Hardware officials and industrial sales staff, left to right: Allan W. 
Groff, salesman; J. Robert Moore, president; Frederick Shand, vice-president; 
John D. Wilson, sales manager; Wesley B. Davis and Thomas J. Dunlap, sales- 
men; Lewis A. Mease, service manager; William J. Noll, salesman. 





Stanley's New Sales-Maker for “SURFORM”” Tools 
...and New Tools and Blades to go with it! 








NEw! SELF-SELLING, SELF-SERVE 
* 


UNI-RACK MERCHANDISER 


NO. 2940D FOR COMPLETE LINE OF 


Stanley SURFORM. 


Tools and Blades 


~ - ~ 


Here, in compact space, is every “Surform” tool on 
open display. Blades are arranged in tray for related 
selling. Hook wire rack on pegboard as a wall unit 
—or use with easel as counter unit. Includes price 
tickets for all items. Entire rack ($8.00 value) 
furnished free with starter stock. 


Items Included in No. 2940D UNI-RACK 
2—No. 295 “Surform”’ Files 

2—No. 295HR “Surform”’ Half Round Files 
2—No. 296 “‘Surform’”’ Planes 

2—No. 297 “‘Surform’”’ Round Files 
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2— No. 397 “‘Surform’”’ Convex Tools 

2— No. 396 “‘Surform’”’ Half Round Pocket Tools 
2— No. 399 “‘Surform’’ Pocket Tools 

2— No. H386 “‘Surform’’ Drums 

2—No. H386B Replacement Drums 


New "Surform” Merchandiser holds a complete Replacement Blades for Planes and Files 
stock of the nationally advertised, fast-selling 2—No. 294B Regular Cut 


speed forming tools as well as replacement blades. 2—No. 298B Half Round, Regular Cut 


2—No. 297B For Round File 
2— No. 394B Fine Cut 


YOUR COST ONLY $44.60 COMPLETE 2—No. 398B Half Round, Fine Cut 


2— No. 894-46 Abrasive (46 Grit) 


RETAIL VALUE $66.65 2— No. 894-80 Abrasive (80 Grit) 


Replacement Blades for Pocket Tools 


OPEN STOCK AVAILABLE NOW! 2—No. 396B Half Round, Fine Cut 


2— No. 399B Fine Cut 


Open stock, as well as the new Uni-Rack, is available for 2— No. 899-46 Abrasive (46 Grit) 
immediate shipment. Check with your Stanley wholesaler 2—No. 899-80 Abrasive (80 Grit) 
today. For additional information, write to Stanley Tools, 
Division of The Stanley Works, Dept. 8802, New Britain, Conn. 


SURE-FIRE SELLERS~NEW “SURFORM” MIRACLE SPEED FORMING TOOLS 


NEw! “SURFORM” 
ROUND FILE No. 297 


Fast cutting, self-cleaning. 
Hardened and sharpened 
teeth for cutting and en- 
larging holes. $2.39 ea. 


Display Pack To Sell 


Individually mounted on 
colorful display card. ©) 
Hangs vertically on hook. . 3 


REG. U.S. PAT. OFF. 


DRUM "SURFORM” 
NEw! “SURFORM” NEW! soon No. H386 
POCKET TOOL ? RE 


No. 396 Electric Drill Chuck 
(with half round blade} and Drill Press 


Now available with half Designed for fast removal of stock 
round blade. A handy time 5 —hardwood, plywood, plaster, 
saver only 5% inches long. Se =. ~—sippriasstiic, sheet rock, wall board, etc. 
Individually carded, aN Comes fully assembled with 
packed 6 in a box. $1.79 ea. he. “8 adapter to fit drill chuck. Male 
and female arbors available for 
attaching to spindle of a \” drill. 

$2.29 complete with adapter. 


AMERICA BUILDS BETTER AND Lives BETTER WITH STANLEY 

This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools © electric 

tools * builders hardware ® industrial hardware * drapery hardware © automatic door controls © aluminum windows ® 

* springs * coatings °* strip steel © steel strapping—mode in 24 plants in the United States, Canada, England and Germany. 
CANADIAN OFFICES: MONTREAL, P. Q. AND HAMILTON, ONT. 
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Why have so many building supply and hardware dealers tagged Griffin 
as “A Good Line to Handle?” 


Because Griffin makes a product builders and architects respect; be- 
cause Griffin offers a complete line of hinges, straps, “t”-hinges, brackets 
and braces; because Griffin prices its product to offer the distributor a 
good profit margin; beceuse Griffin service is exceptionally quick and 
dependable. Write today for complete information and the name of 
your nearest distributor. Griffin Manufacturing Company, 1515 Cherry 


Street, Dept. 20, Erie, Pennsylvania. GRIFFIN HINGES 
Want more facts? Circle 169, p. 99 
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Here is sales staff 


that picks its lines 
(Continued) 


and will recommend the purchase 
of all new items to Raymond Herr, 
sales manager of the dealer divi- 
sion, for final approval.” 

(For new appointments to the 
industrial sales staff see HA, Feb. 
11, p. 248.) 

President Moore had the mem- 
bers of the newly expanded indus- 
trial division and their wives for 
dinner recently and told them about 
the company’s. industrial sales 
plans. 

Mr. Moore pointed out that the 
company expects to double its vol- 
ume within the next two years as 
a direct result of greater service. 
The company services the indus- 
trial market in southeastern Penn- 
sylvania. 

Mr. Moore pointed out that the 
company had established its pen- 
sion plan last year, making its 
first payment into a past-service 
pension fund for older employees. 
This was done to provide older em- 
ployees with an additional portion 
of the new profit-sharing pension 
fund since these employees are 
closer to retirement age. 


From now on a portion of the 
company’s profits each year will be 
paid into the retirement fund. The 
company is doing this to provide 
extra incentive for employees to 
improve company profits as well as 
to provide security on retirement. 

“We are anticipating two or 
three years of general prosperity 
in our area which should even ex- 
ceed the national average,” Mr. 
Moore pointed out. 

“Our company, throughout its 
216 years of hardware service, has 
been noted for its forehandedness 
in adapting services to best fit cus- 
tomers’ needs through every boom- 
and-bust cycle the national economy 
has experienced. 


“Our present management is 
dedicated to this sound tradition 
for survival and growth. It believes 
our plans to meet the challenges of 
the Surging Sixty decade will con- 
tinue this tradition. Also it will 
assure the continued growth of 
this oldest hardware business in 
the country.” 





Recessed lights should 
be displayed recessed 


Sales increase when lights are 
properly displayed and lighted, so 
there are a number of reasons for 





A display that boosts the sale of re- 
cessed lights. 


applying the display idea shown in 
the accompanying photograph. 











A cluster of recessed lights is 
the center of a lamp display at 
Coleman Hardware Co., Madison, 
Tenn. The lamps are cut into per- 
forated paneling that surrounds a 


Ne 
post flanking the store’s display rofit makers! 
window. g 6 


Perforated paneling is low cost 
and easy to trim for light fixture 
mounting. Paneling gives cus- 
tomers a good idea of how the 
fixture will look when mounted 
against acoustical tile. 
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Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 


KESTER 
SOLDER 


| “Soldering Simplified” is a 16-page bro- 

rt eR chure that creates more solder custom- 

ers for you. Write for your stock of 
dering “give-away” copies today! 


ef aml | 
_ 
KESTER SOLDER COMPANY 


yeSus 
4207 Wrightwood Avenue © Chicago 39, Illinois 
“That two pounds yet? Bee: | Nevork 5.N. J. ©@ ECrantford, Conaza © Anaheim, California 
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Dealer sets up display 
of nails to boost sales 


C. & W. Hardware, Houston, re- 
cently built new nail bins that 
make it easier to sell nails, and 
easier to keep the bins clean. 


The bins form the base of an 
island display fixture, on which 
closely related hardware items are 
displayed. 


There are two rows of bins, one 
above the other, on each side of 
the fixture. There are seven bins 


These bins are easy 
to get at, easy to 
clean. 





Clarke 


FLOOR MACHINE COMPANY 


Do you rent the 
new machine 
that shampoos 
AND vacuums 
upholstery? 


If you don’t, you’re missing the 
hottest bet in the rental field — 
the brand new Clarke upholstery 
Shampooer-Vac, the only one of its 
kind on the market. This new ma- 
chine does what no other machine 
can do, combines the shampooing 
and vacuuming functions into one 
compact, easy-to-use unit. 


That’s why people everywhere are 
asking about it. Those who have 
used it are amazed at the way it 
works aerated foam into fabric to 
loosen the deep down dirt and whisks 
away dirt and foam with its powerful 
vacuum. And they’re telling their 
friends about its sparkling results. 


If you’re missing this hot rental 
bet now — don’t miss it any longer. 
Find out right now about the big 
rental profits you can make on the 
new Clarke Upholstery Shampooer- 
Vac — plus the extra profits from 
sales of Clarke Shampoo and other 
do-it-yourself items. 


Write for full information today. 


BEST KNOWN NAME IN FLOOR MACHINES 


302 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in 
Principal Cities. In Canada: Clarke Floor Machine Company, 
(Canada), Ltd., 21 Advance Rd., Toronto 18, Ont. 


SANDERS * EDGERS © POLISHERS * RUG & UPHOLSTERY SHAMPOO EQUIPMENT 





in each row, making 14 bins to the 
side and 28 on both sides. 

Each bin is 12 in. deep and 14 
in. wide. Each bin holds a keg of 
nails. The bottom of the bin is 
squared and sits at an angle wider 
than the angle of the slanted open- 
ing. This makes it easier to scrape 
out the last of the nails and to 
clean out the dust and scraps that 
accumulate after each keg of nails 
is sold. 


One side of the 28-bin fixture 
holds galvanized nails. The oppo- 
site side holds roofing and siding 
nails, tacks and related items. 


“It is a distinct advantage to 
be able to empty an entire keg of 
nails into any one of the bins,” 
Mr. Cobb says, “thus eliminating 
storing a broken keg.” 


The display sells more nails too, 
because it is attractive. The re- 
lated merchandise pulls more cus- 
tomers to the nail section than 
when nails were carried in a bin 
in the rear of the store. 
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“I'll take the cash register .. . 
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Colors Satin White, Turquoise, Pink, 
or Yellow with GOLD — Red with CHROME 


Feature an ‘Elegante’ 4-piece 
CANISTER SET that brings gals 
back for matching accessories. 
Lids easily removed, seal tight. 


Baked goods stay tasty fresh in 
an ‘‘Elegante’’ BREAD BOX. 
Holds three loaves, plus rolls. 


DISPENSER for woxed paper, 
paper towels, foil, etc. Easy to 
load, cuts right. Never unwinds. 


Elegante ‘‘Chef’ size SHAKERS 
have non-clog, screw-lock tops. 
Cellophane packaged. 


COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


Aduentined, 


to readers of GOOD HOUSEKEEPING — BETTER HOMES AND GARDENS 


Nationally 
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THE POPULAR HIGH FASHION PANTRYWARE 
/for SALES . . PROFITS and GUARANTEED SERVICE 


\ Termish-Lroof, METALLIC LEAF DECORATED 


Nothing in plastic wares stops traffic, creates 
buyer interest and sparks repeat sales better 
than new “Elegante” Lustro-Ware. Month after 
month “Elegante” displays have drawn increasing 
shopper attention to entire housewares sections 
... brought satisfied customers back again and 
again for matching Elegante items. 


Profit fully from the new consumer desire for 
more glamour and quality at budget prices... 
feature nationally advertised and GUARANTEED* 
“Elegante” pantryware — the proven seller. 


cain! oe *tfume a 
@” Guaranteed by © 
Good Housekeeping 
Ka 
SOF as nt 


Elegante ‘Table’ SHAKERS. 
Same features and pack as 
Chef size. 


Easy-to-carry, locking CAKE 
COVER SET. Protects conterits 
. . « keeps it tasty fresh. Extra 
large. Top locks in tray handles. 
Big 22 gt. ‘‘Elegante’’ TABLE 


PITCHER with easy-to-hold, 
molded-in handle and ice re- 
tainer spout. Lightweight, with 
perfect balance at every pour- 
ing angle. 


NEW for 1960 


Send today for this NEW 16- 
page Spring Catalog for latest 
Lustro-Ware traffic leaders and 
over 200 other sales-proven 
housewares staples. Your one- 
source buyer's guide for a 
complete housewares center. 
At your supplier or write to 


WOMAN’S DAY — LIVING — GRIT — FAMILY WEEKLY — YOUR BABY 
and MOTHERS-TO-BE. Free sales helps to tie in! 


Complete 


satisfaction GUARANTEED by 


LINEAR polyethylene 
STEP-ON CAN 
18 qt. polyethylene pail 
Deluxe rectangular style with 
embossed ‘“‘Elegante’’ decora- 
tion to match pantryware. 
Can't dent, chip or rust... 
clatter-proof, too! Solid bottom 
rotects floor...enclosed steel 
ift-lid mechanism .. . handy 
pick-up handle at back. 
(ee 


—~ 
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DISPENSERS for ketchup, etc. 


Tarnish-proof “Elegante” metallic decor- 
ated, this set of squeezable polyethylene 
dispensers is appropriate for use with any 
table setting. Available in colors to match 
pantryware and packaged in poly bag 
with sales header for impuse buying. 
Suggested retail 98c. 
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LOOK ...anew one piece 

"2 in 1” DISH-DRAIN PAN 
Made of rigid BOIL-PROOF polyethyl- 
ene and features the latest convenience 
for stacking dishes to drain and dry... 
rack holds 18 plates. High sides for 
no-splash zinsing ...can’t dent or mar cab- 
inet top. Labeled for self-service selling. 


NEW Cushion Soft SINK MATS 
Perfect protection for china and sink . . . 
so easy to clean . . . guaranteed not to get 
gummy. Single and twin sink sizes. Point- 
of-sale display packaged. See your sup- 
plier for complete information, or write 
COLUMBUS PLASTIC PROD., INC. 

umbus, Ohio 


SA2IONNnI 


World’s Largest manufacturer of plastic housewares 
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THE GLIDDEN COMPANY : CLEVELAI! 




















on New US. Savings Bonds 


now in effect 


and the Bonds you already own 


are better than ever, too! 





Now U.S. Savings Bonds are a better buy than ever in 
three important ways: 


@ All Series E and H Bonds bought since June 1, 
1959, now earn 33/4% interest when held to maturity. 


@ Older Bonds will also pay more—an extra 42%, 
from June 1 on, if you hold them to maturity. 


@ All Series E Bonds, old or new, now carry an 
automatic extension privilege; they’ll keep paying 
liberal interest for 10 years beyond maturity. 





Three big new dollar benefits that make it smart to buy 
new Bonds—and hang on to the ones you have! 


40 million Americans now own Bonds 


But a good return isn’t the only reason so many people 
buy Bonds. They’ve discovered that there’s no easier, safer, 
more American way to save. 


You can buy Bonds automatically, through the Payroll 
Savings Plan where you work; you can buy them at your 
bank; your youngsters can even buy them at school, 
through the School Savings Plan for U.S. Savings 
Stamps. 


The U.S. Government guarantees that the cash value 
of your Bonds cannot drop; it can only grow. And if your 
Bonds should be lost, stolen, or destroyed, the Treasury 
will replace them free. 


Finally, every Bond you buy does a big job for America. 
Because today peace costs money—money for military 
strength and for science; and money saved by individuals 
to keep our economy sound. 


Your Bonds help provide this money—help America 
keep the peace. So, to build a brighter future for yourself 
and your family—and to protect it—save with U.S. 
Savings Bonds. They’re better than ever. 


HELP STRENGTHEN AMERICA’S PEACE POWER 


SAVE WITH U.S. SAVINGS BONDS 


The U.S. Government does not pay for this advertising. The Treasury Department thanks 
The Advertising Council and this magazine for their patriotic donation. 
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From Revere —Profit-packed 
“selling centers” make more sales 


REVERE WARE 


COPPER-CLAD STAINLESS STEEL 


PATRIOT WARE 


heatlined STAINLESS STEEL 








REVERE WARE — PATRIOT WARE 


PROMOTE THEM TOGETHER—SELL THEM TOGETHER—ORDER* NOW! 





corms srs em K < REVERE WARE ASSORTMENT— RECOMMENDED 


REVERE WARE 
nor Se <7 CAT. NO. 1650 RETAILt 








QUANTITY DESCRIPTION TOTAL 





1 qt. Covered Sauce Pan $ 11.50 
2 qt. Covered Sauce Pan 16.50 
3 qt. Covered Sauce Pan 19.00 
4 at. Covered Sauce Pot 23.00 
2 at. Covered Double Boiler 25.90 
8 in. Covered Skillet 16.50 
10 in. Covered Skillet 23.00 
12 in. Covered Skillet 29.50 
2% at. Whistling Tea Kettle 11.00 
3 qt. Whistling Tea Kettle 13.00 
Solid Copper Hangers 2.95 
$191.85 


NON NNN NN NY WN WN 




















1401'4 1% qt. Covered Sauce Pan 6.75 


Total Retail $232.35 





TEffective Jan. 1, 1960 *Order both or either one 
Dealer's Cost: $191.85 (less 40%) $115.11 
Display Charge 55.00 
$170.11 
Total Retail Value $232.35 
Cost of Merchandise $115.11 


Dealer Profit $117.24 





PATRIOT WARE PATRIOT WARE ASSORTMENT— RECOMMENDED 
CAT. NO. 4550 RETAILT 








QUANTITY DESCRIPTION TOTAL 





1 qt. Covered Sauce Pan $ 11.00 
1% qt. Covered Sauce Pan 13.00 
2 qt. Covered Sauce Pan 15.90 
3 qt. Covered Sauce Pan ‘ 17.90 
2 at. Covered Double Boiler 12.50 
7" Covered Skillet : 13.90 
10” Covered Skillet 11.50 
5 qt. Covered Dutch Oven 14.50 
8 cup Percolator 12.95 
6 cup egg poacher inset 5.25 
2 at. Whistling Tea Kettle 5.50 
1 qt. Oval Casserole 
1% qt. Oval Casserole 
2 qt. Oval Casserole 
4 qt. Oval Casserole 
Candle Warmer 
Handy Pan Set 


- "~ Oe 
az 
ptoet BUF TY Sree 


ad «a6 at aot ot ot aot at aot ats ats BD as AD BD BAD AD 




















3 pc. Mixing Bowl Set 7.50 45.00 
Total Retail $238.15 





TEffective Jon. 1, 1960 *Order both or either one 
Dealer's Cost: $193.15 (less 40%) $115.89 
Display Charge 55.00 
$ 170.89 


Total Retail Value $238.15 
Cost of Merchandise $115.89 


Dealer Profit $122.26 


REVERE COPPER AND BRASS INCORPORATED, ROME, NEW YORK 


ORDER FROM YOUR FAVORITE DISTRIBUTOR TODAY. 





vertising and promotion program. 
A spacious store can easily handle 
the heavy traffic a good promotion 
should bring. 
° One of the unusual features of 
The case for roadside stores eee this store’s advertising is a daily 
television program on which Mr. 
Rappaport sponsors news and 
sports. 
Space to expand is the big advantage of roadside The store also sponsors special 
TV programs from time to time. 
stores. Here’s how one roadside dealer has made For instance, a factory representa- 
tive recently demonstrated some of 
the most of his room for growth. his products on a live TV spot at 





Roadside stores have some ad- 
vantages over city and shopping 


“Aehvaore tase wom co | SEUSS 


grow, room for parking, and gen- 
erally have more elbow room for 
mass displays and storewide pro- 
motions. 

Nestled in a wooded setting at 
1149 Front St. in Binghamton, 
N. Y., is an unusual roadside hard- 
ware store that has been expanded 
ten times since it was opened 
in 1946. 

It has room to grow still more. 

Lou Rappaport Inc. Hardware is 
unique from many standpoints, but 
principally in its unusual location 
and mushroom growth. 

The most recent expansion at 
Rappaport Hardware saw manage- 
ment increasing the floor area of 
the basic hardware and housewares 
section to 7200 sq ft. It is adver- 
tised as one of the most complete 
departments of its type in the 
state. 

In addition to shelf hardware 
and housewares, Lou Rappaport 
carries home and garden supplies, 
paints, sporting goods, toys and 
auto supplies. al a . a 

This is not a discount operation. | TFaditional Swedish Craftsmanship 
Many of the items are fair traded. . a Be ; 

Mr. Rappaport maintains the price ... iS built into every fine Sandvik hand 
on this branded merchandise. OTHER PRODUCTS Saw. DPSS OF Saneven swedish Steel, 

While. his ‘othe censbdibines ne SANDVIK OFFERS recognized the world over for its excep- 
service to a limited degree, most BUCK SAWS HOR, OIG. QUeItES, 


merchandise is sold by way of con- FILES Recommend, stock and display Sandvik 


ventional clerk service. Mr. Rappa- CHISELS hand saws, because when you offer Sand- 


port puts considerable emphasis vik you are offering the best. 
on mass displays. ) PLIERS 


This roadside store has room for SCYTHES @ s . 
massive displays in all departments. — ne | , Sa n dvi k STEEL INC. 


Playing an important role in from the finest Son Saw & Tool Division 
i | 
steady growth of this business has Sweten Steel 1702 NEVINS ROAD, FAIR LAWN, N.J. 
been a consistent, imaginative ad- 
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The case for roadside 
hardware stores 
(Continued ) 





11 p.m. sponsored by Rappaport. 
Such evening spots attract mature 
audiences. 

The store also is a consistent user 
of radio advertising, mostly in the 
form of spot commercials. 

Mr. Rappaport uses ads in the 
Bingham Press that run from half 
a page to a full page weekly, with 
occasional extra ads during the 


This building has been added to 10 times in 14 years and still has room to grow. 


week. The ads are usually dramatic 
in character, putting strong em- 


THERE IS NO OTHER phasis on widely varied assort- 


ILLINOIS ments and price appeal. The ads 


DOOR CLOSER LIKE THIS imoly 0 big stare and big slectons 


tion and layout resulting from nu- 
merous expansions, Rappaport puts 
strong emphasis on neat and at- 
tractive displays. 
— The store today measures 150 
i by 160 ft. It has extensive frontage 
. on Front St. and extensive off 
street parking. 
A large warehouse area is pro- 
HYDRAULIC FLUID. NO HEEL CATCHING... AGAINST THE WIND... vided at the rear of the building. 
not air! Sealed for a lifetime. always a gliding close. No slam! No bang! Another lasting advantage of 
U Cagpees : well-located roadside stores has 
|. ‘L/ paid off for Mr. Rappaport. Thick 
highway traffic buzzes by con- 
stantly. Good outdoor signs and 
attractive display windows have 
steadily drawn new traffic. 
Drawbacks for a roadside store? 
There are just two: A low-traffic 
POSITIVE DOUBLE NEVER, REQUIRES HEAVIER ROD og | or heavily competitive neighbor- 
Pulls door tight! ssanandoe pon FER better pulling power hood; and any change in highways 
3 that reduces traffic on an estab- 
lished road. @® ind 
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ALL STEEL HEAVY SAME CLOSING ACTION 15 YEAR GUARANTEE a 


d r() Loo | 


a 


os 


NEW! } NO 
GLIDRAULIC MODEL 10 GLIDRAULIC MODEL 15 GLIDRAULIC MODEL 20 é yu 


for Storm and Screen Doors for 1%” - 1%" Jalousie and designed for interior doors in 
up to 1%" thick.. retail $595 Hollywood Doors. retail $595 offices, homes, schools, etc. 
Similar to Models 10 and 15. 


retail $795 
Write now for catalog and specifications \\ 


DUTY PARTS. AS IN COMMERCIAL. . 1S CALLBACK INSURANCE.. i 

with Baked Enamel Finish. Expensive closers. BD 
ene 
SS 


THE ILLINOIS LOCK CoO. 


800 So. Ada Street . Chicago 7, Illinois 
Manufacturers of Cabinet Locks, Padlocks and Glidraulic Closers. 


Myehsy 
"Sell her a can, what'ya mean it'll 
break up your display?” 





Want more facts? Circle 176, p. 99 
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Tools for every prospect 





DELTA IS THE BIG PROFIT LINE 


Individual tools, combination tools, all-purpose 
tools—you can make more sales with Delta be- 
cause you sell them all! And you'll profit from 
repeat business, too! Sell a circular saw and you 
create a potential jointer sale. Like a chain re- 
action, regular use of one Delta tool just natu- 
rally stimulates need for another. And with 
Delta, you handle the world’s most complete 
power tool line! 


Delta Homecraft tools offer you more contin- 
uing profit opportunities. You make profit on 
the sale of each tool—profit again and again 
on the sale of Delta accessories—profit on the 


sale of the many items you carry that a busy 
workshop consumes. 


Sell the name backed by over 31 years of skill 
and experience—the name your customers know 
and prefer—sell Delta! 


Get your FREE Delta Profit Guide 


Learn more about the many ways Delta helps you 
profit with Delta Homecraft Power Tools. Write: 
Rockwell Manufacturing Company, Delta Power Tool 
Division, 680-B N. Lexington Avenue, Pittsburgh 8, Pa. 
In Canada: Rockwell Manufacturing Company cf 
Canada, Ltd., Guelph, Ontario 


DELTA POWER TOOLS 


ROCKWELL” 





Want more facts? Circle 177, p. 99 





Rake 
it in 
with Du Pont 
paints 


1 iat i ig i Tn eel NS SOs ti lle hee Pe Py. Gt. MABE 2 


Here is DuPont's big, ten-pronged 
MONEY RAKE for 1960! Look how it 
can pull in more paint business 

for you—and pile up extra profits! 


Want more iacts? Circle 178, p. 99 
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NEW ‘“‘LUCITE’’® Acrylic House Paint, the greatest 
development in exterior finishes in a generation. A 
high-profit paint that is taking hold fast! 


NEW COLORS for the new decade! Hundreds of 
fresh, style-setting shades! Matching colors in flats, 
enamels and rubber-base paints. 


COLOR MASTER—Du Pont’s new color mixing ma- 
chine! Accurate! Simple! Compact! Inexpensive! Gives 
you unlimited colors, 50% saving on colorant costs! 


IDEA CENTER. Colors! Ideas! How-to-do-it informa- 
tion. Library of decorating books. All contained in 
modern, compact floor unit. Helps to make your 
Store decorating headquarters. 


ADVERTISING. Du Pont ‘‘Show of the Month” on 
TV. Gorgeous color ads in Reader’s Digest, Saturday 
Evening Post, etc. Hard-hitting newspaper campaign’ 
Radio and TV spots. 








COLOR BOOK—new 48-page decorating book for 
mailing! Imprint on cover marks your store as No. 1 
source for new ideas, new colors, new paints. Puts 
you in the big leagues. 


SALES AIDS. Year-round display programs! Com- 
plete promotion packages! Co-op advertising! Clerk 
training! Expert help in store layout, financial man- 
agement, technical service! 


INDEPENDENT DEALER POLICY. When you sell 
the Du Pont line of paints, you don’t have to worry 
about competition from company-owned retail outlets. 


STARTER PLAN. Du Pont will get you started with 
display signs, special advertising, in-store demon- 
Strations, imprinted decorating books. 


DU PONT RESEARCH means more profit oppor- 
tunities for you—through remarkable new paint prod- 
ucts (such as ‘‘Lucite’’) and high standards of quality. 


REG. uy. S. pat. OFF. 


Better Things for Better Living . . . through Chemistry 


Put Du Pont’s MONEY RAKE to work for you! 


Mark and mail the coupon for complete details! 


E. |. du Pont de Nemours & Co. (Inc.) 
Finishes Division, Dept. HA-62 
Wilmington 98, Del. 


You bet I’m interested in raking it in! Rush 
me the details on Du Pont’s paint line for 1960! 








Store name 





Address__ 





Zone State 


Want more facts? Circle 178, p. 99 
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Convention 


Calendar 


—— Convention Check List —— 


For complete details about the conven- 
tions and shows listed below, see the 
alphabetical listing starting on page 
226, Feb. I! issue. The next complete 
listing will be in the March 10 issue. 


February 
28-29 The Frank Colladay Hardware 
Co., Dealer Show, Hutchinson, 
Kon. 
29 to New York State Retail Hard- 
Mar. 2 wore Assn., Syracuse 


March 


6 Central Jersey Wholesalers, 
Inc. Dealer Show, Asbury Park, 


N. J. 

S. Federbush Co., Spring Dealer 
Show, Lodi, N. J. 

American Toy Fair, New York 
Piedmont Hardware Co., Gen- 
eral Merchandise Show, Dan- 
ville. Va. 

South Dakota Retail Hardware 
Assn., Huron 





3 Worth Hardware Co., Dealer 
Show, New York, N. Y. 

3-4 Billings Hardware Co., Sport- 
ing Goods-Outing-Lawn & Gar- 
den Show, Billings, Montana 

‘ 3 : | 10-13 Southern-Hardware Convention 
You’ll find a big difference between “‘just any bolt’’ and | New Orleans 

the repeatedly accepted products made by Screw and 21-22 ee —_- ee Metal 
. istriOurors iTTie pring 
Bolt Corporation. Mestide: Geluties, Gite 
30to Morley- Murphy Co., Dealer 
May | Show, Green Bay, Wis. 


May 


e wealth of design experience 2-6 National Builders’ Hardware 
z : : : Assn. Management Conference 
e engineered to quality specifications Princeton, N. J. 
; 15-17 Pacifi t f 
sampling and inspection throughout | : Mrrsirat a 
entire manufacturing schedule | Association and the American 
Society of Agricultural Con- 
sultants, Portland. Oregon 
23-25 Triple Industrial Supply Con- 
vention, Chicago 





Your customer knows he’s getting big extras for his 
money when he buys our fasteners: 


rigid standards for lot-to-lot uniformity 
technical customer assistance 


personal attention to orders, handling ae 


and on-time delivery 16-18 Texas Wholesale Hardware 


: | Assn. & Texas Boosters Club, 
All these extras keep customers sold and satisfied—and | San Antonio, Texas , 


you'll be satisfied too. VMA-6988 July 


11-15 Nationa! Housewares Mfrs. 
Assn. 33rd Exhibit, Atlantic City 
17-19 Our Own Hardware Co., Sum- 


SCREW AND BOLT CORPORATION QRS | Sounsics atin Nine 
OF AMERICA . 2m 


P. O. Box 1708 ° Pittsburgh 30, Pennsyivania = For complete details about conventions 


| and shows listed above see the Feb. |! 
DIVISIONS: Pittsburgh e Gary ¢ Southington Hardware e American Equipment | issue of Hardware Age. 


. 
AMERICA'S MOST COMPLETE LINE OF INDUSTRIAI a. 
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How’s the Hardware Business? 





Wood Shovel & Tool Co. continues fight against 
imports with drop-ship deal on Turf Boy tools 


Nine styles of Turf Boy tools offered by Wood Shovel & Tool in its fight 


against import competition. 


The Wood Shovel & Tool Co., 
Piqua, Ohio, has started drop-ship- 
ping its Turf Boy promotional 
tools. Billing will be handled as 
usual through the hardware whole- 
saler. 

This policy has been adopted by 
the company as part of its stand 
against cut-price imports. 

The deal is an assortment of 78 
tools in nine popular styles at 
$105.62 dealer cost and $110.66 
dealer cost on the West Coast. 

Retails range from $1.07 for a 
broom rake to $3.62 for a forged- 
head spading fork. Dealers make 
approximately 40 percent profit. 

“Everyone knows most cheap 
garden tool imports are selling 
through wildcat outlets,” states V. 
G. Scott, Wood’s vice-president. “It 


is unrealistic to refuse to help the 
trade meet this competition, or to 
do so grudgingly. 

“We recognized this. We built 
the Turf Boy line to give the ortho- 
dox retailer the truly competitive 
price line he needs. 

“We advertised Turf Boy tools 
a year ago so the trade would know 
they were available, and weren’t 
nailed to the floor. Now we offer 
a Turf Boy assortment for direct 
order and drop-ship delivery, any- 
where in the continental United 
States. Now there isn’t a legiti- 
mate retailer who can’t buy direct 
on Turf Boy promotional tools, and 
have them billed through his regu- 
lar hardware wholesaler,” said Mr. 
Scott. 





Farm pump shipments up 
2 percent in December 


December factory shipments of 
domestic water systems, the Com- 
merce Dept. reports, totaled 46,177 
units. This was a 2 percent gain 
on the 45,202 units shipped in 
November. 

During 1959 777,851 domestic 
water systems were shipped. This 
was 82,881 shipments more than 
in 1958. 

Of aill 
shipped 


the domestic 
in December, 


systems 
deep-well 


systems accounted for 9,127 units, 
shallow-well systems 16,364 units, 
convertible jets 12,894 units, and 
submersible pumps 7,792 units. 


Business failures up 


Business failures for the week 
ended Feb. 4 were 318 or 37 more 
than in the previous week, accord- 
ing to Dun & Bradstreet, Inc. Busi- 
ness failures to date in 1960 are 
1,435, down 69 from the same pe- 
riod last year. 


Retail hardware store 
sales up 4% in 1959 


Retail hardware store sales in 
1959 were $2,751 million. This was 
a 4 percent increase on the $2,653 
million in 1958, making 1959 the 
third best sales year of recent rec- 
ord. 

Holding first place is the $2,895 
million in sales in 1956. The sec- 
ond highest year was 1955, when 
sales totaled $2,788 million. 

December sales were $289 mil- 
lion, almost unchanged from De- 
cember 1958, but up 32 percent 
from November 1959. 

Here are U. S. Commerce Dept. 
unadjusted estimates of hardware 
store sales for the last three years: 


(Millions of Dollars) 


1959 1958 1957 

January .. 174 172 183 
February .. 167 154 174 
March .... 193 178 208 
245 224 221 

263 257 253 

262 238 248 

240 227 238 

. wae 223 234 
September. 227 225 225 
October .. 243 242 240 
November . 219 225 229 
December . 289 288 283 





$2,751 $2,653 $2,736 


Hardware wholesalers’ 
sales up 9% in 1959 


Hardware wholesalers sold more 
in 1959. Sales for the year 
amounted to $2,386 million. This 
was a 9 percent increase on the $2,- 
192 million in 1958, reports the 
Commerce Dept. 

December sales were up. Total 
sales for December were $190 mil- 
lion, up 2 percent from December, 
1958. 

Inventories at the end of Decem- 
ber were 8 percent higher than in 
December 1958, but down 1 percent 
from November. 


Bill exempts tax on U. S. 
mounted bicycle tires 


The House of Representatives 
has passed a bill exempting the 
tax on tires and tubes mounted on 
U. S. made bicycles. 

The bill would knock an esti- 
mated 25 cents off the cost of pro- 
ducing American bikes. 
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The Freshest Nozzle Idea Consumer Mailers 
bse Mieieedinn | -a totally different 


New Wholesalers’ Aids 
FRANKLIN approach to Garden 


Hose Nozzle for Dealers’ Use 


Engineering ! Golden values circular 
issued by Bingham Co. 


Golden values highlight the four- 
page circular issued to dealers by 
the W. Bingham Co., wholesaler at 
Cleveland. About two million copies 
are expected to be distributed. 

The front cover features reduced 





e No springs to rust. No lever to cramp the hand. No lock nuts to adjust. 


e “‘FLIP’’ operates upon an entirely new principle; in a single half- 
turn, it goes from fine mist to jet stream. 
e Positive, leak-proof shut-off. Comfortable shaped grip. True one- 
hand control. Made of rust-resistant metal, chrome plated. 
Ask your jobber or write us for name of nearest supplier. 
WRITE FOR 1960 SPRING CATALOG ¢ FRANKLIN METAL & RUBBER CO., HATBORO, PA, 
Want more facts? Circle 180, p. 99 


hom Mr. Dealer: 


. rices on lawn and den, tool, 
would you like to : Stein ga aa 


and sporting goods items. 


profit by some of Available with the circular is a 


182 piece window and in-store dis- 


the services That play kit. It contains banners, double 
pennants, jumbo-size price spots, 


by chain stores and price cards for every item. 


Spring Sales Days theme 


wes “—... .... 


“Spring Sale Days” is the theme 





number: 








e | of a circular prepared by Cosgrave 
Priced for fast, profitable sales segues . » Atatat : 
at $1.29 to $1.49. Verified $1.98 roup uying | & Associates for distribution by 17 
retail value, 100-foot, heavy-duty | wholesalers of the Pro Hardware 
stee! core clothes line. Guaran- | 
teed for two years against 


stretching and sagging. Dries Group. 

$ ! . I . . . 

fast, stays clean, | resists mil ower : The circular is an eight-page tab- 
ew, colorfast. Packed in sales- . , ; . : 
stimulating vinyl display bag. The freshest, newest items | loid size mailer, printed in four 


at the bottom dollar to meet . " ‘ 
ow —_, a green nial sieane 1 eateie, | colors. It features some 62 seasonal 


For complete informa- items. Many are tied in with Hard- 
tion on this profit-im- 


proving service, plus ware Week promotion. 
oop he ne Be ag | This is the second of five circu- 


e \ | 
ar 0 li te A Declers — write NOW lars that will be offered by the 
PRONARDWARE, | Cc group this year. 
7 | RO AROWARE.INC. =| In addition to the 13 franchised 
oe ee eo & OEE ag oberg serenmeet, Hew Verk | wholesalers of Pro Hardware, the 


3370 | STORES 
119 Avenue D, New York? © CAnal 8-33 circular will be offered by Knapp & 
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of 


Spencer Co., Sioux City, lowa; 
I. W. Phillips, Tampa; Schoellkopf 
Co., Dallas; Speer Hardware Co., 
Fort Smith, Ark. 


Supplee-Biddle-Steltz 
has 1960 garden book 


“Garden Hints by Henry” is the 
garden book released to dealers by 
Supplee-Biddle-Steltz Co., Philadel- 


phia wholesaler, to promote its line 
of garden supplies. 

The 28-page book features a “get 
a garden free” contest for con- 
sumers. It offers $500 worth of 
flowers, plants, and trees. 

Another feature of the book is 
Henry’s Hints on garden care. A 
tip on garden care for each month 
of the year appears on every other 
page. 

A merchandising kit is also 











XX strength ash handie, not cut down 
at socket, retains 100% strength. 
Guaranteed. 


2 inches longer socket (11-inch) 
with tabbed top. 


ONLY SHOVEL WITH A 
FULL-LENGTH BACKBONE: 
Rolled with extra thick 
center (13 gauge) from 
socket to cutting edge, 
where all other shovels 
wear fastest. Sides are 
tapered to 17 gauge, to 
lighten weight. Center- 
balanced. Clean-scouring. 


TODAY’S BIGGEST SHOVEL VALUE 


RAZOR-BACK .... rue roe 


SHOVEL THAT SELLS BELOW TOP PRICE 


If you want to sell the best in shovels — and without having to ask 
$5.50 to $6 prices — sell RAZOR-BACK. 


RAZOR-BACK undersells by at least a dollar any other premium grade 
shovel that even approaches it in strength. Your customers get the most 
service for their money — guaranteed. You get full profit, plus a 
double rate of turnover because 4 RAZOR-BACK patterns will take care 
of 90% of your needs. That’s making money. Order from your 
wholesaler. 


THE UNION FORK & HOE COMPANY, Columbus 15, Ohio 
Makers of Green Thumb Lawn and Garden Tools 
Want more facts? Circle 183, p. 99 
HARDWARE ACE, February 25, 1960 © 13] 











WHEN 
YOU ARE 


LOOKING 


FOR A 
CERTAIN 


PRODUCT 


and only the trade-name is 
known—look in the Gen- 
eral Directory Section of 
the “WHO MAKES IT?” 
Number of HARDWARE 
AGE for that particular 
trade-name. You will find 
it listed alphabetically un- 
der the product heading of 
the item in question. 


There alongside the trade 
name you will find the 
name of the manufacturer 
who makes it. The address 
of the maker will also ap- 
pear with the firm name 
arranged alphabetically in 
the same list. 


Keep this Merchandise Di- 
rectory Number where you 
can reach it quickly when- 
ever you need help in buy- 
ing hardware products. 


Hardware Age 


56th & Chestnut Sts., Phila. 39, Pa. 
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New Wholesalers’ Aids 


(Continued) 





available. It contains pennants, 
banners, streamers, price tickets, 
and envelope stuffers. 


“Spring Bargain" theme 
used by Liberty Group 


Ten days of “Spring Bargains” 
is the theme of a circular offered 
dealers by 17 wholesalers of Lib- 
erty Distributors, Philadelphia. 

The circular is eight pages, 
printed in three colors. It features 
only 65 items, enabling dealers to 
keep investments to a minimum. 
The items average out at 35 per- 
cent less than regular retail prices, 
but dealers make close to regular 
margins. 

Three coupon specials, which also 


offer dealers a profit, are used in 
the circular. 

A 250 piece display kit is avail- 
able. It contains more than 30 ad 
mats, spot TV and radio announce- 
ments, two-color window pennants, 
banners, and 120 price cards. Half 
of the price cards are blank, letting 
dealers choose items from their 
stock to put on sale. 


The following wholesalers are 
offering the circular: 

Albany Hardware & Iron Co., 
Albany, N. Y.; Amarillo Hardware 
Co., Amarillo, Texas; Farwell, Oz- 


mun, Kirk & Co., St. Paul; Harper 
& McIntire Co., Ottumwa, Iowa; 
House-Hasson Hardware Co., Knox- 
ville; Hunt & Mottet Co., Tacoma; 
Morley Bros., Saginaw, Mich.; 
Morley-Murphy Co., Green Bay, 
Wis.; Rice & Miller Co., Bangor, 
Me.; Ohio Valley Hardware Co., 
Inc., Evansville, Ind.; Supplee-Bid- 
dle-Steltz Co., Philadelphia; Em- 
ery-Waterhouse Co., Portland, Me.; 
Bluefield Hardware Co., Bluefield, 
W. Va.; J. A. Williams Co., Pitts- 
burgh; Wyeth Co., St. Joseph, Mo.; 
Billings Hardware Co., Billings, 
Mont.; and Schlatter Hardware Co., 
Fort Wayne, Ind. 


Worth Hardware issues 
garden tool catalog 


Worth Hardware Co., 84 White 
St., New York, is distributing to 
dealers a new lawn and garden tool 
catalog. The new catalog contains 
60 pages and includes a line of pro- 
motional items, as well as many 
national brand items. All items are 
illustrated. 


Promotions 


Manufacturers’ New 
Merchandising Plans 


Union Carbide promotes 
"6-12" insect repellent 


Union Carbide Chemicals Co., 
Div. of Union Carbide Corp., New 
York, will promote its “6-12” brand 
insect repellent via radio, consumer 
magazines, Sunday supplements. 

Radio advertising will include 
Don MeNeill’s Breakfast Club, 
Monitor, and the Bob and Ray 
Show. 

Consumer ads will appear in Life 
and Parents’ magazines. Ads are 
also scheduled in two Sunday news- 
paper supplements, This Week and 
Parade magazines. 

A “6-12” brand sales-maker kit 
will be mailed to retailers and 
wholesalers. 








Westinghouse promotes 
spoutiess coffeemaker 


Westinghouse Appliance Div. of 
Westinghouse Electric Corp., Mans- 
field, Ohio, will use radio and tele- 





Manufacturers Promotions 
(Continued ) 





vision commercials to promote its 
spoutless coffeemaker. 

The entire division sales force 
will work in 30 key markets for 
one week getting dealers to tie-in 
with the promotion. 

The coffeemaker will be promoted 
on television on the Desilu Play- 
house. Four-color double page ads, 
tied-in with a General Mills prod- 
uct, will appear in Ladies’ Home 
Journal and McCall’s magazines. 

A new in-store display will be 
available to dealers tying-in with 
the promotion. 


Ten-day trial offer on 
all Corning Ware items 


A 10-day home trial will be of- 
fered customers on all Corning 
Ware items in March. This is the 
first time the offer has been in- 
cluded in a Corning Glass Works, 
Corning, N. Y., promotion. 

Any customer buying Corning 
Ware from a retailer has 10 days 
to test the product. If it is not 
satisfactory, it may be exchanged 
for the full purchase price within 
10 days. 


Triple-Offer-Plan for 
Homko mower dealers 


Western Tool & Stamping Co., 
Des Moines, Iowa, starts its 1960 
selling season by offering Homko 
dealers a three-part bonus plan. 

Dealers qualify for the top deal 
by ordering five or more Homko 
power mowers on or before June 1. 
This makes dealers eligible for a 
special discount on any one of the 
mowers ordered. 

If dealers take the bonus on 
Model 1227, they receive a second 
bonus, a self-selling floor display. 

The third bonus is a free mer- 
chandising kit containing helpful 
sales aids. 


“Pleasant Living" is ad 
theme for Mastic Tile 
“Pleasant Living” is the theme 
being used by Mastic Tile Div. of 
The Rubberoid Co. to spark its 1960 
sales program. 
The program is to build sales by 





‘Pre-stretched”’ 


for more strength 
longer wear! 


cant OR 4 Pifuns o 
9” Guaranteed by = 
— Houschooping 


wor 45 aoveanstd itil 


“HAWTHORNE: 


a ., Braided Cotton Clothes Line ,.°° 


Your customers prefer Shuford’s 
HAWTHORNE because it’s 
“‘pre-stretched’’ for more 
strength, less stretch and long- 
er wear! Gleaming white. 


Display and Sell a 
Shuford’s TIGER LILY, 
Plastic Clothes Line 


In white and colorfast pastels 
Azure Blue, Pin-up mn Tiger 
Yellow and Mint Gree 


Remind your customers that 
laundry is sunshine-fresh when 
it dries outdoors .. . on 
HAWTHORNE line! 


For more sales, bigger profits 
. . . stock and display Shuford’s 
HAWTHORNE Braided Cotton 
Clothes Line! 


For complete details, write 





CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS ¢« EXTRUDED PLASTICS 





3793 World’s Largest Manufacturer of Cotton 
Want more facts? Circle 184, p. 99, 
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ally advertised. 





rnin >» 


Magic Home Repair Products 
boost impulse sales 


The Magic line hits the heart of the big and profitable 
market for home repair products. Pre-priced and bubble packaged, 
each carded item instantly sells on sight. Attractive displays. Nation- 


Write today for complete profit story. 





Seals leaks in 
VINYL 


Wasteacie 
> 
warterecer 


. Magic Fix-All Porcelain 


Magic Tub 'n Tile Sealer 


®. 





Magic Magic Iron Cement Co., Inc. 


5463 Bower Ave. « Cleveland 27, Ohio 
America’s most complete line of home repair products 


Teys . Beech Belle 


Magic Plastic Patch 








Want more facts? Circle 185, p. 99 





MOST BEAUTIFUL 
CAN OPENER 
MADE 


si tote: inane 


ELECTRIC | i‘ 


CAN 
OPENER 


( Rival): lpago MANUFACTURING C0 


s City 29 Missou [ 
; anarna ; Mv 


Want more facts? Circle 186, p. 99 
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HAND STAMPS 


WITH YOUR NAME AND ADDRESS 


ADVERTISE & IDENTIFY YOURSELF 
FOR MAXIMUM REPEAT BUSINESS 


* ECONOMICALLY * PERMANENTLY 
e EFFECTIVELY e CONSISTENTLY 


Available from your STAR jobber 


STAR KEY & LOCK MFG. CO. 


51 S. First Street Brooklyn Ii, N. Y. 
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DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 8&2 














PRICE CUTTERS HURTING 
YOUR PAINT PROFITS? 
Why Not Fight Back! 


We will give you an exclusive label-protected 
territory—advertising and promotion aids to 
build volume and proven Quality Paint ee 
for full 40% profit ond volume sales at $2.59 
AR #3 reg retail. DON'T MISS THE SPRING 


Write—Mr. Reed 
Proctor Paint & Varnish Co., Inc 
Box 191-A, Yonkers, N. Y. 








Want more facts? Circle 188, p. 99 





Manufacturers Promotions 





(Continued ) 


familiarizing the public with Mat- 
ico’s red trademark. 

TV, radio, and consumer maga- 
zines will carry the Matico mes- 
sage. Some 92 stations of the ABC 
Network will promote the Mastic 
Tile line. Some of these shows are 
The Gale Storm Show, Bob Cum- 
mings Show, and Beat The Clock. 

Full-color ads are scheduled in 
the Saturday Evening Post, Amer- 
ican Home, Better Homes & Gar- 
dens, House Beautiful, House & 
Garden, Living for Young Home- 
makers, Sunset, Better Homes & 
Gardens Home Improvement An- 
nual, House Beautiful Building 
Manual, and House & Garden Book 
of Decorating. 

A radio promotion featuring 
decorator advice with Matico tile 
is scheduled later this spring. 

Dealers can tie-in with the pro- 
gram with a number of point-of- 
purchase display aids being offered. 
They include window and counter 
displays, banners, streamers, ad- 
blow-ups, and color folders. 


Armstrong Cork has new 
film for wholesalers 


Wholesaler salesmen wanting 
product information for their deal- 
ers will be interested in the new 
film by Armstrong Cork Co., Lan- 
caster, Pa. 

“Top Level Quality In Low Cost 
Tile” illustrates built-in features of 
Armstrong’s asphalt and Excelon 
tiles. It emphasizes the role of 
Armstrong’s employees in greater 
quality control for easier installa- 
tion. 

The 16mm film runs 23 minutes. 
It is in black and white, with some 
portions in color. Further infor- 
mation can be obtained from the 
company at Lancaster, Pa. 


Lenox has TV promotion 
on melamine dinnerware 


Lenox, Inc., Trenton, N. J., will 
promote its 1960 line of melamine 
dinnerware on two NBC-TV shows. 

The Jack Paar Show, and Dave 
Garroway’s Today show will carry 
the melamine messages. This is the 
first time Lenox will use television 
to promote the dinnerware line. 





How Proto’s SD-11 
Supermart Builds 
Your Business 


Proto’s SD-11 Supermart displays 313 different tools, 
answering almost every service need. The SD-11 makes 
you “Tool Headquarters” — gives your customers 313 
high-quality reasons to stop in—to buy not only the fin- 
est in hand tools, but everything else you carry. 


Call your Proto Wholesaler for the 
liberal, 90-day, Pay-As-You-Go 
Plan. Ask about the Big D Bonus 
Plan. 


Merchandising Kit supplied PROFéessior f wauity TO 
with each SD-11 includes: 
Catalogs Streamers, Dealer 2213 Santa Fe Ave., Los Angeles 54, Calif. 
e Ads, and many other free 513 Allen St., Jamestown, N. Y. 
ae promotion helps. 1713 Oxford East, London, Ont., Canada 


Above shows 360° selling surface of SD-11. A DIVISION OF PENDLETON TOOL INDUSTRIES, INC. 


Want more facts? Circle 189, p. 99 
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UP TO AND 
INCLUDING 
THE QT. OR 1 LB. 
SIZE OF EACH 


Buy a Dozen 
Get the 12" 


FREE! 


Buy a Dozen 
Get the 12" 


Buy a Dozen 


a 4 
coract Get the 12 


= a ee a a ’ 
« 8 
: ® 
on R . 


It’s as simple as that! Every time you order 12 of any one of these five 


great Elmer Glues between February lst and February 26th you get the ~ 


twelfth one free. What a wonderful opportunity to stock up on all five and 
save. See your supplier or write The Borden Co., 350 Madison Ave., N.Y. 17. 


Want more facts? Circle 190, p. 99 
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HARDWARE AGE 


DQ) Your Cheb 


HARRY P. MORGAN, re- 
tired president of Morgan 
Hardware Co., Akron, 
Ohio dealer, started his 
hardware career in 1896 
with the W. Bingham Co., 
Cleveland wholesaler. He 
eventually headed the 
firm’s contract builders’ 
hardware department. Mr. 
Morgan then joined Hard- 
ware & Supply Co., Akron, 
as head of the builders’ 
supply department. In 
1916 he acquired an interest in Harter-Milar 
Hardware Co., Akron dealer. In 1917 the store 
changed its name to Morgan-Nesbitt Hardware 
Co. In 1936 the name was changed to Morgan 
Hardware Co. with Mr. Morgan as president and 
owner. The store has specialized in basic hard- 
ware for institutions and commercial buildings. 
In earlier years Mr. Morgan was associated with 
the Builders Exchange and local service clubs. He 
is a member of the American Society of Architec- 
tural Hardware Consultants and the Fairlawn 
Country Club. Mr. Morgan retired on his 80th 
birthday but continues in an advisory capacity. 


JAY VAN HOUSEN, 
who retired last year as 
sales representative for 
McKinney Mfg. Co., Pitts- 
burgh, began his _ hard- 
ware career in 1908 with 
Reed & Heine Hardware 
and Hawthorne Hardware 
in Elgin, Ill. In 1912 he 
began traveling the mid- 
western states for Sargent 
& Co., working out of the 
Chicago office. In 1926, he 
became sales representa- 

tive for McKinney Mfg. Co., traveling the Pacific 
Coast and mountain regions. He held this posi- 
tion until retiring in 1959. Mr. Van Housen spent 
several years in France and Germany as a Ist 
lieutenant during World War I. He is a member 
of the American Society of Architectural Hard- 
ware Consultants, the Islam Temple Shrine, Elks, 
and the American Legion. His hobbies are fishing 
and traveling. Mr. Van Housen’s son, Clark, is 
the regional manager for McKinney in 11 western 
states. 





Quick delivery from stock 


And what a stock! What you see above represents 
less than ten per cent of the standard fasteners— 
bolts and nuts, rivets, track accessories, and 
construction materials— which. we keep in stock 
and ready to go. How do you get a shipment under- 
way? Just call the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


Want more facts? Circle 191, p. 99 
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News About Dealers: Town’s Mayor Forms 





Hardware Partnership in Garnerville, N. Y. 


Garnerville, N. Y.—Mayor 
Sam J. Silvestro and trustee 
Edward P. Zugibe of West 
Haverstraw have become 
partners in the ZUGIBE HARD- 
WARE STORE. These two civic 
leaders plan to-expand the 
store by adding appliances 
plus plumbing and heating 


service. A grand opening 
under the new partnership 
was held recently. 


Redondo Beach, Calif. — 
New owner of PICKENS 
HARDWARE is Kurt Bachen- 
heimer. Cal Pickens, founder 

(Continued on page 144) 





Southern Convention 
Registration Opens 


Advance registration dead- 
line for the Southern Hard- 
ware Convention in New Or- 
leans, Apr. 10-13, has been 
set for Mar. 17. 

Registrations received on 
or before that date will be 
included in the Advance Di- 
rectory. Other registrations 
will be included in a supple- 
ment that will be issued 
Monday morning of conven- 
tion week. 

Registration opens Satur- 
day, Apr. 9 at 1 p.m. This 
desk will be open daily. 

The convention will open 
with a reception Sunday eve- 
ning in the Roosevelt Hotel. 
Business and speaker  ses- 
sions will take place Monday 
through Wednesday morn- 
ings. 

Monday afternoon will fea- 
ture a wholesaler-manufac- 
turer contact session. 

Entertainment and dan- 
cing is scheduled for Tues- 
day evening. 

Advance registrations can 
be made by writing American 
Hardware Mfrs. Assn., 342 
Madison Ave., New York 17, 
N. Y. 


Wholesalers Meet 
To Plan Toy Book 


Participating wholesalers 
will meet Mar. 6 in New 
York’s Park Sheraton Hotel 
to select the toys to be in- 
cluded in the 1960 Billy and 
Ruth Book. 

Other subjects that will be 


discussed are the 1960 con- 
test, other promotional plans 
connected with the book and 
ideas for more extensive 
dealer use of Billy and Ruth’s 
children’s magazine, pub- 
lished six times yearly. 


C. Earl Weber Becomes 
Disston Sales Manager 


C. Earl Weber has been 
named sales manager of 
hardware at the Disston Di- 
vision of H. K. Porter Co., 
Philadelphia. He was prod- 
uct manager of hardware. 

Robert Brady, formerly 
district manager of New 
York and the New England 
states, was named to the 
newly-created position of 
power tool sales manager. 

Lester A. Spangenberg, 


Cs 


C. EARL WEBER 


Philadelphia sales represen- 
tative, has succeeded Mr. 
Brady. Mr. Spangenberg 
also will manage the district 
including Pennsylvania, New 
Jersey, Maryland and Dela- 
ware. 
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New President Elected 
At Sanson & Rowland 


Richard W. Goodby has 
been elected president and 
treasurer of Sanson & Row- 
land, Inc., Philadelphia. He 
has served successively as 
secretary and vice-president. 

Mr. Goodby joined the firm 
in 1949 as sales manager. 

Other officers elected are: 
James G. Pepper, vice-presi- 
dent and secretary; Aaron I. 
Sanson, III, vice-president; 
James Robert Lewis, assist- 
ant treasurer; and Thomas 
A. Ross, assistant secretary. 


S. L. Allen Appoints 
General Sales Manager 


William H. Rowell, form- 
erly with Dresser Industries, 
Dallas, has been appointed 
general sales manager for S. 
L. Allen & Co., Philadelphia. 

Mr. Rowell succeeds Wal- 


WILLIAM H. ROWELL 


ter H. Kleinhenn. Mr. Klein- 
henn, who had been serving 
as sales manager and secre- 
tary, will continue as secre- 
tary. 


Boyle-Midway Elects 
Gould as President 


Bernard Gould was elected 
president of the _  Boyle- 
Midway, Inc., Division of 
American Home Products 
Corp., New York. 

He had been assistant to 
the president of American 
Home Products Corp. since 
1958. His background in- 
cludes more than 24 years of 
executive experience in sales, 
research and advertising. 


Commission Looks Into 
Tariff on Barbed Wire 


The United States Tariff 
Commission will hold a public 
hearing May 10 in Washing- 
ton on whether imported 
barbed wire is_ injuring 
United States manufacturers. 

The Commission started 
the investigation on its own 
motion. 

Anyone interested in testi- 
fying should notify the sec- 
retary of the Commission in 
writing by May 6. The hear- 
ing will begin at 10 a.m. in 
the hearing room, Tariff 
Commission Building, 8th 
and E Sts., N. W. 





Long Term Loan Financing Plan Is Set Up 
For S & Q Dealers To Own Their Business 


S & Q Hardware Store 
dealers can get long-term 
loans so they can own their 
own business, or they can use 
the money for expansion. 

The financial arrangement 
is with First Midwest Small 
Business Improvement Co., 
Minneapolis. The plan was 
announced jointly by L. M. 
Hatfield, president of Jan- 
ney, Semple, Hill & Co., 
Hopkins, Minn., distributor to 


S & Q Hardware Stores in 
21 states and by Alan K. 
Ruvelson, president of First 
Midwest. 

Here is how the financing 
plan works. 

First Midwest will invest 
up to 60 percent of the re- 
quired capital. First Mid- 
west buys convertible deben- 
tures from the dealer. 

The obligation becomes a 

(Continued on page 145) 
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NY Wire Cloth Names 
General Sales Manager 


William F. Sewert has 
been named general sales 
manager of New York Wire 
Cloth Co., York, Pa. G. F. 
Snyder has been appointed 


WILLIAM F. SEWERT 


general 
tions. 

Mr. Sewert was sales man- 
ager of the company’s wire 
products division for the past 
seven years. He will be re- 
sponsible for all sales and 
marketing activities. 

Mr. Snyder had been plant 
manager during the com- 
pany’s recent plant expan- 
sion program. 


manager of opera- 


DeWalt Division Names 
General Sales Manager 


A. E. Richardson, Jr., has 
been appointed general sales 
manager of the DeWalt Div., 
American Machine & Foun- 


A. E. RICHARDSON, JR. 


dry Co., Lancaster, Pa. He 
succeeds Truman Jones, re- 
cently elected a _ vice-presi- 
dent. 


Mr. Richardson was gen- 
eral sales manager of De- 
Walt Canada Ltd., a Cana- 
dian subsidiary of AMF De- 
Walt in Guelph, Ontario. He 
joined AMF DeWalt in 1952 
and originated and managed 
the firm’s public relations de- 
partment. 


Wholesalers Sponsor 
Showing of ‘60 Lines 


More than 1,500 persons 
recently attended a Detroit 
showing of lines distributed 
by Geo. C. Wetherbee & Co., 
Detroit wholesaler, and Re- 
public Supply Corp., major 
appliance distributor. 

The 1960 lines of 91 manu- 
facturers in the hardware, 
housewares and appliance 
fields were displayed at the 
Detroit Light Guard Armory 
during the three-day show. 


Borden Chemical Co. 
Promotes John Stanley 


John R. Stanley has been 
promoted to general manager 
of the consumer products 
department of Borden Chem- 
ical Co., N. Y. 

Mr. Stanley had been gar- 
den products sales manager 
of the department. He joined 
the firm in March, 1959. He 
will be responsible for sales 
east of the Rocky Mountains 
and be responsible for na- 
tional consumer products’ 
merchandising and advertis- 
ing. 


Dates Announced For 
1960 Hardware Show 


The dates for the 1960 Na- 
tional Hardware Show have 
been officially announced for 
Oct. 10-14. The show will 
again be held at the Coli- 
seum, New York, N. Y. 


Frank M. Yeager, 331 
Madison Ave., New York 17, 
N. Y., is managing director. 


Worthington Co. Buys Schaberg-Dietrich; 
Robert W. Dietrich Heads New Subsidiary 


The Geo. Worthington Co., 
Cleveland wholesaler, has 
purchased Schaberg-Dietrich 
Hardware Co., Lansing, 
Mich., wholesaler. 

Amount involved in the 
purchase was not made pub- 
lic. However, it is under- 
stood to have been for cash. 
It is said to include all out- 
standing Schaberg - Dietrich 
common and preferred stock, 
owned in entirety by mem- 
bers of the Schaberg and 
Dietrich families. 

Schaberg - Dietrich, which 
was founded in 1923, will op- 
erate as a wholly-owned 
Worthington subsidiary, re- 
taining its trade name and 
corporate identity. 

Announcement of the pur- 
chase was made simultane- 
ously in Cleveland and Lans- 
ing by N. F. Luekens, Worth- 
ington president, and Simeon 
R. Dietrich, president, Scha- 


berg-Dietrich Hardware. Co. 

All S-D assets were ac- 
quired by Worthington, in- 
cluding merchandise inven- 
tory. It is understood that 
Worthington has also taken 
a long term lease on the 
150,000 sq ft buildings oc- 
cupied by Schaberg-Dietrich 
at 1611-35 N. Grand River 
Ave., Lansing. 

Mr. Luekens and Mr. Diet- 
rich stressed that Schaberg- 
Dietrich operations will con- 
tinue without change. All 
present S-D personnel, with 
the exception of five retiring 
members of the Schaberg and 
Dietrich families, will be re- 
tained. The company em- 
ploys approximately 100 in 
Lansing and has 14 field 
salesmen. 

Simeon R. Dietrich stated 
that he is retiring as presi- 
dent. Also that his three 

(Continued on page 141) 





Our Own Reports Gains 
In Sales, Memberships 


An increase in sales, an 


increase in members, and 
plans for further improve- 
ment of its warehouse were 
announced by Our Own 
Hardware Co., dealer-owned 
wholesaler of Minneapolis. 

S. P. Duffy, president, 
speaking at the annual 
stockholders’ meeting on 
Feb. 9, reported that mem- 
bership now totaled 613 
stores. A further increase 
is expected in 1960. 

Improvements to the ware- 
house, including another en- 
closed bridge across 3rd St., 
are planned to improve effi- 
ciency and to permit han- 
dling of a larger volume of 
merchandise. 

Four directors of the firm, 
all dealers, whose terms ex- 
pired, were re-elected for 
another term. They are 
P. W. Anderson, Staples, 
Minn.; W. S. Prentice, Cor- 


nell, Wis.; G. DeRuyter, 
Sioux Center, Iowa; and 
K. M. Hallas, Salem, S. D. 

W. A. Retzlaff of New 
Ulm, Minn., was re-elected 
chairman of the board. 

The stockholders’ meeting 
was held during the conven- 
tion and spring buying mar- 
ket. This year’s attendance 
was unusually heavy. Deal- 
ers were very active in buy- 
ing spring merchandise. 


Supplee-Biddle-Steltz 
Names H. B. Sussman 


Harry B. Sussman has 
been promoted to general 
manager of the Armstrong 
floor covering division of 
Supplee - Biddle - Steltz Co., 
Philadelphia wholesaler. 


Mr. Sussman had been 
sales manager of the division 
for the past two years. He 
had previously been a floor 
covering salesman with the 
firm for three years. 
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The Trim-Trio Knife with screwdriver blade . . . precision ground, 
carbon steel knife . . . rugged bottle opener . . . handy nail file 
— all folding compactly into a highly finished chrome plated 
steel case with Keychain attached. (Only 49c retail.) 








Store-tested with proven colorful eye-catching 
Pyramid Displays or individual bubble pack cards. 
BUILD “IMPULSE SALES”. 


FINGER-NAIL | 
CLIPPER 


World Famous Nail Clip- 
per is precision ground 
with patented, fold-a- 
way file. Heat treated 
cutlery steel... Plated 
and lacquered for last- 
ing finish. With Key- 
chain attached. Also 
available on bubble pack 
cards. 


(Only 25¢ retail) 








TOE-NAIL 
CLIPPER 


Only the Trim Toe-nail 
Clipper has the ‘‘Chiro- 
pedic’® cutting edge 
recommended by Chirop- 
odists ... made of 
tempered cutlery steel 
with lustrous chrome 
finish . . . patented nail 
groomer and file, for 
complete Toe-nail care. 
Also available on bubble 
pack cards 


(Only $1.00 retail) 


For complete information, contact your nearest 
TRIM wholesaler or write: 


THE W. E. BASSETT CO., DERBY, CONN. 


Canadian Distributors: Myer Bald Lid., 


22 Front St., West Toronto, Canada 


Want more facts? Circle 192, p. 99 
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News of the Trade 
Seidlitz Paint Celebrates 50th Anniversary 


= 


Presidents of paint manufacturing firms that merged to form Con- 
solidated Coatings & Chemicals, Inc., (HA, Jan. 14, p. 173), met in 
Kansas City; attended the fiftieth anniversary sales meeting in Kan- 
sas City of the Seidlitz Paint & Varnish Co. Shown between sessions 
are G. R. Seidlitz, Seidlitz Paint & Varnish Co., and H. Braith Davis, 
H. B. Davis Co. (left and right center). Standing behind them left 
to right: J. Barry York, Masury Paints of Texas, Inc., Houston; 
W. H. Sweney, Jr.. W. H. Sweney & Co., St. Paul; and John R. 
Seidlitz, Seidlitz Paints of Texas, Houston. 





brief reports of 


MANUFACTURERS SALESMEN 


@ Stanley Hardware, Division of Stanley Works, New 
Britain, Conn.—Alfred L. Moeller to New York regional 
manager for builders’ hardware sales succeeding Charles 
Pincus. Mr. Pincus continues to call on specially assigned 
New York accounts. 


@ Pioneer Rubber Co., Willard, Ohio—Wayne L. Niedens 
from Lever Brothers to sales representative for the com- 
pany’s Texas subsidiary in Arkansas, Louisiana, Missis- 
sippi, western Tennessee and the Houston, Tex., area from 
New Orleans. 


@ Standard Screw Co., Bellwood, [ll—John A. Eberhardt 
to the Stanscrew fastener sales force in western New York 
and western Pennsylvania, succeeding James A. Businger, 
who resigned. 


@ Stanley Tools, Division of Stanley Works, New Britain, 
Conn.—Fred A. Curry from Heitmann, Bering Cortes Co., 
Houston wholesaler, to sales representative in Texas. 


@ Lufkin Rule Co., Saginaw, Mich—Joseph M. Evans to 
sales representative in the Philadelphia area; Richard Mor- 
rison from C. W. Marwedel Co. to the San Francisco area. 


@ Star Bronze Co., Alliance, Ohio—George E. Stradley to 
factory salesman in Ohio and western Pennsylvania. 





New products, displays and promotional activities were featured at 
a recent S-K/Lectrolite sales meeting in Chicago. W. J. McDonough, 
president of Sherman-Klove Co., shown at the podium, addressed 
the regional managers attending the three-day session. 








Worthington Co. Buys 
Schaberg-Dietrich Co. 


(Continued from page 139) 
brothers, John H. Dietrich, 
vice president; Martin J. 
Dietrich, a company direc- 
tor; William M. Dietrich, 
Sr., treasurer; and Arthur 
R. Schaberg, secretary, are 
also relinquishing their posts. 

However, three members 
of Schaberg- Dietrich fam- 
ilies will remain with the 
new Worthington subsidiary. 
Robert W. Dietrich, former 
vice-president, succeeds his 
brother as company presi- 
dent. His brother, G. Walter 
Dietrich, will serve as secre- 
tary. Ernest W. Schaberg 
will continue as vice-presi- 
dent in charge of purchas- 
ing. H. W. Ditzler, former 
controller, becomes treasurer. 

New S-D directors will be 
R. W. Dietrich, Mr. Luekens, 
John J. Bohning, John W. 
Vickers, W D. Campbell and 
A C. Maecker. The latter 
four are Worthington vice- 
presidents and directors. 

In his letter to employees, 
announcing the sale, Simeon 
R. Dietrich advised the 
Worthington offer was ac- 
cepted because it offers max- 
imum security and opportu- 
nity to S-D workers. “Worth- 
ington’s operating and sales 
policies, financial stability 
and 13l-year record of busi- 
ness success, guarantee con- 
tinuance of S-D operations 
at the highest level,” he said. 

According to Mr. Luekens, 
“Addition of the Schaberg- 
Dietrich organization is ex- 
pected to more than double 
Worthington sales volume in 
Michigan.” 

Worthington now employs 
approximately 600 persons in 
Cleveland and has a. sales 
force of 143. Mr. Luekens 
stated no changes will be 
made in the Cleveland opera- 
tion as the result of the 
Schaberg-Dietrich purchase. 


Geo. Worthington Co. 
Appoints Two Buyers 


Theodore E. Drehs and 
Raymond M. Snyder have 
been appointed buyers for 
the Geo. Worthington Co., 
Cleveland wholesaler. 

Mr, Drehs will be buying 
plumbing and heating sup- 
plies and equipment. Mr. 
Snyder will buy various lines 
of hardware and household 
supplies. 

Mr. Drehs joined the firm 
in 1939 and has covered a 





News of the Trade 


RAYMOND M. SNYDER 


sales territory in Cleveland 
since March, 1945. 

Mr. Snyder started with 
the company in 1946 and has 
been serving a sales terri- 
tory in Dayton, Ohio, since 
May, 1953. 

Edward Geyer succeeds 
Mr. Snyder in the Dayton 
territory. Mr. Geyer has 
been with the firm and in 
training for sales work since 
Sept. 1955. 


ROBERT M. MAY 


Kordite Appoints May 
Field Sales Manager 


Robert M. May has been | 


named national field sales 
manager of the resale divi- 
sion of Kordite Co., Macedon, 
ey 

He has been with the firm 
three and one-half years in 
various sales and product 
management capacities. 


the 
Crattsmen’s Choice 


Stling 
CHEN -CLEAN 
NAILS : 


CLEANER... 
SAFER... 
DRIVE EASIER . 
HOLD BETTER . 





When you feature Sterling Chem- 
Clean Nails, you give your customers extra value 
at no extra cost. That extra value is the exclusive 
Chem-Clean chemical vapor degreasing process 
... the method that leaves all nail surfaces 
thoroughly clean. This means nails that start 
easier and drive easier without splitting the 
wood .. . nails that have a sharper point and a 
cleaner surface that results in greater holding 
power. How about it? Are you giving your 
customers the complete nail value they expect? 


A NAIL FOR 
EVERY PURPOSE 
including 


RING AND SCREW 
SHANK TYPES 


Get more plus sales with Sterling 
Chem-Clean Ring and Screw Shank 
Nails. They are ‘‘double’’ Chem- 
Cleaned, yet this process does not 
injure the threads and points as may 
be the case with nails that are de- 
greased by tumbling in sawdust. 





HERE’S ANOTHER STERLING 


PROFIT MAKER 


Galvanized Welded Wire Fabric 


A strong, rugged fabric available galvan- 
ized before welding in standard specifica- 
tions . . . also galvanized after welding for 
uses requiring extra corrosion resistance. 


THE ‘‘MANY-USE"’ 
Animal Pens 
Poultry Runs 
Play Pens 

Lawn Fence 
Trash Burners 
Tool Cribs 


PRODUCT 


Locker Partitions 
Corn Cribs 
Window Guards 
Tennis Courts 
Sorting Tables 
Range Shelters 


@ Send for Free Catalog Today 


NORTHWESTERN 
AND WIRE COMPANY 


Sterling, Illinois: 


STEEL 





Want more facts? Circle 193, p. 99 
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Stanley Tools Sales Force Me 


: 


oy 


The entire sales force of Stanley Tools, Division of Stanley Works, 
met at a three-day general sales conference in New Britain, Conn.., 
recently. Corporate officers and executives, and hand tool division 


News of the Trade 
ets at Three-Day General Sales Conference 





% bo 


executives addressed the group of more than 100 persons. 


saan BRE Fs 


Five 


group seminars on hand tool products and promotions were con- 


ducted at the conference. 





ROBERT E. UTZ 


Huffman Mfg. Elects 
Utz a Vice-President 


Robert E. Utz has been 
elected vice-president of the 
Huffman Mfg. Co., Dayton, 
Ohio. Mr. Utz, former gen- 
eral sales manager, will head 
up sales of the bicycle and 
power mower divisions. 

Mr. Utz joined the com- 
pany 13 years ago as super- 
visor of quality control. 


Beck & Gregg Starts 
Program For Dealers 


A program for dealers co- 
ordinating promotions is be- 
ing worked up by Beck & 
Gregg Hardware Co., At- 
lanta wholesaler. 

The first promotion in the 
program is to start April 4. 
An Atlanta television station 
will carry the program, of 
spot advertising announce- 
ments, one night a week from 
6:30 to 10:30 p.m. The spots 
will advertise stores and 
merchandise featured in the 
promotion. 

Beck & Gregg dealers join- 


ing in the promotion will be 
identified as “Certified Hard- 
ware and Houseware Stores.” 
Identification will be by store 
and window banners, and 
stickers on trucks. 


Streater Names Mold 

Marketing Director 
Howard P. Mold has been 

elected executive vice-presi- 


dent and director of market- 
ing for Streater Store Fix- 


HOWARD P. MOLD 


tures, 
Minn. 

He was with the Minneap- 
olis Honeywell Regulator Co. 
as sales personnel manager. 


Inc., Spring Park, 


Jack Campbell Joins 
Walker Advertising 


Jack Campbell, formerly 
publication manager of 
Hardware Trade magazine, 
St. Paul, Minn., has joined 
Harold C. Walker Advertis- 
ing, Minneapolis advertising 
agency, as an account execu- 
tive. 
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ROBERT FULLER 


Roberts Co. Appoints 
Fuller Sales Manager 


Robert Fuller has been 
promoted from field repre- 
sentative to sales manager of 
the Roberts Co., Los Angeles. 

Mr. Fuller had been a sales 
representative for the com- 
pany from 1952 until 1955 
when he joined the Lack Car- 
pet Co. He rejoined Roberts 
in 1959. 


Fiduk Appointed to 
Ace Dealer Service 


Ken W. Fiduk has been ap- 
pointed to the Ace dealer 
service department of Ace 
Hardware Corp., Chicago. He 
will be responsible for store 
relations and affiliations. 

For the past four years, 
Mr. Fiduk has been a store 
planning engineer. Before 
joining Ace, he was a store 
planning engineer with 
Coast-to-Coast Stores Cen- 
tral Organization, Inc., Min- 
neapolis. 


Fulton Elects Harris 
Sales Vice-President 


L. O. Harris, Jr., has been 
elected vice-president of sales 
at Fulton Cotton Mills, At- 
lanta. 

Mr. Harris, 
eral -manager, 
firm in 1946. 


former gen- 
joined the 





Heyman Elected Housewares Club President 


John Heyman of Republic Molding Corp., third from left, was 
elected president of the Philadelphic Housewares Club recently. 
Other officers elected for 1960-6! are: William Redparth, Jr., Rub- 
bermaid Co., second vice-president; Samuel Ospow, Ospow Dis- 


tributors, secretary; Mr. 


Heyman; 


Ethel Whitaker, John Martin 


Sales, assistant secretary; John McKenney, Maxwell McKenney & 
Co., first vice-president; and Robert Stone, Jones & Laughlin Steel 


Co., treasurer. 
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WORLD'S 
FINEST 


< | ~ PROTRACTOR 
Magnelite | EvEy ¢ 


Has all the fine engineering and appearance of 
regular magnelite levels plus exclusive calibrated 
vial assembly to measure angles and drop per 
foot. A twist of the dial and you set it. In all 
sizes 18”-96”". 


4 
1 


My Ni 
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Designed to make 
Your selling job easier 


Sales appeal is built into read-at-a-glance window 
magnelite levels. Remarkably precise, Magnelite 
levels combine rugged durability with exceptional 
light weight of extruded magnesium. Concave 
working edges, machined smooth hand 

tools. 13 sizes 18”-96”. 


J.H. SCHARF Manufacturing Company 


67120 Binney Street 


Omaha, Nebraska 


Want more facts? Circle 194, p. 99 





BEYOND COMPARISON 


Snow White plastic in a tube 
TUB PROVEN FOR 


PERMANENT USE 
THRU THE LASTIOVEARS 


DE WITT PRODUCTS CO. 


FREE SAMPLE 5868 PLUMER ST. DETROIT 9, MICH 








GALVANIZED 
COPPER 
BRASS 
BLACK 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 196, p. 99 








SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable. 
Also, we are now producing a new line of Star 
Blade-T ype Plow Shares—in regular and short pat- 
terns—made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You’ll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


Want more facts? Circle 197, p. 99 
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News of the Trade 


news in brief of 


MANUFACTURERS AGENTS 


@ Harvey Reese Co., Philadelphia—Harvey Reese has estab- 
lished a new agency to cover eastern Pennsylvania, south- 
ern New Jersey, Delaware, Maryland and Washington, 
D. C., for the hardware-housewares market. Mr. Reese was 
general sales manager of Cordomatic Div., Vacuum Cleaner 
Corp. of America, Philadelphia. 


The handiest, 
SELLING-est 
item in the 
whole wide 
world for only 


$7.00 


(List 
saga @ Columbiana Pump Co., Columbiana, Ohio—Western New 


York state and Erie county, Pennsylvania, to Automatic 
Engineering Service, Buffalo; eastern New York state and 
New Jersey to H. A. Bosart, New York N. Y. 





CRYSTAL CLEAR IMPACT-RESISTANT PLASTIC @ Varner Co., Dallas—Rob-Ell Cox has become associated 


with the firm. He had been with Sheffield Clark & Co., 


Nashville. 
PRACTICAL 


USEFUL 
DECORATIVE 
for home, 
workshop, 
hobby room, 
office, 
travelling 


Unit consists of cabinet with 8 remov- 
able drawers, each with cover. Holds 
buttons, clips, jewelry, stamps, screws, 
etc. Overall size approx. 7” x 5” x 214”. | 
Packed 50 cab. per master (20 Ibs.) | 
Only full cases shipped. Prpd. freight 
on 150 lbs. 


At Your Jobber or Write for Literature and Prices 


@ Diamond Expansion Bolt Co., Garwood, N. J.—Washing- 


ton, Oregon, Idaho, Montana and Alaska to Hendry-Murray 
Co., Seattle. 





@ Acme Shear Co., Bridgeport, Conn.—Texas, Oklahoma, 
Arkansas and Louisiana to Varner Co., Dallas. 





ant organization in Minneap- 
olis. 

Fleming & Associates, 3909 
W. 48th St., Minneapolis, 
will offer marketing and op- 
erations consulting service to 
manufacturers and whole- 
salers. 

Mr. Fleming has a back- 
ground of 40 years experi- 
ence in merchandising hard- 
ware, paint and related 
items. 


COASTAL ABRASIVE AND TOOL CO., INC. 
40-22 23RD STREET, LONG ISLAND CITY 1, NEW YORK’ 


THE ONLY COMPLETE LIA 


X * os ys aN 
\ \ N to 


Want more facts? Circle 198, p. 99 


Cross 








News About Dealers: 


R. M. FLEMING 





Sel the Tacks 
Professionals use 


FOR DETAILS OF DISPLAY STAND OFFER 


W. W. CROSS & CO. JAFFREY, N. H. 
Want more facts? Circle 199, p. 99 
ONE SOURCE* for ALL FLOOR COVERING HARDWARE! 
| ___NO BIG INVENTORY NEEDED! 











FAST MOVING... 


FULL 40% 
MARK- UP eee 











Competitively priced and packaged for impulse sales! 
e Caster cups (for both carpets and floors) e Swivel 
glides e Button glides e For any leg diameter or shape, 


any load (to heaviest!) e¢ Free Bar Rack with pre-selected 
stock order. 


die auestim UNITED STATES CASTER CUP CORP. 

FREE SAMPLE and Subsidiary, Childlore Corp. 

FULL FACTS to 215 W. 15th St. Kansos City, Mo, 
Want more facts? Circle 200, p. 99 
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Robert Fleming Offers 


Consultant Services 


Robert M. Fleming, former 
vice-president in charge of 
sales promotion and advertis- 


_ ing for Janney, Semple, Hill 


& Co., wholesalers, has estab- 


lished a marketing consult- 


(Continued from page 138) 


of the store 12 years ago and 
previous owner, will continue 
to be associated with the 
firm. The store will operate 
under the name of KURT- 
PICKENS HARDWARE. Inven- 
tory is being increased and 
new lines and services added. 





Orme Hardware Wins Eclipse Party Contest 





| Thomas 


Orme Hardware, Cambridge, Ohio, won first prize in a national 
Try Out Party contest sponsored by Eclipse Lawn Mower Co. to 
offer the public an opportunity to try various model lawn mowers. 
Left to right: Bernard McDermott, Eclipse sales representative; 
Rea, manager; Mrs. Rea; Mrs. McCoy; John McCoy, 
salesman. 








Loan Pian Set Up 
For $&Q Dealers 


(Continued from page 138) 
long-term, deferred liability 
rather than a current obli- 
gation affecting working 
capital. The capital is an 
immediate cash receipt. 

The dealer may buy the 
equity held by First Mid- 
west at any time. Prepay- 
ments can be made to reduce 
the principal amount of the 
outstanding debentures. 

The dealer owns all the 
outstanding stock in his 
store. The dealer retains 
contro] of his business. 

The financial plan is avail- 
able to present or potential 
S & Q Hardware Store deal- 
ers to establish new S & Q 
Hardware Stores, to relocate 
or upgrade existing stores, 
to buy out stores presently 
in operation, and to furnish 
additional capital for stores 
where justified by the pros- 
pect of more profitable op- 
eration. 

First Midwest was one of 
the first investment compa- 
nies licensed by the govern- 


News of the Trade 


ment last spring. A similar 
First Midwest equity financ- 
ing plan is being used by 
drug and grocery stores. 


Sheet Metal Group 
Sets Meeting Dates 
The 


luncheon. 


A welcoming reception will 


be held April 20 at 6:30 PM 


for those attending these | 


sessions. New methods, op- 


erations and products will be | 
reported at the meeting, ac- | 


cording to Thomas A. Fern- 
ley, Jr., executive secretary. 


GE Names Harrington 


John S. Harrington has 
been appointed manager of 
decorative lamp sales in the 
miniature lamp department 
of the General Electric Co., 
Cleveland. 





H. W. George Heads Western Dealer Group 





National Association | 
of Sheet Metal Distributors | 
will conduct its 50th Spring | 
meeting at the Deshler-Hil- | 
ton Hotel, Columbus, Ohio, | 
April 21 and 22. The official | 
board will meet on April 20 | 
beginning with a 12:30 PM | 


H. W. George, George Hardware, Osceola, Mo., was elected presi- 
dent of the Western Retail Implement & Hardware Assn. at its 7!st 
annual convention in Kansas City, Jan. 18-20. Ed Shouse, Shouse 
Implements, Abilene, Kan., was elected vice-president, and J. Keith 
Melvin, Kansas City, was re-elected secretary-treasurer. Holdover 
council members are John Twitty, Twitty Hardware, Springfield, Mo.; 
Frank Reusch, Budge's Hardware, Ottawa, Kan.; Dick Pratt, Pratt 
Hardware, Colby, Kan.; Vic Clark, Clark Hardware, Wichita, Kan.; 
Gene Manny, Manny Hardware, Winfield, Kan., and Mr. George. On 
the farm equipment council, Fred Nolte, Ulysses, Kan., is the new 
member. Holdover members are Marion Kline, Rock Port, Mo.: 
Bill Adriance, Wellsville, Kan.; John Whitlock, Marshall, Mo.; Mr. 
Shouse and E. H. Roth, Larned, Kan., retiring president. Shown here 
(left to right) seated are Vic Clark, President George, Gene Manny. 


Standing (left to right) are John Twitty, Frank Reusch, and Dick 
Pratt. 





you mean 


you haven't 


heard of 


SELFIX?. 


America’s largest selling 
line of plastic accessories 


| WET 'EM! SET EM! 
FORGET 'EM! 


GUARANTEED 
TO HOLD FIRM 


= 


.% 
Ww 


NO NAILS! NO SCREWS! NO TOOLS! 
NO GLUE CAPSULES to ooze or lose 
Just moisten with water and stick ’em up! 


oS 


Hook Soap Dish 39¢ 
2 for 25¢ 


( Tissue Holder 59¢ 


The Popular Priced Selfix line 
of quality accessories for bath- 
room or kitchen is the easiest 
to put up .. . the easiest to sell 
. . . and the only line of its 
kind in America. Perfect ad- 
hesion is guaranteed. Millions 
of Selfix Self-Adhering prod- 
ucts are now in use in Ameri- 
can homes. Everyone of the 
17 Selfix items is designed for 

Towel Bars high volume es mounted on 

12”-59¢ cards for impulse sales . . . and 

18”-69¢ carry liberal dealer discounts. 
oa Shelf 89¢ = Nationally advertised in 
leading consumer magazines. 
PRODUCTS COMPANY 

223 West Erie Street 


Chicago 10, Ill. 
Volume Building Displays FREE for every point of purchase 


Want more facts? Circle 201, p. 99 
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Twin Hooks 
2 for 39¢ 








Adon Brownell Receives An Award 


PIO IO MEO RO 
; 
4 
; 


Certificate of Honorary Membership in the American Society of 
Architectural Hardware Consultants is presented to Adon Brownell, 
left, by Henry Peter, director of Region 2 of ASAHC. Presentation 
was made at the meeting last month of the Metropolitan New York 
Builders’ Hardware Club, attended by more than 100 members and 
guests. Honorary membership is for those who have contributed 
outstandingly to the advancement of the builders’ hardware industry. 
Mr. Brownell currently is chairman of the club's education committee. 
Mr. Brownell has engaged in many industry activities such as 
addressing conventions, teaching classes, and writing several books 
on builders’ hardware. 





Niven Is President 
Of Wholesale Firm 


Rabinowe Cites Employe 


Charles Cronenberg was 
given a citation and gift for 
his 35 years of service as a 
salesman to E. Rabinowe Co., 
Yonkers, N. Y., wholesaler. 
Herman Rabinowe, president 
and general manager, made 
the presentation to Mr. 
Cronenberg who has a per- 
fect attendance record. 


Central Jersey Buys 


Central Jersey Whole- 
salers Inc., Laurelton, N. J., 
has acquired an additional 
warehouse about 1000 ft 
from the firm’s main build- 
ing. 


Edwin Niven is the new president 
of Monroe Hardware Co., whole- 
saler at Monroe, N. C. (See HA, 
Feb. II, p. 248.) 





4 Biate © 


Tryon Sales Force Attends Annual Luncheon 


Fourteen manufacturers presented their lines at a clinic meeting for 
the sales force of the Edw. K. Tryon Co., Philadelphia wholesaler, 
in the Ben Franklin Hotel in Philadelphia. Ted Williams demonstrated 
and gave a sales presentation of his fishing tackle at a luncheon 
during the annual January meeting. 
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Public Is Invited To 
Warehouse Open House 


Ohio Valley Hardware Co., 
wholesaler at Evansville, 
Ind., used the Open House 
for its new warehouse to 
build good will in the com- 
munity. 

The first two days, Feb. 23 
and 24, were for dealers. The 
third day, Feb. 25, the new 
warehouse was opened to the 
public. 

The public Open House 
was “a good will gesture 
toward our many friends in 
the community who could not 
be customers of ours but are 
very much interested in what 
we have been doing,” ex- 
plains Richard F. Becker, 
vice-president of Ohio Valley 
Hardware. 


United Hardware Sales 
Gain 28 pct in ‘59 

A sales gain of 28 percent 
for 1959 was reported by 
United Hardware Distribut- 
ing Co., Minneapolis dealer- 
owned wholesaler. The report 
was made at the firm’s an- 
nual convention and mer- 
chandise show in Minneapolis 
Auditorium, Jan. 25-27. 

Representatives of United’s 
305 member dealers looked 
over displays set up by more 
than 200 manufacturers. The 
annual banquet was attended 
by 666 persons. 

N. W. Diehl, general man- 
ager, reported net sales of 
$6,499,000 for the fiscal year 


ended Nov. 30, 1959, an in- 
crease of 28 percent over 
1958. Forty-eight stores 
joined the United group last 
year. | 

United warehouse space 
was increased by more than 
15,000 sq ft last fall, and 
now totals 165,000 sq ft. In- 
stallation of $45,000 worth of 
new warehouse equipment 
was also completed last fall. 

Two new directors were 
elected to three-year terms: 
Paul Gardner, Gardner & 
Zeren, Inc., New England, 
N. D., and Allan Mitchell, 
Mitchell Hardware, Minot, 
N. D. 

New officers elected by the 
directors are: president, 
Robert Evans, Evans Hard- 
ware, Strawberry Point, 
Iowa; vice-president, George 
Cushman, Cushman Hard- 
ware, Minneapolis; secretary, 
Al Renner, Renner Hard- 
ware, West Concord, Minn. 


Awards to Wholesalers 


Ace Hardware Corp., Chi- 
cago wholesaler, was pre- 
sented with a plaque by 
Huffman Mfg. Co. to mark 
the sale of $100,000 worth of 
Monark bicycles. 

H. Schultz and Sons, New- 
ark, N. J.; California Hard- 
ware Co., Los Angeles; and 
George Worthington Co., 
Cleveland, were presented 
with Steuben glass trophies 
and welcomed into the new- 
ly-organized Half Million 
Dollar Club by Corning 
Glass Works. 





Missouri Dealers Elect Okenfuss President 


Max Okenfuss, Okenfuss Hardware, Ste. Genevieve, was elected 
president of the Missouri Retail Hardware Association at its 
convention in St. Louis, Jan. 26-28. Frank L. G. Weiss, Union 
Hardware & Mercantile Co., St. Louis, was elected first vice- 
president & treasurer. Officers and directors seated left to right 
are: William McKinnon, Ballwin Hardware, Ballwin, director; Mr. 
Weiss; President Okenfuss; Hardin Franks, Hardin Franks Hardware, 
Alton, retiring president, on advisory board; Lloyd Miller, Rice 
Hardware, Campbell, director. Standing left to right are: J. C. 
Edmonston, L. Edmonston & Son, Hornersville, director: Phillip 
Hoffman, P. Hoffman & Son, Sedalia, director; Francis Knollmeyer, 
Scruggs-Guhleman-Knollmeyer, Inc., Linn, director; Adolph F. Simon, 
Florissant Hardware, Jennings, advisory board; Art Raymond, secre- 
tary. Others not shown in photo are: Ralph Butts, Farm Supply Co., 
Lebanon, advisory board member; Jack O. Willburn, Glasgow 
Village Hardware, St. Louis, director; and E. E. Stapleton, Staple- 
ton's Hardware, St. Louis, director. 





profit line for 
the selling ’60’s 


All fired up for the best sales, profits 
and easy selling, Barr’s long line is 
the line to sell! Barr constantly 
adds new fast sellers to the hun- 
dreds of quality items already avail-- 
able—all with high mark-up, better 
color, displays and packaging thar’) 
you get anywhere else! National: 
advertising pre-sells for you. 


; 4 — ‘¢ 
7 he aaa . : +. 
0 ny, : 


e.- 9° -. . 7 


- @ = Check your stock now—order from your jobber today! 


¢ The BARR RUBBER PRODUCTS COMPANY 


LG Sandusky, Ohio 
ye CD er ZF ‘Bas eee row go New York Office: 200 Fifth Ave., 


New York 10, N. Y. 
SEE THE ENTIRE BARR LINE DISPLAYED IN THE HOTEL NEW YORKER MEZZANINE DURING THE TOY FAIR! 


Want more facts? Circle 202, p. 99 
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GUN CLEANING 
by TAJE | issentians 
/ wiowncm || QunksebP all others! 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 


Want more facts? Circle 203, p. 99 Display them prominently 


SPRING ASSORTMENT S$ L—{e!) HOPPE’S products walk off with 
ALL FOR ONLY the top scores in both sales and 

profits in every state in the 
AJAX No. 750 — Consisting of: nation! Long-established user 

* METAL 5-DRAWER CABINET acceptance and trust . . . plus 
* 1,000 SPRINGS (#1 to #100) consistent national advertising 


a : ... Keeps HOPPE the BIG name 
METAL DISPLAY with SPRINGS in gun cleaning. Display HOPPE 


Brings You at Retail products “up top” and “out 


$280 Gross Return! front’ . . . watch your sales 
Order Now! scores go up! 


FOR WG FRANK A. HOPPE, INC. ay 


). vers > 4 2314-A N. 8th St., Phila. 33, Pa. 


WIRE SPECIALTY CO ASK YOUR JOBBER 
324 CANAL ST | FOR HOPPE’S 
NEW YORK 13.WN_ Y 


Want more facts? Circle 204, p. 99 Want more facts? Circle 205, p. 99 
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Joe Picciotti of Delaware Valley Suppliers, Wilmington, seated 
second from left, was elected president of the Tri-State Builders’ 


Hardware Club for the coming year. 


Seated left to right are: 


Leonard V. Rowlands, publisher of HARDWARE AGE; Mr. Picciotti, 
Stephen Purdy of Steinman Hardware Co., Lancaster wholesaler, 
second vice-president; Adon H. Brownell of Lockwood Mfg. Co. guest 


speaker at the meeting. 


Standing left to right: Clair Gunnet, 


P A & S Small Co., York, Pa. wholesaler; Wm. Schumacher, manu- 
facturers representative; T. W. Hissey of Eagle Lock & Screw Co., 
secretary-treasurer; Wm. K. Ruttie, Jr., Supple-Biddle-Steltz Co., 
Philadelphia wholesaler; W. Van Horn, manufacturers’ representa- 
tive, immediate past president of the club. 





Funk Marks 60 Years 
With Albany Hardware 


Henry J. Funk, vice-presi- 
dent and general buyer of 
Albany Hardware & Iron 
Co., Albany wholesaler, was 
honored by fellow employes 
recently as he marked 60 
years of service with the 
company. 

Mr. Funk joined the firm 
as an errand boy and rose 
through the ranks to super- 
visory posts. 

Company officers gave a 
dinner for Mr. Funk at the 
University Club. He was pre- 
sented with a book of con- 
gratulatory messages from 
more than 250 former busi- 
ness associates. 


W. H. Allen Co. Changes 
Warehouse Locations 


The Walter H. Allen Co., 
dealer-owned wholesaler, is 
changing its warehouse in 
Dallas. 

A site for a warehouse has 
been purchased in the Brook 
Hollow Industrial District. 
The 16-acre site now has a 
63,000 sq ft warehouse. An 
addition of 126,000 sq ft is 
being built. Total investment 
will be $1,200,000. This new 
warehouse will be occupied 
in several months. 

The company’s present 
warehouse, on a 5-acre tract, 
will be leased. The original 
building on this site, of 63,- 
000 sq ft, was occupied in 
1946. Additions in 1955 and 
1958 added 63,000 sq ft. Half 


of this warehouse will be 
leased to the firm now oc- 
cupying the Brook Hollow In- 
dustrial District site. The 
remainder will be leased. 

A new corporation was 
formed to purchase the 
Brook Hollow Industrial Dis- 
trict warehouse and to build 
addition, and to rent the 
present warehouse. This is 
Whaco, Inc. Stockhoiders are 
franchised dealers in the 
Allen company. 


NORMAN C. MACDONALD 


Norman C. Macdonald 
Heads Rawiplug Sales 


Norman C. Macdonald has 
been appointed sales manager 
of the Rawlplug Co., New 
Rochelle, N. Y. Mr. Macdon- 
ald has been a sales executive 
of Rawlplug since 1955. 

James E. Burke was named 
assistant sales manager. Mr. 
Burke was with Batten, Bar- 
ton, Durstine & Osborn, Inc., 
before joining the company 
in 1959. 
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OBITUARIES 


Clarence W. Pitt 


Clarence W. Pitt, founder 
of the 
Agency, Upper Darby, Pa., 
died Jan. 31 in Clearwater, 
Fla. He started the agency 
in 1920 after he left Shap- 
leigh Hardware Co. Mr. Pitt 
retired from the agency in 
1944 and moved to Ocean 
City, N, J., where he estab- 
lished the Ocean City Hard- 
ware Co. He received the 
Estwing Gold Hammer 
Award in 1956 for 50 years’ 
service in the hardware busi- 
ness. 


Harry F. Dando 


Harry F. Dando, 89, re- 
tired hardware store oper- 
ator, died Jan. 7 in Auburn 
Memorial Hospital, Skanea- 
teles, N. Y. He operated the 
business for 19 years and re- 
tired in 1946. His son, Har- 
old W., now operates the 
store. 


Jacob W. Donchin 


Jacob W. Donchin, 61, 
owner and founder of a Chi- 
cago hardware and mill sup- 
ply firm, died Jan. 16 at his 
home in Oak Park, Ill. He 
had operated his company 
for 35 years. 


Joseph E. Newman 


Joseph E. Newman, 61, op- 
erator of Newman Hardware 
Store, died Jan. 7 in the Wel- 
born-Walker Hospital in 
Evansville, Ind. 


Homer A. Schrock 


Homer A. Schrock, 87, 
former owner of Schrock’s 
Hardware Store, died Jan. 10 
in Ashtabula General Hospi- 
tal, Ashtabula, Ohio. 


Wilson P. Hightower 
Wilson Price Hightower, 
55, Homewood, Ala. hard- 


ware dealer died recently in 
a local hospital. 


Ralph H. Shay 


Ralph H. Shay, 71, former 
partner in a hardware store, 
died Jan. 16, in the Lebanon 
VA Hospital, Lebanon, Pa. 


Leroy Willard Hutton 


Leroy Willard Hutton, 88, 
former Bennett, Nebr. hard- 


C. W. Pitt Mfrs. 


died Jan. 
Hospital, 


15 in 
Lincoln, 


wareman, 
General 
Nebr. 


Alfred A. Weiskopf 


Alfred A. Weiskopf, 76, 
retired Cleveland Heights, 
Ohio, hardware dealer, died 
Jan. 8 at his home. He had 
been part owner of the Weis- 
kopf Bros. Heights Hard- 
ware Co. until his retirement 
four years ago. 


Walter H. Pasco 


Walter H. Pasco, 73, presi- 
dent of D. E. Pasco and Sons, 
a hardware, grain and oil 
firm in Warrensburg, N. Y., 
died Jan. 25 at his home. He 
had been in business since 
1912. 


John W. Mason 


John W. Mason, 62, a 
buyer and director of Lee 
Hardware Co., Salina, Kan. 
wholesaler, died Jan. 17 in 
Asbury Hospital. He had 
been with the firm since 1918. 


Myron E. Beight 


Myron E. Beight, 71, a 
hardware dealer for 55 years, 
died Jan. 29 in City Hospital, 
Akron, Ohio after a short ill- 
ness, 


Harry Leonard Berger 


Harry Leonard Berger, 
62, owner of Berger and 
Jacobs Hardware Store in 
Lorain, Ohio, died Jan. 23 in 
Cleveland Clinic Hospital. He 
operated the store for 38 
years. 


J. Irwin Ambler 


J. Irwin Ambler, 87, re- 
tired Lansdale, Pa., hard- 
ware merchant, died Jan. 27 
in North Penn Hospital after 
a short illness. 


John E. Gannaway, Jr. 


John Edward Gannaway, 
Jr., 72, retired president of 
John E. Gannaway & Co., 
Lynchburg, Va., wholesaler, 
died Jan. 26 in. Memorial 
Hospital. 


George Rosenquist 


George Rosenquist, repre- 
sentative for Enterprise Alu- 
minum Co., Massillon, Ohio, 
died Jan. 10. His territory 
was Michigan. 








HA Photo Angles 


At the annual stockholders’ meeting of American Hardware 
Supply Co., dealer-owned Pittsburgh wholesaler, Jan. 25-26, 
three dealers were re-elected to three-year terms on the 
Board of Directors. They are: W. R. Conaway, C. W. Cun- 
ningham and Lloyd Carlson. The American Board now con- 
sists of these three and others, as pictured from left to right 
standing: E. T. Clark, Ellicott City, Md.; Paul Wolff, Mead- 
ville, Pa.; P. L. Morrow, Orchard Park, N. Y.; Mr. Carlson, 
Chardon, Ohio; Mr. Cunningham, Mt. Pleasant, Pa. From 
left to right, sitting: D. C. French, Wilmington, Ohio; Ear! 
Wyant, Huntington, W. Va.; W. R. Ritter, Mechanicsburg, 
Pa.; Mr. Conaway, New Lexington, Ohio. The Board elected 
these officers: Mr. Ritter, president; Mr. Wyant, vice-presi- 
dent; and Mr. Conaway, secretary. 


Members of the PRO Dealer Advisory Board of Rose, Kim- 
ball & Baxter, Inc., Elmira, N. Y. wholesaler, met recently 
to plan the 1960 program. First row, left to right: George 
Camin, Owego, N. Y.; Clarence Buckwald, Seneca Falls, 
N. Y.; Keith Harris, Belmont, N. Y.; Ed Page, Rochester, 
N. Y.; Merritt Hartz, Deposit, N. Y.; and Irwin Sagenkahn, 
Forty-Fort, Pa. Back row, left to right: Paul Cosgrave, presi- 
dent, Cosgrave & Associates, Larchmont, N. Y.; (Rose, 
Kimball & Baxter officials) S. R. Rose, president; M. G. Kim- 
ball, vice-president of sales; R. L. Baxter, vice-president of 
purchases; C. C. Swarthout, advertising and promotion 
manager; and H. H. Jones, dealer service manager. 


Sales personnel for Wooster Brush Co. attended a three- 
day briefing in Biloxi, Miss. recently. "Hi-Fi" selling was the 
theme. Ed Weaver, sales promotion manager, spoke on 
communications between the salesman and customer. John 
Zapf, sales manager, and Bob Hedland, advertising mana- 
ger, discussed Wooster's new products, merchandisers and 


special Spring promotions. 








More than 3,000 persons attended the two-day spring dealer 
show sponsored by Bigelow & Dowse Co., Needham Heights, 
Mass. wholesaler, at its warehouse and showrooms. Frank 
Grant, vice-president of purchasing, shown at the podium, 
conducted a Stage Sale from 4 to 5 p.m. each day. $6,000 
worth of door prizes were given away. 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
ach additional word 


Positions Wanted 


{Special Rate) set solid, maximum 
50 words 
Each additional word .05 
Allow Seven Words for Keyed Address 


or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 





BEAT THE DISCOUNTERS 
AND MAKE MONEY 


proven quality paint priced for full 
40% profit volume sales at $2.59-$4.99 re- 
tail. Our plan shows the independent 
dealer how to get back the business the 
discounter has pirated from him—with a 
40% profit — low investment — high turn- 
over setup. We guarantee exclusive label 
—quality paint and the advertising and 
promotion aids and know-how to build 
volume sales. Don’t miss the Spring Sea- 
son, Demand’s terrific — and we need 
salesmen. Commissions are low but high 
volume means high earnings. Exclusive 
territory guaranteed. Sidelines acceptable. 
Write today. 


Mr. Mort Proctor Paint Mfrs. 
Box ZC 191, Yonkers, N. Y. 


Sell 





MANUFACTURER'S REPRESENTATIVE 
WANTED—Salesmen now calling on independent hard- 
ware and variety stores with two or three non-conflict- 
ing lines. We offer a good staple line of 23¢, 49¢ 
and 98¢ paints, low-priced gallon paints and a na- 
tionally advertised line of first quality popular priced 
paints on a commission basis. This merchandise has 
mass market appeal. Every store selling paints is a 
good prospect. Write advising age, marital status, 
territory ocvered, how often you cover it and line now 


carried. 
Box A-2i, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


WANTED PAINT BRUSH SALESMEN 


We are looking for several live wire salesmen to sell 
one of the leading lines of popular priced brushes. 
Must have following among Hardware, Paint, Build- 
ing Supply Stores and Lumber Yards. Protected ter- 
ritories. Full or side line. Write stating territories 
covered and references. 


Box A-16, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















PAINT BRUSH SALESMEN—Full time or 
Side Line. Experienced men only with estab- 
lished following amongst Hardware and Paint 
dealers, Lumber Yards, Discount houses, etc. 
Complete line includes Promotional items, Pure 
Chinese Bristle, Nylons, Merchandising Aids and 
Displays. Top name brand Roller line also avail- 
able. High commission and bonus. Box A-20, 
c/o Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








EXPERIENCED SALESMEN. We are of- 
fering YOU an opportunity to enter permanent 
career at above average carnings with sound, 
stable and successful nationwide automotive hard- 
ware company. Positions open to reliable, am- 
bitious, service-minded salesmen, married, age 
25-45. Car essential. For personal interview 
your locality write Box B-19, c/o Harpware 
Ace, Chestnut & 5éth Sts., Philadelphia 39, Pa. 





SALES 
CAN YOU 


REPRESENTATIVES WANTED. 
SELL a new line of popular priced 
High Speed Twist Drills made in the U.S.A. 
to jobbers and distributors? We are looking for 
sales representatives to WORK in concentrated 
areas and who do not waste time, energy and 
money on excess travel. Tell us what lines and 
territory you are now covering and how often. 
Box B-35, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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REPRESENTATIVES WANTED a) at e-) 2 ee 








SALESMEN WANTED 


Ambitious, aggressive, above 
average sales opportunity. Sell 
department stores, hardware 
stores, garden centers. Complete 
line of garden and home insecti- 
cides and fungicides for national 
concern. Salary, bonus, expenses, 
car furnished, sick leave, vaca- 
tion, educational benefits and 
other company benefits. College 
graduates preferred or equiva- 
lent sales experience. Write 
resume to: 


Box B-39, c/o Hardware Age 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES WANTED 
EXCELLENT LINE for sales repre- 
sentatives calling on the retail trade in 
hardware, department, variety and chain 
stores. Item has excellent repeat busi- 
ness! Good commissions. Write, giving 
territory and background. 


Midwest Plastics Incorporated 
208 Bates Avenue St. Paul 6, Minn. 








AAA 
EXPANDING 
ORGANIZATION 


Requires capable, experienced ag- 
gressive representation to 
HARDWARE WHOLESALERS 
Complete line of flexible cords, 
extension cord sets and as- 
semblies. Several choice terri- 
tories open. 


Box B-24, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Sales Representatives Wanted 


Old Established distributor of BOLTS, NUTS, 
SCREWS & WASHERS, seeks successful sales pro- 
ducers calling on Industrial Hardware, Lumber, Elec- 
tric Supply Dealers or Industrial users. State qual- 
ifications, lines handled and territory covered. 


Box B-37, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








ROOF COATINGS — CALKING 


Sales representatives now calling on Hardware and 


Paint Wholesalers, Lamber yards, Dept. and chain 
stores. Protected territories. Excellent volume and 
repeat business. Write giving territory and reference. 
E. T. DALY, President 
111-143rd St.. Hammond, Indiana 











WANTED—Established and reliable Manufac- 
turer’s Representative, with related lines, to sell 
first line of Hickory and Ash Tool Handles in 
Arkansas, Illinois, lowa, Kansas, Michigan, Min- 
nesota, Missouri, Nebraska, Oklahoma, Texas, 
Virginia, Wisconsin. Box B-28, c/o HARDWARE 
Ace, Chestnut & 5éth Sts., Philadelphia 39, Pa. 





HARDWARE TRAVEL, car, 
$15,000 caliber exp’d only for architectural 
Woodworkers, store fixture mfrs. and cabinet 
makers, by Old Hardware Mfg. Co., drawing 
against 10% comm. Box 406 1501 Broadway, 
New York, 2 ws 


SALESMEN 





MANUFACTURERS REPRESENTATIVES 
we are an aggressive Paint Sundry Manufacturer, 
selling directly to the Paint, Hardware and 
Building Supply Dealers. We manufacture Alum- 
inum_ Paints, Varnishes and Gym Finishes, Caulk- 
ing Compound and Cartridges, all volume items. 
Many territories still open. Give details, lines 
carried and areas covered. Box B-48, c/o Harp- 
—— Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





SALESMAN WANTED. Salesman for plumb- 
ing and heating specialties covering Metropolitan 
New York, Westchester and Long Island, $75.00 
per week ‘drawing. Replies confidential Akron 
supply oo o., Inc., 216 Grand Street, Bklyn. 





ESTABLISHED MANUFACTURER HAS 
TERRITORIES OPEN for representatives who 
call on hardware, housewares, garden supply, 
electrical and plumbing supply trades. Excellent 
opportunity to develop steady repeat business. 
State references, territory covered, lines handled, 
etc. Box B-20, c/o Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





AGGRESSIVE REPRESENTATIVES 
WANTED to sell universal type attachments that 
fit all 4” and %” portable electric drills. Excel- 
lent commissions, choice territories open. Write 
to Grelon Manufacturing Company, 315 W. Wal- 
ton Street, Chicago 10, Illinois. 








FOR PENN., SOUTHERN N. J. AND N. Y. 
STATE, Manufacturers Representative wanted to 
sell direct to Hardware and Lumber Dealers a 
live line of staple DO-IT-YOURSELF Items. 
This is a lucrative side line. Good commission. 
State other lines carried. Box B-27, c/o Harp- 
WARE Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 





REPRESENTATIVE WANTED by 
known solder manufacturer to call on hardware 
and/or automotive wholesalers. Most territories 
open except the South, California and New York 
State. Box B-41, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


well- 





REPRESENTATIVES WANTED ACCOUNTS WANTED BUSINESS OPPORTUNITIES 





EXPERIENCED SALESMEN 


with following among retail hardware 
and housefurnishing stores, to sell the 
most popular branded line of dog fur- 
nishings. Can be handled as a side line. 
Liberal commission. Choice territories 
open. 


Box 8-46, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANU FACTURER’S 
WANTED to sell locks, 
blanks in the state of Illinois, including ¢ ‘hicago, 
for large, well established manufacturer. Appli- 
cants should now be selling hardware wholesalers 
in this territory. State qualifications and ref- 
erences. Box B-45, c/o Harpw ARE nae Chest- 

ut & 56th Sts., Philadelphia 39, 


REPRESENTATIVE 


door knobs and key 


S SAL ESME NY Shears 
knives other cutlery items. 
B-34, c/o Harpware Ac 
Philadelphia 39, Pa. 


HELP WANTED 


and Scissors, pocket 
10% commission. Box 
E, Chestnut & 56th Sts., 





WANTED 


by large Hardware, 
ment Company, 
a competent 
Must have a 
operation 
cent photo 


Appliance and Imple- 
in city of 65,000 population, 
man for Assistant Manager. 

background of successful 
Excellent opportunity. Send re- 
and complete resume. 


Box 8B-38. ¢/o HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa. 











WHOLESALE AND RETAIL BUILDERS’ 
HARDWARE FIRM well established, located in 
downtown Manhattan. New York. Needs several 
experienced inside men for sales, phone orders, 
shipping, etc. Highest salaries plus advancement. 
Reply stating age, qualifications, experience and 
salary desired. Box B-47, c/o Harpware AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURER 
Grade, excellent reputation, 
jobbers and chatns, many 
open, established accounts 
Box A-19, c/o Harpware 
56th Sts., Se 39, Pa. 


PAINT BRUSH 
owner or Syndicate 
sold exclusively to 
lucrative territories 
and leads furnished. 
Ace, Chestnut & 


-Home- 


MANU FACTURERS 
TO SELL line of 


to lumber yards, 





REP! RESENTATIVES 
imported building specialties 
building specialties wholesalers, 
flooring suppliers, etc. ucrative territories 
available. Tremendous opportunity in rapidly 
expanding field. Box B-13, c/o Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ACCOUNTS WANTED 


SALES FORCE OF FIVE Hardware Veterans 
covering Kentucky, Tennessee, Arkansas, Missis- 
i, Louisiana and Alabama is seeking volume 
such as screen wire, portable power tools, 
window fans, small appliances and the like. We 
gladly offer our record for consideration. Box 
B-42, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


NEED GOOD LINES IN C 
WARE, padlocks, staples, 
ing on top accounts in 
and builders supply 
and Texas 
pany, 3144 
Oklahoma. 


ABINET HARD. 
and paint brushes call- 
lumber hardware, paint 
houses in Kansas, Oklahoma 
Panhandle. D. L. Rochon & Com- 
N. W. 27th Street, Oklahoma City 7, 





WANT SALES RESULTS? 
because we concentrate in 
ana. Will handle two 
highest grade considered. 
HARDWARE AGE, 
delphia 39, Pa. 


We get them 
Michigan, Ohio, Indi- 
additional lines—only 
Write Box A-10, c/o 
Chestnut & 5éth Sts., Phila- 


NORTHERN CALIFORNIA and NEVADA 
covered by eager agent needing more lines in 
building and hardware specialties and plumbing. 
Call on jobbers, dealers, contr’s, architects. Paci 
Coast some lines. Box B-33, c/o HARDWARE ion. 
Chestnut & 56th Sts., sumeentetin 39, Pa. 


HARDWARE 
for western New 
northeastern Obhnio. 





AND TOOL LINES wanted 

‘ork and northern Pennsylvania, 
Former wholesale hardware 

executive wants to sell to wholesalers. Experi- 

ence: 35 years hardware wholesale management 

and industrial engineering. Capable and energetic. 

Box 1227, c/o Harpware Ace, Chestnut & 56th 
; ee s 39, Pa. 


MANUFACTURERS REPRESENTATIV E— 
now selling most of the hardware and mill supply 
jobbers in Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and metropolitan 
Washington with one leading manufacturers line. 
Can handle one good additional line to mutual 
advantage. College graduate; have good acquaint- 
ance throughout territory. Box A-35, c/o Harp- 


wWaRE Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





ESTABLISHED FLORIDA REPRESENTA- 
FES FE with leading line of store fixture hardware, 

overing all fixture and cabinet mfrs. distributors, 
ey architects and designers, seeks additional 
top line. Related products would be preferable 
but open to other established line. Box B-44, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


BUSINESS OPPORTUNITIES 


JAPAN 


Established American 
cializing in Hardware 
chinery Parts would like to act as a 
buying agent or represent interested 
American firms anticipating to purchase 
any items in Japan. We guarantee 
quality and service. Please write to 
Central P.O. Box 667, Tokyo, Japan. 





Company spe- 
Tools and Ma- 








SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon’s expanding markét on 
our Refillable Assortments. $2,000.00 in- 
vestment sets you up with a complete in- 
ventory and exclusive franchise with our 
full support and cooperation. 


SHARON BOLT & SCREW CO., INC. 
Endicott St.. Norwood, Mass. 








WANTED TO LEASE AND OPERATE 


Plumbing and Electrical 


house type 


Departments in 
of operations in Ohio, 
Michigan. PLEASE 
particulars to 


discount 
Penna., Indiana 
SEND all 


and 


Box A-39, ¢/o HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 














INDUSTRIAL SUPPLY BUSINESS. 
lished and continually 
60 years. 


Estab- 
in same location for over 
Immediate possession. Active accounts 
included. $45,000 required. Will also sell building 
or long term lease. Located on the Southwest 
side right in the keart of Chicago. Box A-30, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





WHOLESALE-RETAIL HARDWARE and 
Industrial Supply for Sale. Located in South- 
west New Mexico in the heart of rich mining 
and cattle area. Established 46 years. Sales 
volume approximately $500,000.00. New modern 
retail] store, ideal climate. Reason for selling— 
retirement and other interests. For details write: 
Box A-18, c/o Harpware Ace, Chestnut & 5éth 
Sts., Philadelphia 39, Pa. 





Wanted To Buy 


MANUFACTURING BUSINESS 
WITH PRODUCTS HAVING 
GOOD POTENTIAL 


Prominent Manufacturer with 
National sales organization sell- 
ing hardware . . . houseware job- 
bers and chain stores, desires to 
diversify and expand operation 
by acquiring small to medium- 
size company in allied field. Will 
invest any amount up to middle 
six figures. Will also consider 
individual products, tooling, in- 
ventory, etc. if items have 
proven sales. Address all replies 
in strict confidence to: 


PRESIDENT—B. M. CO. 


BOX 71, EAST ROCHESTER, N. Y. 











BELIEVE IT OR NOT! 
each. you can buy as few as three dozen key 
blanks beautifully embossed with your name and 
address in permanent, raised letters. Write for 
free bulletin #858, H AZELTON CHAIN CO. 
(manufacturers of key blanks and sash chain), 81 
Kemble St., Roxbury 19, Mass. 


POSITIONS WANTED 


POSITIONS WANTED — Hardware Store 
Manager qualified with 12 years management cx- 
perience, have capital to invest if desirable. 
Prefer Eastern area. Must be $100,000 volume. 
Box B-21. c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


For l!ess than $.05 








DESIRE TO RELOCATE IN SOUTHERN 
MINNESOTA or Northern Iowa. Thirteen years 
experience in Builder’s Hardware—W holesale and 
Retail. Locksmithing, last 3 yrs. Managing tool 
dept. electric and hand. Past 10 yrs. with same 
company. Age 38, married—3 children. Box B-40, 
c/o Harpware Ace, Chestnut & 56th Sts., Phil- 
adelphia 39, Pa. 





WHOLESALE HARDWARE EXECUTIVE 
wants department or sales management position 
with small or medium size hardware wholesaler. 
Many years experience in wholesale hardware 
management and sales. Capable and energetic with 
satisfactory references. Box B-43, c/o Harpware 
Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 





HARDWARE JOBBER SALESMAN well 
qualified in Wholesale Jobber Sales seeks associa- 
tion as Manufacturer Representative calling cn 
Retail Hardware, Lumber Co., Dept. tores, 
Variety Stores, etc. in central and Southern Iili- 
nois. Age 35. 15 years successful selling. Former 
employer discontinued business. Box B-36, c/o 
Harpwarr Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


Dont miss the BUYING CHECK LIST on page 82 
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Available Now! 


NEW— AUTHORITATIVE — COMPLETE 
HARDWARE AGE 


BUILDERS’ HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. Hi. C. 


All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


Detailed descriptions of functions—applications—specifi- 


cations and estimating. 


A time saving, profit making reference for 


234 pages 
385 illustrations 
8’/2""x 11" clothbound 





Architects * Hardwaremen °« Teachers 
¢ Students + Contractors 


Skillfully organized and easy to understand, this exclusive 
handbook provides the information necessary to operate a 
basic builders’ hardware business at a profit. Not since the 
publication of "Taking the Mystery Out of Builders’ Hard- 
ware’ by Mr. Brownell, in 1940, has there been made avail- 
able in one source so much practical, down-to-earth in- 
formation about the builders’ hardware business. 


Recommended by 


National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 





Please send me ...copies of HARDWARE 
AGE BUILDERS' HARDWARE HAND- 
BOOK by Adon H. Brownell, A.H.C. 
| will send payment upon receipt of the 
invoice in the amount of $8.00 per copy, 
plus 45 cents handling and postage. 


Hardware Age, Dept. Al 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


Name 


Address 
Mee 3 Soy oe. oe State 


Bien here if sending payment with order, saving you the 45 cents 
jhandling and postage charge. 
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| Aluminum Co. of America 








Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. Ne allowance will be made for 
errors or failure to insert. 


A 


Ajax Wire Specialty Co 
Allison Co., Inc., David 


Expello Div. of Odor-Aire, Inc. .. 154 


All-Luminum Products 


Market Makers Program Franklin Metal & Rubber Co..... 130 
American Brush Mfrs. Association Co. 405 


Full Tool 
Paint Brush Div. et ee 


American Chain Div. 

American Chain & Cable Co... 6 a 
American Edelstaal, Inc. ........ 31 
Ames Co., O. .. were 


.. 44-45 


General Electric Co. 
Wiring Device Dept. . ae 


Glidden Co. ..... .. 118-119 
Goodrich Industrial Products Co., 


Anchor Hocking Giass Corp. 
Arbogast Co., Inc.., 

Artistic Wire Products Co., 25 
Atlantic Industrial Corp. Goulds-Pumps, Inc. .. 3 T 


Graham & Co., Inc., John H. 
G. W. Griffin Co. 
B 


Barr Rubber Products Co........ 
Bassett Co.. W. E. .. 

Bassick Co., The 

Behr-Manning Co. ... H 


Gries Reproducer Corp. .. 
Griffin Mfg. Co. 


Berger & Sons, Inc., 
Bethlehem Stee! Co. 


Borden Chemical Co. 
Div. of The Borden Co......... 


Hines-Park Foods, Inc. 
(Duncan-Hines Institute) 


Hodell Chain Co., Div. of 
National Screw & Mfg. Co. . 


Hoppe, Inc., Frank A. .. 


Church, C. F. 
Div. of American Standard... 


Clarke Floor Machine Co........ 
Coastal Abrasive & Tool Co..... 


Ilinois Lock Co. 


Irwin Auger Bit Co. .. 


Columbian Fastener Co. ........ 
Columbus Plastic Products, Inc... 


Cross & Co., W. W. . 
Kester Solder Co. ... 


Knape & Vogt Mfg. Co. 


Dazey Corp. .... 


Delta Electric Co. . 
Landers, Frary & Clark 
Denison-Johnson Corp. ......... 
Universal 
Devcon Corp. ..... 


DeWitt Products 


Leonard Co. 


Linzer & Sons, Inc., David 
Diamond Expansion Bolt Co 


Draper-Maynard 
Drop-Lite Electric Mfg. Corp.... M 


DuPont de Nemours Co., Inc., E. I. 
PEN Cacieel bwétebeovdes cat 50-51 


DuPont de Nemours Co., Inc., E. |. 
SEES EAE ee 126-127 


Magic Iron Cement Co., Inc. .... 134 


Marshalltown Trowel Co. ......... 154 





Mayes Bros. Tool Mfg. Co. ..... 154 








NEW propuct 


Index to Advertisers 





Miller Co., Inc., Robert E. 
Millers Falls Co. 


Minnesota Mining & Mfg. Co. ... 


NAFi Corp. 


National Screw & Mfg. Co. 
Hodel!l Chain Co. . 


New York Wire Cloth Co. 
Nicholson File Co. 
Norlund Co., O. A. 
North & Judd Mfg. Co. 


Northwester Steel & Wire Co. .. 


o 


Oxwall Tool Co., Lid. 


Pioneer Gen-E-Motor Corp. 
Portable Electric Tools, Inc... 


Pro Hardware, Inc. 


Proctor Paint & Varnish Co., Inc.. 


Proto Tool Co. 


Div. Pendieton Tool Industries.. 


Puritan Cordage Mills, Inc. . 


Revere Copper & Brass. 
Ridge Too! Co. 
Rival Mfg. Co. 


Rockwell Mfg. Co 
Delta Power Tools 


Rodale Mfg. Co. 
Rubberset Co. 


Rust-Oleum Corp. 


Safe Padlock & Hardware Co.... 


Samson Cordage Works 


Sandvik Steel, Inc. 
Saw & Tool Div. 


Scharf Mfg. Co., J. H. 


Screw & Bolt Corp. of America.. 


Selfix Products Co. 


Sheffield Div. 
Armco Steel Corp. 











| Shelby Metal Products Co.... 
| Shuford Mills, Inc. 

| Southern Screw Co. 

| Standard Tool Co. 

| Stanley Works 

| Stor Key & Lock Co. 

| Star Mfg. Co. Div. of 


ilinois Iron & Bolt Co. 


| Star Metal Products Co. 


Tate Co., E. H. 


| True Temper Corp. 


U 


Union Fork & Hoe Co. a any Ce 


United States Caster Cup Corp. 


Div. of Childlore Corp. .... 144 | 


United States Rubber Co. 
Cycle Tire Dept. 


| United States Steel 


National Advertising Div. 


| Valspar Corp. 
Vichek Tool Co. 


Ww 


Wells Mfg. Corp. 
Western Wire Products Co. ...... 


Westinghouse Electric Corp. ° 
Lamp Div. 


| Wheatland Tube Co. a 
| White Metal Rolling & Stamping 


Co. 
Wood Shovel & Tool Co. 
Woodhill Chemical Co. 
Wright Mfg. Co. 


| Yoder Mfg. Co. 











impulse- buying NEW BLISTER PACK 


PASSES 8,000,000 


IN SALES 


ACCEPTANCE and QUALITY 


PROVEN i in ONLY — YEARS 








HOLLOW WALL ANCHORS 


The preferred product by 
contractors and “do-it-your- 
selfers.” Only three sizes for 
all walls and hollow doors, 
to keep your inventory low. 
Are you in on the profits? 


OTHER PRODUCTS for your 
PROFIT:- 

“DHD” Diamond Hammer Drive, 
Nail Type Anchors 

Diamond Red Seal Calking Anchors 


Diamond “‘Multi-Size’ Wood Screw 
Anchors 

Diamond “SPRING” Toggle Bolts 
DIAMOND ‘P” tag Screw Ex- 
pansion Shields 

“DI-FORGE” Percussion Masonry 
Drills 


Ask your Distributor. 


DIAMOND EXPANSION BOLT CO., Inc. Garwood, N. J. 
Want more facts? Circle 206, p. 99 





WRITE FOR SAMPLE packed in 








—— 


FULL VALUE PACKA 


contains 12 convenient space saver boxes 
of cotter pins. Popular shelf sizes of pins 
to select from. One price seller—all sizes. 


Ask your jobber for the WW list of pack- 
aged cotter pin sizes. 


as AT 90 


TOOL BOX’ ASSORTMENT 


COTTER 
Joni 


Handy Counter Carton 

contains 24 

assortments. 

Sa Ves time .. Each —_ ao 
<r as 

Eliminates broken p es AS SS assorted pins 

tA y Saw (plain or cadmium 

plated steel), 

Kx 42" to 

¥ex 1%” incl. 


wm r4 19) 
wif Gua 


ALL ONE PRICE 


Ask your jobber for 
your cost on these WW items. 


WESTERN WIRE 

capped COMPANY 

; 4 M 

Want more facts? Circle 207, p. 99 
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MAYES BROTHERS TOOL MANUFACTURING CON 





MARSHALLTOWN 


~~ 


MARSHALLTOWN TROWEL COMPANY e MARSHALLTOWN, IOWA 
Want more facts? Circle 209, p. 99 





f The prestige line of moth preventives. 
Fifteen new, year-around products — 


sparkling new displays, all geared to 
increased sales for you! Complete prod- 
BETTER HOUSEHOLD Ae uct line catalog and display sheets on 
A o/s request. 
HARDWARE SINCE 1872 wi | 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. (Div. of Odor-Aire, Inc.) 1015 E. 2ND, WICHITA, KANSAS 
Want more facts? Circle 210, p. 99 








Furniture Rest — Pintle Type 





/ aM Set of 4ina 
- 3-color Box, Rubber txpander 
12 Boxes In Tubular Glide 


ton. Upholstery Nail 
Wonderful for all wood \ « 2 1/2", 1Ye" 
metal furniture. X Dow, Yar» Ya”. 
“t? ~ Uty 





Rubber . 
Crutch Tip Bakelite Furniture Rest %”, 1", 11 /16”, 1%", 1Ye". 


| ae — PROMPT SHIPMENT = Z IM 
NS SRA - 
ee aie Ask your jobber, if he is not supplied, write 


ROBERT E. MILLER & co.., INC.., Adjustable Rubber Adjustable Tubular 
35 Pearl St., New York 4, N. Y. oonhenneiompeiaamneindilacee: 
Want more facts? Circle 212, p. 99 











Monupoint Glide Bakelite Caster Cup 
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for every farm use 


Chains of all types and sizes are needed on the 

farm. That means good, year-around profit possi- 

bilities for you when you stock the full line of 

Hodell welded and weldless chains... high-quality 

chains for your farm customers. Display Hodell | Hodell Pailettes are strong, all-steel, re-usable con- 
animal and farm chains in your store, and Hodell | a eo ota Prenton taht ig Agu 
Pailettes to sell Proof Coil and BBB Coil chain, to Y% inch. 600 or 1000-Ib. barrels, Proof Coil, BBB Coil 
make steady profits from sales for the farm. 2 or High Test chains, also available in these and 

Ask your distributor about the full line of Hodell = 
Chains or write today for your Hodell Chain catalog. si i 








HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





L/ Velio nal. 
ac” Fasteners d. I Hodeli Chains Chester Hoists 
<7) 





